



CREATING A VOICE FOR BLACK TECH ENTREPRENEURS 
 








Professor Marie Volpe, Sponsor 





Approved by the Committee on 
the Degree of Doctor of Education 
 




Submitted in partial fulfillment of the 
requirements for the Degree of Doctor of Education at 






CREATING A VOICE FOR BLACK TECH ENTREPRENEURS 
 




Brittany Sachi Chambers 
 
 
In a country where inventors and innovators are noted as being at liberty to enter 
and contribute to the free market space, conversely studies have found that Black tech 
entrepreneurs face greater difficulty launching and growing their businesses. A review of 
the literature suggests that many of these difficulties stem from the lingering effects of 
historical inequalities. These inequalities have existed for decades due to laws and 
regulations that once limited home ownership, income earning, credit access, 
inheritances, and educational opportunities. Additionally, literature in the tech arena has 
demonstrated a lack of diversity in the field. Pattern matching or preconceived standards 
have also been said to impact Black tech entrepreneurs’ opportunities to receive 
investments to launch and grow their businesses. 
While great dialogue has taken place in the tech arena around these disparities, 
little is known in academic literature about how Black tech entrepreneurs engage in the 
process of creating innovative brands and marketing their companies. In light of this, the 
researcher conducted a qualitative case study designed to explore black tech 
entrepreneurs’ perceptions of how they learn to launch and grow their businesses. This 
study engaged participants who self-identified as tech entrepreneurs of Black or African 
descent who have launched apps, websites, or hybrid companies in the United States. 
Among the key findings that emerged from the study were: An overwhelming 
majority of participants described that seeking the counsel of “expert” others was a key 
action in securing funding to grow their companies. Further, a strong majority of 
participants indicated that having a positive self-concept was a key facilitator in growing 
their businesses; while, an equal number indicated that a misalignment between the 
investor and entrepreneur inhibited their ability to grow. 
The tech entrepreneurial field can evolve through the increased trying on of 
differing perspectives by both investors and entrepreneurs; the continued development of 
diversity tech ecosystems and support networks; and, sustained progress in increasing the 
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Background and Context 
Chapter I provides background research on Black technology (tech) entrepreneurs, 
who have developed innovative ideas and seek to market their ideas but are not 
represented in the technology industry in larger numbers. An overview of the context of 
this study is described—including the origins and evolution of the tech industry, the tech 
entrepreneurship field, the tech entrepreneurship founder vocation, and the 
underrepresentation of a large population of founders in the tech industry. This chapter 
also presents a brief discussion of the problem, purpose, approach, rationale, and 
significance of the study. 
Defining the Technology Industry 
Today, we live and work in a society where advancements continue to take new 
shape and form. One large example of this evolutionary environment is the technological 
(tech) industry, which has experienced many changes after its inception years ago. 
Since inception, the term “technology,” as connoted by the International 
Technology Education Association (ITEA, 1996), has stood for “human innovation in 
action.” Research suggests that the description is fitting, as technology spans a broad set 
of fields. More specifically, technology is “the organization of materials and energy used 
to accomplish work.” Materials and energy can be perceived as both “mechanical and 
social” (Hacker, 1992) due to the interdependent relationship between technological 
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machines and/or systems and the people that operate them. Today technology 
additionally represents the application of science to solve a problem, as science is often 
integrated into technology to create communications, tangible and intangible artifacts, 
transportation, and in various other forms (Ramey, 2013). 
Since the early 1990s, research has indicated the importance of interpreting and 
understanding technology. Understanding technology involves using both key macro- and 
micro-systems, managing how they behave, and synthesizing information into new 
insights (ITEA, 1996). The importance of interpreting technology has stemmed from the 
impact of the acceleration in technological developments that has occurred in society. 
Therefore, technological literacy today has become vital to “individual, community, and 
economic prosperity,” promoting a greater propensity to sustain human life. 
As humans strive to fulfill specific needs and wants, technology has served as a 
conduit through which those needs are fulfilled, subsequently helping to transform the 
world as we know it. Advancements in the technological field have built on previous 
developments, invoking a greater sense of promise, inquiry, difficulty, and possibility. 
Developments in the technological field have also laid the foundation for new industries 
and opportunities to take shape and form as people learn to better use, interpret, manage, 
and understand technology. 
Narrowing In: Technology Websites and Mobile Applications 
As signified by the broad definition of “technology,” the term serves to highlight 
that technology results in the creation of materials and energy used to accomplish a 
subset of tasks. The inception of technology began in 10,000 BCE when the earliest 
human boats were constructed. Following the construction of boats, human settlements 
and agriculture began, leading to the creation of hand-made bricks that were used for 
construction in the Middle East (6,000 to 7,000 BCE) and the creation of iron in 
4000 BCE, which was used to make decorative ornaments (Ross, 2016). 
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Many centuries later, the technological development that serves as a focal conduit 
for this study, the Internet, was created, promoting the opportunity for websites and 
mobile applications to enter the technological landscape. In 1943, the development of the 
first electronic computer occurred (Randell, 1982), followed by the creation of the World 
Wide Web and first webpage that went live on August 6, 1991, by creator Tim Berners-
Lee (Gohel, 2014). 
Berners-Lee, who was a consulting physicist at the CERN Laboratory in Geneva, 
Switzerland, created the web with three specific elements: (a) a URL scheme with a 
standard address for every page, (b) HPPT protocol for accessing each page, and (c) a 
language known as HTML for formatting hypertext documents. Berners-Lee’s 
fundamental vision for the Web (or Internet) was to foster “connections between just 
about anything that is connected to anything else” (Zimmerman, 2000, p. 217). He 
additionally believed that in a decentralized environment any individual has the authority 
to utilize and access information at their leisure (Zimmerman, 2000, p. 217). Today, the 
Internet has continued to serve as just that—a platform through which viewers and/or 
contributors can add and exchange information that is constantly released and updated 
through wired and wireless interspace. 
A website is known as a collection of pages on the World Wide Web that are 
typically accessible from a URL that resides on one server, forming a coherent, usually 
interlinked platform (Winterberg & Nattel, n.d.). Websites are utilized to illustrate brick-
and-mortar businesses, encyclopedias, dictionaries, research, journals, media, social 
media, school courses, and autobiographical platforms, among many forms of 
information that span numerous industries and contexts in, of, and around the world. 
Websites may: highlight the inner workings of an organization, present unique scientific 
information, define words or concepts, connect groups engaging in school dialogues, 
raise awareness on events in history and today’s society, allow the ease of bartering 
services, and more. 
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A mobile application (app) also fulfills a similar purpose. Mobile apps are software 
applications developed for specific usage on small, wireless computing devices such as 
smartphones and tablets. Applications are represented in software bundles that are 
designed to produce a subset of tasks, activities, or functions that can benefit the end user. 
In addition to being categorized as a mobile app, applications are also similarly 
categorized as web-based or “native apps” that are targeted for a given platform (i.e., 
website, cellular device, or tablet) or “hybrid apps” that combine elements of multiple 
platforms (TechTarget, 2017). 
In 1992, the first mobile app was created called the IBM Simon that melded the 
cellphone and Personal Digital Assistant (PDA) functions together (Tweedie, 2015). 
However, in 2008, Apple, Inc. popularized mobile apps with the creation of the App 
Store (Bonnington, 2017), which emerged nearly four decades after the first mobile 
phone call was made in 1973 by Martin Cooper of Motorola (Brustein, 2015). 
When Apple opened the App Store, it provided the building blocks for independent 
programmers to create and sell software that worked on its phone (Kane, 2009) and led 
other cellular companies later to create their own unique versions of an open market 
space like the App Store. This mobile online store was created a little over a decade after, 
when reporters deemed the first legitimate online transaction was conducted by Daniel 
Kohn. In August of 1994, Kohn who created a website called NetMarket, sold a CD of 
Sting’s “Ten Summoner’s Tales” to a friend in Philadelphia (Lewis, 1994). Little did 
Kohn know, his first purchase would pave the way for entrepreneurs today who use 
Internet based technology in the form of websites and apps as their medium for 




Technology Entrepreneurship: Developing Companies and Founders 
There are numerous themes said to dominate technology entrepreneurship literature 
since 1970. These include: (a) identifying precursors to technology firm formation; 
(b) understanding how, why, and when tech entrepreneurship has affected socioeconomic 
regional development; (c) interpreting what occurs inside small firms engaged in tech 
entrepreneurship and the interdependence between small-firm initiatives and external 
infrastructure that contribute to science and technological advances; (d) focusing on more 
smaller firms than larger firms; and (e) identifying that scholarly work in tech 
entrepreneurship has not contributed in greater form to other fields (Bailetti, 2012). 
Researcher Bailetti (2012) further suggests after reviewing 93 articles that six 
definitions of tech entrepreneurship emerged. These definitions identified tech 
entrepreneurship as: (a) “solutions in search of problems”; (b) the development, 
management, and risk-bearing of technology-based businesses; (c) the establishment of 
new tech ventures; (d) the ways in which resources are drawn and structured to take 
advantage of emerging tech opportunities; (e) joint and consistent efforts to interpret 
ambiguous data to accomplish tech change; and (f) agency distributed across actors 
becoming involved in technology and in the process generating transformation of an 
emerging tech path. This led Bailetti to develop a composite definition of tech 
entrepreneurship as: “an investment in a project that assembles and deploys specialized 
individuals and heterogeneous assets that are intricately related to advances in scientific 
and technological knowledge for the purpose of creating and capturing value for a firm” 
(p. 5). This definition highlights value creation, collaborative experimentation, and 
problem-based or opportunity posed solutions that are new or revised and not limited to 
creation by engineers or scientists. 
Many tech entrepreneurs entering the tech entrepreneurship landscape to date are 
known for creating entrepreneurial ventures that offer new or existing technology in 
unique and fast-growing ways that aim create or fulfill market needs in the form of 
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innovative services, processes, or products (Robehmed, 2015). In these evolving 
organizations, technology is generally required; however, a main differentiator across the 
tech industry for businesses that thrive is scalability (Jeffries, 2012). 
In the beginning stages of idea creation or product development, a tech company is 
often known as a startup. A tech entrepreneur’s team enables the startup or developing 
company to grow and/or thrive. Generally, research has recommended that these teams be 
made up of two to five key people (Vozza, 2015). The team members consist of a founder 
or co-founders that create and bring the tech idea to life and potentially additional team 
members who are hired to fulfill extraneous tasks necessary to scale the company. The 
skills deployed by tech founders that may also be executed by additional team members 
include: industry specialized expertise, front- and back-end web/app development 
engineering, integrated marketing, financing, procurement, and/or sales. 
The entrepreneurial founder(s) of the company make the endeavors of the tech 
startup team possible. Founders create the cultural vision and rhythm of the company. 
Many founders are tasked with seeking and acquiring funding to scale their companies. 
Funding helps the startup to fulfill tasks necessary to produce a product with the potential 
to compete in the technological market space. Peterson (2014) describes these steps as: 
bootstrapping, garnering grants, reaching out to your community for crowd funding, 
working with angels, angel groups, and/or venture capitalists. 
Tech Startup Funding and/or Guidance 
In the Entrepreneur’s Growth Startup Handbook, author David Feldman (2013) 
highlights that “financing is truly the trough at which growing businesses feed” (p. 101). 
Tech entrepreneurs are tasked with creating the right match between a company’s needs 
and culture. Often, financers can bring cash needed to grow the company and/or operate 
in the form of providing constructive criticism in a pivotal way. 
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As disclosed in the aforementioned section, funding can come from multiple 
sources. A more extensive description of these sources can be found below. 
 
 
Table 1.1. Funding Sources 
 
Bootstrapping funding created by the company’s profits or produced by the company’s 
owner(s) that is utilized for new opportunities or expansion 
Government 
Financing 
city, state, and federal U.S. entities offer grants, loans, or investments to 
small businesses; funding from government investors tends to be below 
$1 million 
Bank Financing depending on the company founder’s history and the economic cycle 
banks may be willing to offer a loan or a line of credit  
Friends & Family companies may reach out to those in their inner circle(s) to garner support 
of their business endeavors; may reduce litigation risk if  the company is 
successful 
Angel Investors invest cash personal cash or family money; some may be organized as 
entities or groups 
Venture 
Capitalists 
tend to invest after the angel round; raise money through wealthy 
individuals, pension funds, and/or institutions; funds can extend to 
millions of dollars in capital. Venture capitalists often gain a stake in the 
company and/or around 20% of the profits earned from investing 
Private Equity 
Investors 
make minor investments in mature companies; or buy mature, more 
mature companies and/or upon purchase convert companies—public to 
private and visa versa (Feldman, 2013) 
Incubator or 
Accelerator 
these companies are community development organizations that provide 
resources to startups, including consultation and facilities; they may also 
connect founders to investors or provide funding 
Crowd funding anyone can create an online campaign pledging for funding from their 
network that extends beyond friends and family to: a) pre-buy a product, 
b) give donations, and/or c) qualify for a reward for supporting (Zwilling, 
2014) 
 
A combination of these funding mechanisms creates the opportunity for companies 
to garner adequate capital to scale their businesses. Numerous benefits can be found 
utilizing these forms of funding. 
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Additionally, many entrepreneurs engage in garnering further funding through 
numerous cycles and stages. Tech entrepreneurs and investors identify where 
entrepreneurs are in the funding and growth process in the following order: 
 
 
Table 1.2. Funding Rounds 
 
Pre-seed Round A round where small sums of money may be given to a company to 
produce its initial product ($500,000 or less). This funding generally 
comes from the founder or founders’ personal assets and friends 
and/or family, as well as accelerators, grants, incubators, and more. 
At this stage, the company has a concept and sees the potential 
opportunity to fill a void in the market. However, a prototype may be 
not have been developed or may be in the creation/revision process 
Seed Round: Series A A point where the company has a prototype and seeks funding from 
a venture capitalist to scale the product for market. Funding in the 
Series A period is generally larger than in the pre-seed round 
(roughly up to $2 to $15 million), and is offered in exchange for a 
percentage stake in the company 
Series B  At this stage the company has reached the stage where it has a 
product and business model and needs further capital to expand the 
market the product caters to and/or to make revisions/additions to an 
existing product. This represents a significant increase in funding, 
from $15 million to upwards to $100 million or more 
Series C Fast growth often occurs at this stage. The company may move the 
work they’ve done in earlier series to more international markets 
and/or continue to diversify their product for multiple platforms. In 
series C funding, can also include $100 Million or more, an IPO, 
liquidity, and/or acquisition 
Problem Statement 
The tech entrepreneurial field is one that posits that anyone with an idea can 
embark on creating a company that has the potential to score funding to scale. 
Conversely, statistics for tech entrepreneurs convey that Black, Latino, and Latina 
students earn nearly 20% of computer science degrees, yet make up only 9% of the tech 
industry (Guynn, 2016). Additionally, according to the University of New Hampshire’s 
Center for Venture Research, in the earlier part of 2013, just 8.5% of entrepreneurs that 
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pitched to angel investors nationally were minorities, and about 15% of them landed 
money, versus 22% of all others (Messina, 2014). 
Although areas like Silicon Valley, one of the largest concentrated areas of startup 
and global tech companies, have been on the lookout for the next great tech companies, 
additional research suggests that “just as venture capitalists are overwhelmingly White 
and male, so too are the founders of startups that get funded” (Rodriguez, 2015). Among 
71 of the top venture capital firms, 78% of investment team partners were White, and 
94% were male. Meanwhile, women tech entrepreneurs attained 8.3% of venture capital 
funding in 2014. These numbers worsened for Black and/or African American tech 
entrepreneurs, who accounted for a small percentage of tech entrepreneurs, according to a 
report conducted in 2010 by CB Insights (Rodriguez, 2015). Comparatively, research 
notes that Black tech entrepreneurs account for fewer than 1% of tech companies that 
receive venture capital funding (Dorsey, 2016). 
Given the aforementioned, little is known about how Black tech entrepreneurs, 
who engage in the process of creating innovative brands and marketing their companies, 
identify how they learn to launch and grow in the technology industry. Therefore, in 
order to shed light on this problem, further research was warranted to identify Black tech 
entrepreneurs’ perceptions on how they are able to launch and grow their businesses. 
Purpose and Research Questions 
The purpose of this study is to explore with 22 Black tech entrepreneurs their 
perceptions on how they are able to launch and grow their businesses. 
Growing a business for the purpose of this study was defined a process where tech 
entrepreneurs engage in seeking and/or acquiring funding to support the creation and/or 
further development of their entrepreneurial endeavors. Through this study, the 
researcher hoped to better comprehend the process of how learning occurred to support 
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the development of tech companies, in order to identify recommendations to enhance 
learning opportunities for students, graduates, and aspiring entrepreneurs in the 
technological field. 
Research Questions 
To carry out this purpose and explore elements of the problem, the following 
questions were addressed: 
1. How do Black tech entrepreneurs identify opportunities to bring their tech ideas 
to fruition? 
2. What actions do Black tech entrepreneurs take to secure the funding needed to 
support their businesses? 
3. How do Black tech entrepreneurs learn to launch and grow their businesses? 
4. What factors facilitate and/or inhibit growing a tech company? 
Approach 
This was a qualitative case study comprised of detailed interviews with 22 
individuals who self-identify as Black tech entrepreneurs with websites and/or apps 
providing a product and/or service in the United States. The interviews were structured to 
gather information on how learning occurred to support the development of Black tech 
entrepreneurs’ technological applications and websites. The following data collection 
methods were utilized to achieve triangulation: (a) one-on-one interviews to identify 
Black tech entrepreneurs’ experiences; (b) a focus group with 7 Black tech entrepreneurs 
that were not featured in the interview sample to survey the findings that emerged from 
the interviews conducted; and (c) critical incident questionnaires on entrepreneurs’ 
personal experiences to garner further information. 
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The Study Sample 
The study sample’s population included Black tech entrepreneurs (22 interviewees 
and 7 focus group participants) in the United States that met the following criteria: 
1. An individual who self-identifies as a tech entrepreneur. 
2. A tech entrepreneur who identifies as being Black or of African descent and 
launched their company in the United States initially; this individual classifies 
as being born or of descendants who were born in Africa. This does not 
preclude living or being born in or from other areas around the world. 
3. A Black tech entrepreneur who utilizes technological platforms as a conduit 
through which they offer their services, but may refer to themselves with a title 
as a general entrepreneur, i.e., Black Entrepreneur, Mobile Entrepreneur, 
among others. 
4. A Black tech entrepreneur who currently has launched a tech company and 
identifies as in the process of growing their business. The Black tech 
entrepreneur is welcome to have additional streams of revenue from more than 
one place of work, but the tech company they have founded is considered 
currently active. 
5. A Black tech entrepreneur who is engaging in the process of launching and/or 
growing their business that has begun in the United States, but can be offered 
abroad or more prominently abroad. 
6. A tech company that has a web and/or app-based component. 
Anticipated Outcomes 
It was anticipated that this study would yield insights for Black tech entrepreneurs 
that wish to acquire skills and develop the learning mechanisms to create and grow their 
tech businesses. Additionally, the researcher aimed to uncover informal activities Black 
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tech entrepreneurs engage in that enabled them to acquire the necessary skills that 
influence or impede launching and growing their tech companies. 
Assumptions 
The researcher held a few prominent assumptions for this study: 
1. Many Black tech entrepreneurs will perceive that there are few opportunities 
for learning how to attain economic and financial resources as a Black tech 
entrepreneur. 
2. Black tech entrepreneurs that aim to grow their businesses will thrive in 
independent, self-directed learning environments that allow them to explore 
unique frames of learning and create their own distinctive paths. 
3. Black tech entrepreneurs will enjoy the collaborative process of building their 
businesses with like-minded individuals. 
4. Black tech entrepreneurs will find networking events and conferences to be an 
important component of the knowledge-sharing process. 
5. Black tech entrepreneurs interviewed for this study will share the common 
theme of garnering funding that will enable their businesses to grow. 
Rationale and Significance 
The rationale for this study stemmed from the researcher’s desire to assist Black 
tech entrepreneurs that are looking to launch and/or grow in the tech industry. Given the 
research conducted in the field of tech entrepreneurship, the researcher perceived that 
many entrepreneurs have great ideas, but are in need of the business guidance, acumen, 
and funding to bring those ideas to fruition. 
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In the tech entrepreneurship industry, like many other entrepreneurial fields, ideas 
that capture consumers’ and/or investors’ attention within the market have the potential to 
thrive, while those that do not tend to face difficulty. Meanwhile, there is a lack of 
information in the field of educational research on the perceptions of how Black tech 
entrepreneurs learn to create and grow their businesses, as there may be differences due 
to environmental and cultural reasons. The researcher has observed this at a minority-
owned diversity accelerator and tech fireside chats—or discussions—where several Black 
tech entrepreneurs have shared that there is often a scarcity of information and resources 
among Black tech entrepreneurs and their networks. 
This research is significant, as it will provide informative anecdotal evidence 
uniquely for: (a) current Black tech entrepreneurs, (b) educators and professionals that 
create programs to assist aspiring or current Black tech entrepreneurs, and (c) aspirants in 
any field that wish to become self-employed tech entrepreneurs who launch and grow 
their businesses. The researcher additionally hopes to use the findings of this study to 
create opportunities to increase the number of Black tech entrepreneurs in underserved 
communities that wish to learn how to develop their technological businesses. 
The Researcher 
The researcher holds a Bachelor of Science degree in Business Management and a 
minor in Psychology from Northeastern University and worked for several years as a 
Business Strategist at two family-owned businesses en route to entering the adult learning 
field. She has great respect for the technological industry as a conduit that will greatly 
impact the way we engage in the world in the future. Hence, the researcher brings a 




As a doctoral candidate at Teachers College, Columbia University, the researcher 
aimed to explore how adults learn during the business development process in an effort to 
grow thriving businesses. She believes learning can take place through engagement with 
other professionals in the field and through the process of time and energy dedicated to 
putting in the work. 
The current technological entrepreneurship environment has inspired the researcher 
to explore how to increase current and aspiring Black tech entrepreneurs’ opportunities to 
acquire the knowledge to build and grow their businesses. This has come from the 
research perceptions that few Black tech entrepreneurs are able to scale their businesses. 
She hopes this research will raise awareness on how to help new Black tech entrepreneurs 
in their future tech endeavors. 
Definitions 
Technology—the organization of materials and energy used to accomplish work; 
materials and energy, both mechanical and/or social (Hacker, 1992). 
Website—a collection of pages on the World Wide Web that are typically accessible 
from a URL that resides on one server, forming a coherent, usually interlinked 
platform (Winterberg & Nattel, n.d.). 
Mobile apps—software applications developed for specific usage on small, wireless 
computing devices such as smartphones and tablets. These applications are 
software bundles designed to produce a subset of tasks, activities, or functions 
that can benefit the end user. “Native apps” are targeted to a given platform (i.e., 
website, cellular device, or tablet), or “hybrid apps” combine elements of multiple 
platforms (TechTarget, 2017). 
Tech Entrepreneurship— “An investment in a project that assembles and deploys 
specialized individuals and heterogeneous assets that are intricately related to 
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advances in scientific and technological knowledge for the purpose of creating 
and capturing value for a firm” (Bailetti, 2012, p. 5). 
Startup—an entrepreneurial venture that offers new or existing technology in unique and 
fast-growing ways that aim to create or fulfill market needs in the form of 
innovate services, processes, or products (Robehmed, 2015). 
Tech Founder or Co-founders (founding partners) —Founders bring an idea or ideas 
to fruition and create the cultural vision and rhythm of the startup. Many founders 
are also tasked with seeking and acquiring funding to scale their companies 
(Robehmed, 2015). 
Tech Startup Team—a team, including the startup’s founders, in the beginning stages of 
idea creation or product development that enables the company to grow and/or 
thrive; research has recommended that these teams be made up of two to five key 
people. General skills deployed by founders and/or their teams include: industry 
specialized expertise, front- and back-end web/app development engineering, 
integrated marketing, financing, procurement, and/or sales (Vozza, 2015). 
Entrepreneurial Funding—Funding helps the company fulfill tasks necessary to 
produce a product that has the potential to compete in the technological market 
space. This process can look like: bootstrapping, garnering grants, reaching out to 
different communities for crowd funding, working with angels and/or angel 






As identified in Chapter I, the purpose of this study was to explore with 22 Black 
tech entrepreneurs their perceptions on how they are able to launch and grow their 
businesses. In order to carry out this purpose, the researcher has reviewed literature on 
two topics in the areas deemed relevant for this study: 1. Black Tech Entrepreneurship 
and 2. Adult Learning Theory. Topic 1, Black Tech Entrepreneurship, includes 
subsections on: the historical development of Black entrepreneurship; the current state of 
Black tech entrepreneurship; and competencies Black entrepreneurs identify using in 
existing literature. Topic 2, Adult Learning Theory, includes subsections on: formal vs. 
informal learning; self-directed learning; and experiential learning. 
The topics were researched using Internet search engines. These search engines 
included Google, Google Scholar, as well as Teachers College, Columbia University’s 
Gottesman Libraries website. The search material included journals, books/eBooks, book 
reviews, newspapers, websites, magazine articles, articles, publications, reports, 
biographies, bibliographies, and dissertations/theses. Terms used in the search included: 
tech entrepreneurship, entrepreneurship, startups, founders, startup founders, Black tech 
entrepreneurship founders, Black entrepreneurship, Black tech entrepreneurship, Black 
entrepreneurs in technology, entrepreneurship and learning, adult learning, self-directed 
learning, informal learning, experiential learning, and learning from experience. 
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Reviewing the literature enabled the researcher to explore publications covering 
various elements of the research problem to highlight competencies that help Black tech 
entrepreneurs thrive and/or identify additional competencies that may not be featured in 
existing publications. The literature review was conducted continuously throughout the 
dissertation process. 
Rationale for Topics 
The literature review was conducted on entrepreneurs in technology and adult 
learning theory by the researcher, who is focusing on Black tech entrepreneurs’ 
perceptions of how they are able to launch and grow their businesses. Little research was 
found at the intersection of adult learning and Black tech entrepreneurship. 
The literature review on Black tech entrepreneurs begins with an examination of 
the historical trials and triumphs of Black entrepreneurs as reported in the literature. It is 
followed by a review of Black entrepreneurs and the lack of their representation in the 
tech entrepreneurial field in the United States. The last subsection centers on literature 
that portrays the facilitators Black tech entrepreneurs indicate that enable them to launch 
and grow their businesses. 
The second literature review focusing on adult learning begins with an introduction 
comparing formal and informal learning, followed by a discussion of self-directed 




Topic 1. Black Tech Entrepreneurship 
The Historical Development of Black Entrepreneurship 
The entrepreneurial environment has evolved considerably over the past few 
centuries impacting the narrative of Black entrepreneurs. Black business owners have 
been impacted by sociopolitical, cultural, and financial climates in the United States 
highlighting the economic injustices that still exist. There are three main historical 
occurrences that are said to inform the barriers that Black entrepreneurs face: (a) the Jim 
Crow Laws and Black Wall Street era; (b) environmentally zoned segregation post-
abolishing the Jim Crow Laws; and (c) the Great Migration, highlighting the changing 
tides of Black entrepreneurship as it spread across the nation. 
Jim Crow Era. In the years following the Civil War, which occurred from 1861 to 
1865, formerly enslaved Black people in the South enjoyed temporary freedom and new 
opportunities. This era was called the Reconstruction Era, a period in U.S. history from 
1865 to 1877 following the Civil War, during which the iniquities of slavery and its 
implications were redressed to promote an equitable society for all. Black people were 
encouraged to vote, Black leaders began to lead, and lawmakers respected African 
Americans’ rights. However, in 1876, Southern politicians banded together to treat Black 
people unfairly. Supremacist groups like the Ku Klux Klan began to intimidate African 
Americans, bringing to the forefront the notion of White supremacy (McKinley & 
McKinley, 2006).  
Trends and changing tides were ignored for some time; however, between the 
Reconstruction Era and the beginning of the Civil Rights movement in the 1950s, Jim 
Crow laws began to surface. In the late 19th century, from 1877 through the mid-1960s, 
Jim Crow laws in the South prohibited African Americans from participating in the U.S. 
economic system (Dandridge, 2010; Jones, 2017). Jim Crow laws legitimized anti-Black 
  
19 
racism as a social norm, promoting segregationist practices. These practices made 
forming entrepreneurial businesses challenging for minority individuals. 
With respect to social environments with White counterparts, the Jim Crow Guide 
emphasized: 
1. Never assert or even imitate that a white person may be lying. 
2. Never impute dishonorable intentions to a white person. 
3. Never suggest that the white is of an inferior class. 
4. Never lay claim to, or overly demonstrate, superior knowledge or 
intelligence. 
5. Never curse a white person. 
6. Never laugh derisively at a white person. 
7. Never comment upon the physical attractiveness of a white person of 
the opposite sex. (Dandridge, 2010, pp. 472-473) 
During this time, the laws limited Black entrepreneurs financially, additionally subjecting 
them to violence and threats of death. According to Jones (2017) in the Rhetorical 
Narratives of Black Entrepreneurs, Black lynchings were used to terrorize Black business 
owners who presented competition or threat to White neighbors. There were two to three 
lynchings each week in the South during the late 19th to 20th century. This violence was 
related to economic competition among the Black and White races. “Lynching was [in 
fact] economic terrorism” (Jones, 2017). 
The Jim Crow laws further segregated Black entrepreneurs from the financial and 
network access necessary for capital building that largely affected Black business and 
entrepreneurial advancement (Dandridge, 2010). However, many Black leaders argued 
that the South was the best environment for business establishments to thrive in. Leaders 
like Booker T. Washington, who founded the Negro Business League, claimed that strict 
racial segregation in the Southern region created an “economic shelter” for some Black 
businesses. There was also the assertion that there was a fair “advantage in the 
disadvantage,” because White entrepreneurs did not want to operate in Black 
neighborhoods, creating an opportunity for Black entrepreneurs to thrive in locally 
amassed communities. During this time, Booker T. Washington declared, “It is in the 
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South that the Negro is given a man’s chance in the commercial world” (Boyd, 2009, 
p. 2064). 
Consequently, in the late 19th century, the urbanization of the South’s Black 
population marked the start of the rise of Black commercial districts in Southern Black 
neighborhoods. Collectively, Black individuals’ earnings formed a sizable market. The 
Black entrepreneurs in these neighborhoods opened grocery stores, restaurants and bars, 
barber shops, beauty parlors, and funeral homes. They rarely faced competition from 
individuals of other races or ethnicities. 
A significant outcome of this increased economic security was the establishment of 
large and profitable businesses in banking, insurance, real estate, and newspaper print. 
The growth of these business endeavors created white-collar jobs and circulated financial 
capital within those communities, including the practices of Black physicians, dentists, 
and attorneys. Key cities where Black entrepreneurs thrived included Atlanta, 
Birmingham, Durham, Memphis, Nashville, and Richmond (Boyd, 2009). 
Black Wall Street. Of the key cities where Black entrepreneurs thrived, Durham, 
North Carolina stood out and was referred to by sociologist E. Franklin Frazier in the 
1920s as the “capital of the Black Middle Class” (Boyd, 2009, p. 2064). This was an area 
and era where some of the largest and most successful Black-owned companies in the 
nation thrived during the time—for example, North Carolina Mutual Life Insurance 
(Boyd, 2009; Jones, 2017). This area was a major historical example of success in Black 
entrepreneurship known as Durham’s “Black Wall Street” (Jones, 2017). It was also a 
time that denoted the emergence of a Black middle class post the slavery era. Durham at 
the time had the highest per capita income among Black people and the highest rate of 
home ownership. 
Three of the most notable Black entrepreneurs in Durham were John Merrick, 
Dr. Aaron M. Moore, and Charles C. Spaulding. Merrick teamed with six of Durham’s 
leading Black entrepreneurial professionals to create North Carolina Mutual Life 
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Insurance Company in 1898. Also, Moore and Spaulding established Mechanics and 
Farmers (M&F) Bank in 1907 and the Merrick-Moore-Spaulding Real Estate Company 
in 1912. With the economic growth created by these organizations, schools, libraries, and 
churches in the area also began to blossom, and the Black middle class began to fulfill 
roles of political empowerment. At an increasing rate, organizations such as the North 
Carolina Mutual Provident Association began to empower clientele on ways to end 
segregation in Durham (Jones, 2013). 
Additionally, during this time another area in the United States, Greenwood near 
Tulsa, Oklahoma, experienced a surge of entrepreneurial growth, with more than 600 
Black-owned businesses, including six real estate companies, wealthy oilmen, 
construction firms, and a bus line that were developed in the area. There were also many 
offices for Black doctors, surgeons, and attorneys, as well as grocery stores, restaurants, 
and hotels. Furthermore, a few Black millionaires owned private planes (Jones, 2017). 
Scholars like W.E.B. Du Bois perspicaciously studied these eminent and successful 
areas. In Durham, Du Bois concluded that during this time there were twice as many 
White Durham residents as the 5,000 Black residents who “dominate the political life 
exclusively, and form the main current of social life.” In the town of Durham, the 
attitudes of the notable few were, as he exclaimed, “sincerely sympathetic and helpful, 
and in the case of a majority of the whites it [had] not been hostile.” These relationships 
and some minute investments in Durham conveyed, as highlighted by Du Bois, that there 
was a “hands off—give them a chance—don’t interfere” attitude (Jones, 2013). This 
attitude allowed Black Wall Street in North Carolina to thrive. 
Theorists today, such as Robert Boyd (2009), who authored Urban Locations of 
Eminent Black Entrepreneurs in the United States, highlight that the major success of 
Black entrepreneurs in the South, as Booker T. Washington exclaimed, was known as 
“southern advantage.” Boyd also shares that with the start of World War I in the 
beginning of the 20th century, “large northern cities began to rise as nationally prominent 
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centers of Black Commerce.” This was a time when Black Southerners migrated to the 
North for greater opportunities. 
With the move inspired by the First World War, Black Americans created 
communities within Northern cities, and the South began to struggle. As workforces 
shrank, Southern states began to arrest labor agents promoting Northern jobs and ban 
media that endorsed Northern opportunities. Southern states also tried to maintain their 
stature by offering opportunities for a greater quality of life to Black Americans. 
The Great Migration. From 1910 to 1970, over six million Black workers left the 
South to head up North. Factory openings in Northern cities rose higher due to many 
workers traveling to fight in the war in Europe, increasing the availability of numerous 
opportunities. Many Black Southerners were interested in welcoming greater social and 
economic conditions, which they believed were in major Northern industrial cities such 
as Chicago, New York, and Philadelphia. Additionally, smaller statistics highlight the 
move of Black workers to the West Coast to areas such as Los Angeles and Oakland for 
these same opportunities (Boyd, 2009). 
Boyd’s (2009) research connotes that the mass migration of Black people from the 
South to the North dramatically increased the visibility of Black populations. This led to 
Black people being increasingly perceived by White individuals as “competitors for jobs, 
housing, and other resources.” As a result, there was an increased level of hostility and 
discrimination that Black people faced, which intensified during the 1920s. This climate 
led to a growth in “spatial separation” of Black Northerners from Whites, known as 
“racial segregation.” Boyd illustrates an example of this in a similar Midwestern city like 
Chicago, where the Black population increased from 30,150 in 1900 to 233,903 in 1930. 
Black residents in Chicago went from living in neighborhoods populated with 10% of 
Black people to those that were over 70% Black (Boyd, 1998, p. 602; Boyd, 2009, 
p. 2065; Massey & Denton, 1993). 
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Although industrial cities in the Midwest like Chicago, Detroit, and Cleveland 
faced the highest levels of Black residential segregation, Black people in other urban 
Northern areas faced similar segregation. Studies connote that in the 1930s, residential 
segregation was higher for Blacks than any other ethnic group in Northern cities. This 
prohibited Black people from “the economic and social functions associated with 
residence, including employment as well as schools, community participation, local 
organizations, and local government services” (Boyd, 2009, p. 2065; Massey & Denton, 
1998). 
Growing segregation increased patterns similar to those that created the South’s 
Durham Black Wall Street in the North, leading to the rise of Black entrepreneurs who 
served the demands of a growing market of Black consumers who were “spatially 
restricted by racism.” Many of the entrepreneurs who were Southern immigrants focused 
on developing businesses that White town members tried to avoid. These businesses 
included retail trade and insurance companies. However, most notably personal service 
businesses thrived once more as they demanded intimate contact between the provider 
and consumer, which created “virtual monopolies” in areas such as barbering and 
hairdressing (Boyd, 2009, p. 2066; Boyd, 1998). 
The same Black entrepreneurial ideologies that permeated the South also 
permeated Northern cities, where Black entrepreneurs believed in promoting “self-help, 
racial loyalty, and business enterprise.” This led to increases in these cities promoting and 
promising “economic and political autonomy” from White individuals. This notion of 
“group economy” was circumvented by the commercial difficulties of the Great 
Depression, resulting in a decrease of individuals banding together around garnered 
beliefs pertaining to the benefits of “group economy.” It was later revived through the 
1940s to 1960s with the national mobilization of World War II and the post-war era, 
which led to a boost in economic recovery (Boyd, 2009). 
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Research conveys that amid the tumultuously changing environment of Black 
entrepreneurship historically, “pro-segregation efforts” permeated in creating network 
divides that ultimately led to diminishing vital capital building opportunities, which 
subsequently limited “effective Black business advancement.” This reinforced “second 
class citizenry” (Dandridge, 2010). At the same time, research by Dandridge highlights 
that in “the early 1900s institutions of higher learning did little to develop individuals 
from ethnic minority groups to become successful” (p. 473). Furthermore, college-level 
educated minorities were led to non-business careers more so than entrepreneurship, 
leading to the inequitable development of the social and educational networks that were 
necessary for Black entrepreneurs to thrive. 
The Current State of Black Tech Entrepreneurship 
The history of Black entrepreneurship has in many ways informed the current state 
of Black entrepreneurship and, more specifically, Black tech entrepreneurship. Amidst 
the changing climate of the late 1800s to early 1900s, research from later years conveys 
that there has been an upward increase in Black entrepreneurial startups. The Global 
Entrepreneurship Monitor in 2011 has notably reported that Black individuals are two 
times more likely to start a business than their White counterparts, their reasons being to 
“increase independence, build wealth for their family and future, better their 
communities, and improve their economic standing” (Jones, 2017). 
During the years from 1987 to 1997 particularly, “the number of minority-owned 
businesses grew at an annual rate of seventeen percent” (Dandridge, 2010). Further, 
evidence in literature from the U.S. Census Bureau’s 2012 Survey of Business Owners 
(SBO) highlights that “the number of minority-owned firms rose from 5.8 million in 2007 
to 8 million in 2012.” Of this number, Black-owned firms grew by 34.5% to 2.6 million. 
Moreover, 4% in 2012 operated in health care, social assistance; and other service sectors 
such as repair, maintenance, personal and laundry services (Bhattacharya, 2017, p. 34). 
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However, research has also proven that, although Black entrepreneurship rates are 
increasing, in the tech industry few entrepreneurs are Black. At present, in the tech-based 
industry, only 4% of businesses are minority-owned (Bagley, 2014). Evidence also 
supports that roughly 1% of venture-capital backed tech entrepreneurs were Black in 
2010, while “the median amount of funding secured by an all-black founding team was 
$1.3 million, compared to $2.2M for a racially mixed team, and $2.3M for an all-white 
team” (Waldman, 2011). This provides evidence for the belief that there are many 
obstacles Black tech entrepreneurs may face that may hinder their economic aspirations 
to enter the tech industry. Presently, the tech entrepreneurship field is known for a 
distinct diversity issue (Bagley, 2014; Beasley, 2017; Messina, 2014; Milian, 2011) that 
may have implications connecting the historical environment of Black entrepreneurship 
with Black entrepreneurs’ opportunities to launch and grow technology businesses. 
Diversity issues in technology. Addae, Singh, and Abbey (2015), in an article 
titled “Cultivating Black Technology Entrepreneurs through HBCU Engineering and 
Business Programs,” also discuss the disparities between Black and White 
entrepreneurship. In their analysis, research has focused on household income, 
educational achievement, and family structures. Although Black entrepreneurs face these 
barriers, overall entrepreneurship and the small business sector significantly contribute to 
the U.S. economy. Additionally, “the technology sector is expected to account for one 
quarter of high growth firms,” thus creating greater employment opportunities (p. 36). 
Today, the technological industry has been riddled with new companies created by 
people of various demographic backgrounds. Immigrants from India and China have 
founded more than a third of the nation’s engineering and technology firms. However, 
Black entrepreneurs have disproportionately been involved in technological 
entrepreneurship, with only 1% of Black tech entrepreneurs receiving venture capital 
support, as a study highlighted in 2010, and from 2012 to 2014, Black female founders 
made under a percentage (.2%) of venture deals (Addae et al., 2014; Wistrom, 2016). 
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Furthermore, Black entrepreneurs were said to own more firms in healthcare (15.4%) and 
transportation (13.4%) rather than technology services (4.3%), as highlighted in 2012 by 
the US Census Bureau (Addae et al., 2014). 
In a recent article, authors Dingman and Cardoso (2017) shared that Black 
individuals, Hispanics, and women in tech have “meaningfully and persistently lower 
representation than would seem appropriate given the proportions of those with requisite 
backgrounds to enter the sectors.” According to American Community Survey Data, the 
make up of those with requisite backgrounds in those sectors holding computer science 
and engineering Bachelor’s or Advanced degrees is: 57% White, 26% Asian, 8% 
Hispanic, and 6% Black. Technical employment at large corporations like Google, 
Microsoft, Facebook, and Twitter were also: 56% White, 37% Asian, 3% Hispanic, and 
1% Black (Bui & Cain, 2016). Hence, literature indicates that there is a persistent divide 
beyond one’s technical or non-technical background. 
While this divide exists, advanced literature conversely highlights that diversity in 
numerous industries can have many long-term benefits, which may include increased 
creativity, motivation, and problem solving, leading to improved revenue and profits, a 
larger customer base, and amplified market shares (Beasley, 2017). However, researchers 
find that current economic inclusion efforts have not yet fully connected to these 21st 
century economic opportunities (Bagley, 2014). 
This has implications for Black tech entrepreneurs, as it conveys the barriers to 
bridging the diversity divide that may occur when one is considered for funding 
opportunities. Funding opportunities are widely noted as being of key importance in the 
tech entrepreneurship field as the opportunities to help many tech entrepreneurs launch 
and grow their business to compete in a rapidly evolving tech field. Three key factors that 
act as barriers to increasing the number of Black tech entrepreneurs launching and 
growing in the tech industry are: (a) understanding the dynamics of pattern matching; 
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(b) accessibility to financial resources from funders; and (c) the effects of the current 
education divide. 
The pattern matching pipeline and the racial bias problem. In an article titled 
Do Black tech entrepreneurs face institutional bias? Mark Milian (2011) reports the lack 
of diversity in Silicon Valley, which is shared in an upcoming documentary titled “Black 
in America: The New Promised Land: Silicon Valley.” In the film, a few venture 
capitalists and business-software designers highlight that difficulties in the tech industry 
may be attributable to “pattern matching.” In venture capital circles, the term “pattern 
matching” comes from computer-science exercises that look for commonalities within 
data. When business investors choose which projects to invest in, they consider the 
patterns of numerous categorical areas. These areas include: the entrepreneurial 
personality types/characteristic traits, corporate makeup, financial projections, the 
organization’s target market, and the business’ growth expectancy rate. 
Numerous venture capital firms may use different variations of pattern matching; 
however, they do not disclose the patterns that work well for them due to patterns being 
conceived as “trade secrets.” Critics of these pattern-matching features note that pattern-
matching features may favor the status quo rather than change. This recommends that 
some venture firms and/or the firms’ individuals may fulfill veiled forms of bias, similar 
to those historical findings portray that bring about difficulties launching and growing 
Black tech entrepreneurial companies. Milian’s (2011) interviewees recommend that the 
biases may be unintentional, although in hindsight, they can be observable when looking 
across the companies that are able to thrive and grow. However, the author also notes that 
little research has been done on the topic of race in the tech industry. 
The pattern matching theory has illustrated a stark reality other writers note as the 
“pipeline problem.” In the book, Opting Out: Losing the Potential of America’s Young 
Black Elite, Beasley (2012) notes that Black students in the sciences and technology were 
less likely than their counterparts to remain in the field as they were often receiving 
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lower-paying, low-status careers. As a result, many of these individuals would resort to 
business or nonprofit work based on their perceived notions of the culture at tech 
companies or in tech entrepreneurial endeavors. Often venture capitalists or investors in 
tech companies are noted to look at preferable mainstream networks, thereby disvaluing 
the ideals and beliefs that individuals beyond traditional tech entrepreneurship makeup 
exhibit. An additional study by Li (2014) shared that traditionally individuals or investors 
may be more willing to fund individuals that hold similarities to them based on their 
increased sense of relatedness of the individual to themselves and their initiatives. 
Hence, evidence recommends that there may be cultural narrative differences in the 
way interviewing and hiring are conducted in the tech field (Bui & Cain, 2016). This may 
also translate to the Black tech entrepreneurship field. During the interview process, 
interviewers are often said to be biased when reading ethnic- or Black-sounding names 
and/or if the interviewee appears to be someone they would be interested in spending 
time with (Bui & Cain, 2016). One tech entrepreneur of non-minority descent highlighted 
that she remembered pitching to venture capitalists of whom a majority were White men. 
She noted that it is “an issue when someone like me is not on the other side of the table. 
Instead of talking about how we were monetizing our product, I spent valuable time 
educating folks” (Blanco, 2016). This example illustrates the stark reality that some 
entrepreneurs must engage in as they share the technical elements of their project due to 
cultural and/or societal differences some venture investors may not readily relate, 
understand, and/or be exposed to. In Minority Tech Founders Seek VC Connections, 
Messina (2014) also shares commentary from a minority-focused tech advisor who states 
that: 
Typical VCs [venture capitalists] explore their own networks, people 
who have returned capital before, schools they have in common … if those 
are the happy hunting grounds, then where do they intersect with the social, 
academic and business interests of an African-American or Latino 
entrepreneur? They don’t intersect that often. 
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This further supports the limited focus on particular ideas and viewpoints by more 
dominant groups in tech that leave room for opportunities that deviate from traditional 
norms in existing and new markets to ring absent. 
Difficulties in accessing financial resources. Substantial research portrays that 
there are “discriminatory barriers to funding that minority businesses face” (Li, 2014, 
n.p.). Minority-owned firms have greater difficulty receiving loans, are more likely to be 
denied credit, and in cases where they do receive loans, tend to face higher interest rates 
than non-minority counterparts (Li, 2014). 
A 2010 U.S. Department of Commerce report (Fairlie et al., 2010) further 
illustrates that minority-owned firms with annual gross receipts under $500,000 received 
loans at a rate of 17%, as compared to 23% of non-minority firms. Additionally, the 
average loan amount for minority loans was identified as $149,000 with an average 
interest rate at 7.8%, while non-minorities received $310,000 with an average interest 
rate of 6.4%. Comparatively, in the venture capital world, White male counterparts 
receive an average of $1.3 million, while Black tech entrepreneurs average far less 
(Williams, 2017). 
Although there are stark differences in the funding provided to entrepreneurs of 
differing ethnic, gender, and racial backgrounds, the venture capital world as of 2011 has 
invested around $28.7 billion in funds into entrepreneurial endeavors (Addae et al., 
2014). This leads researchers to believe there is increased opportunity to fund additional 
ventures at comparably similar rates, especially as, traditionally speaking, companies are 
able to grow due to the support of venture capital and/or loan backing (Williams, 2017). 
The illustration that Black tech entrepreneurs do not receive adequate funding in 
comparison to their counterparts highlights the way in which financing can be a barrier to 
entering and growing in the tech arena. 
Coupled with the stark reality of the venture capital and loan field, on a national 
level, Black entrepreneurs have historically faced difficulties starting businesses due to 
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insufficient startup capital. For a Black business owner, there is often a greater 
dependence on personal savings and funds from family and relatives for investment 
capital versus the use of financial funding provided by institutions (Stroud, 2016) or 
companies. Conversely, research historically conveys that wealth inequalities exist based 
on racial and ethnic groups due to decades of institutionalized policies and practices that 
emphasize home ownership, income earning, credit access, educational opportunities, and 
inheritances, which place minorities at a greater disadvantage (Friedline & West, 2016). 
These effects are evident in the median net worth amounts accumulated by minorities. In 
their research, Friedline and West share that Black households accumulated median net 
worth values of $4,900 in 2010, compared to the median of $97,000 accumulated by 
White counterparts. 
Additional research conducted by Frid, Wyman, Gartner, and Hechavarria (2016), 
in a study titled Low-wealth Entrepreneurs and Access to External Financing, looked at 
the interrelationship between external funding and personal financial resources. In the 
study, the researchers explored the relationship between U.S. low-wealth founders and 
external entrepreneurial funding. To conduct the study, the authors controlled for human 
capital, venture type and industry, and whether money was sought in the first place. The 
authors additionally eliminated bias by using a nationally representative sample of 
business founders at different stages of the venture creation and implementation process. 
Their findings conveyed that an entrepreneur’s personal finances were positively 
correlated to how much outside financing the business owner would receive. 
Entrepreneurs with a higher household net-worth received larger amounts of external 
funding, leading the researchers to purport that low-wealth entrepreneurs are least likely 
to garner external funding and receive limited funding when garnered (Frid et al., 2016). 
This empirical research would conclude that a large majority of Black entrepreneurs, who 
have limited personal financial capital and for decades have faced discriminatory funding 
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practices and race-based personal financial inequities, would receive limited funding, 
leading to difficulty launching and growing their businesses. 
The education divide. According to the literature, as of the year 2018, the US is 
projected to graduate only 52% of the needed technology workforce from its universities, 
while in New York, the tech market is growing four times faster than other industry 
markets (WiTNY, n.d.). Although this number is growing at an exorbitant rate, over the 
past 20 years, the percentage of computer science degrees has declined quickly from 37% 
to 18% for women (Andrews, 2017). 
Across the tech industry, a lack of diversity has pointed to the education pipeline 
(Beasley, 2017), a pipeline with roots that extend from the Jim Crow Era in 1898. With 
only 6% of computer science and engineering Bachelor’s or Advanced degrees being 
conferred to Black individuals (Bui & Cain, 2016), there is an argument that not enough 
students of color are graduating with degrees in computer science or related fields. 
Black and Hispanic communities and universities have been urged by researchers 
to “decrease the attrition rate of students of color from tech-related programs, such as 
computer science and electrical engineering” (Beasley, 2017). Additionally, of the many 
universities offering entrepreneurship education, the schools are primarily at the 
collegiate level as schools of business. While few academic institutions do offer 
engineering students entrepreneurship-focused programs, minority-serving institutions 
have been cited to lack a specific focus on technology entrepreneurship. Although 
technology training helps support growth and development in the technological field, 
entrepreneurs can successfully grow or scale companies with non-technical training 
(Varshneya, 2015). Given the research, Black tech entrepreneurs are not required to have 
technical training, but may still require a great level of educational acumen and 
entrepreneurial training to thrive in tech-related fields. 
Several authors have recommended that entrepreneurs with higher levels of formal 
education engage in the creation and growth of entrepreneurial companies at higher rates. 
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Additionally, education is found to have an increased effect on Black participants when 
compared to non-minority individuals (Addae et al., 2015). However, there are 
differences in the educational attainment level of Black individuals, who, compared to 
their counterparts, earn high school and college degrees at lower levels (Singh & Gibbs, 
2013). This has led Singh and Gibbs to postulate that if the education gap between White 
and Black Americans is closed, the new venture creation rates may also be narrowed and 
perhaps closed. 
Facilitators that Enable Black Entrepreneurs to Launch and Grow Businesses 
There is little literature available that specifically targets the facilitators that Black 
tech entrepreneurs utilize to launch and grow their companies, which has elicited the need 
for this research. Black tech entrepreneurs’ narratives are largely dominated by 
discrimination and failure (Jones, 2017). However, overall, history has proven that 
eminent Black entrepreneurs have been able to succeed in entrepreneurial environments 
for a variety of reasons. The prominent reasons highlighted below include: (a) the 
positive interrelationship of culture, agency, and empowerment; (b) the benefits of 
increased social and financial capital; and (c) key personal attributes that promote 
technological achievement and growth. 
Interrelationship of culture, agency, and empowerment. In a study on the 
narratives of Black entrepreneurs, Jones (2017) sought to capture how entrepreneurs were 
able to thrive within oppressive systems and resist the dominant discourse surrounding 
Black business. The researcher interviewed 12 Black business owners or individuals who 
identify as Black but did not necessarily identify as African American or first-generation 
African immigrants, including individuals from the broadly defined region known as the 
Caribbean. Jones’s (2017) research questions included: “How do black entrepreneurs 
leverage rhetorical agency and create rhetorical spaces for resisting the dominant 
negative discourse and perceptions about black entrepreneurship? How do black 
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entrepreneurs’ rhetorical narratives frame and influence their entrepreneurial activities?” 
To set the stage for her findings, Jones reviewed the historical and current state of Black 
entrepreneurship in America. She then discusses the methodology of narrative inquiry 
used to promote the opportunity for the unique sharing of participants’ epistemological 
and ontological perspectives garnered through their lived experiences. Subsequently, 
before concluding with her findings, Jones discusses the study design utilized, known as 
“human-subject research,” and details the make-up of her interviews in the study. Each 
interview, taken individually, ranged from 45 to 75 minutes long and covered a plethora 
of business types, both private and nonprofit, across numerous industries. 
Based on her findings, Jones (2017) concluded that Black entrepreneurs harness 
rhetorical agency to promote cultural empowerment through their actions and 
demonstrate the possibilities and potential to push back against oppressive ideological 
structures and discriminatory economic systems (p. 330). Jones also posited that her 
subjects illuminate that “resistance to oppression usually takes the form of every day 
oppositional actions rather than large-scale insurrection.” Resistance, she posited, occurs 
through rhetorical agency that promotes the strategic “manipulation [of] the results of 
oppression (e.g., the reduced number of black owned businesses) in strategic ways” 
(p. 331). 
Rhetorical agency is defined as the “negotiation among competing alternative 
discourses” (Jones, 2017; Koerber, 2006). This form of agency provides individuals with 
a degree of choice. Choice may not necessarily allow Black entrepreneurs to escape “the 
ideological force[s] of institutional discourse” or, as Jones’s (2017) subjects identify, the 
economic systems where they often lack access to resources. However, choice promotes 
strategic ways for Black business owners to fulfill their values and ideals of community, 
legacy, economic stability, and social justice (p. 341). 
Black entrepreneurs’ resistance and subversion to commonly held dominant beliefs 
through rhetorical agency and empowerment are shaped by the ideologies, discourses, 
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and political and economic constraints that are culturally situated. Therefore, Jones 
(2017) recommends the need for a more complex and culturally based understanding of 
empowerment narratives, for example, promoting narratives that oppressed groups hold, 
which are conveyed through stories, voices, and language that foster the move toward 
empowerment. Speech culturally is an empowering component of achieving “self 
recovery” (p. 342). 
Social and financial capital. In Dandridge’s (2010) article, “Racial Etiquette and 
Social Capital,” illustrating the challenges Black entrepreneurs face, she gravely 
highlights the value of social and financial capital as empowering tools. Dandridge states 
that social capital may be the catalyst for entrepreneurs with little-to-no benefit from 
education, experience, or financial capital. Based on her findings, social capital can 
expose an entrepreneur to: (a) valuable business knowledge generally available in formal 
education, (b) fundamental training and business experience that is industry specific, and 
(c) the ability to raise funding from lenders and/or investors to gain purchasing power 
(Dandridge, 2010). 
Social capital is based on the strength of the entrepreneur’s social network 
developed through social exchange—the diversity, size, and quality of personal and 
business networks, not limited to but including indirect networks. This illuminates the 
value added and benefits in building a large network of diverse actors that can augment 
Black entrepreneurs’ access to greater opportunities. Racial-network segregation can 
develop a crippling ignorance that “greatly restricts one’s understanding of and 
willingness to trust people of other races” (Dandridge, 2010, p. 477). Hence, social 
capital that promotes diverse actors can reduce the amplification of majority-group 
importance that enables the simplified negation and standardized conception 
(stereotyping) of minority individuals. 
In addition to social capital, financial capital helps Black entrepreneurs thrive and 
overcome the barriers in launching and growing flourishing businesses. Many 
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entrepreneurs finance their businesses through family funds (Dandridge, 2010). However, 
although many Black entrepreneurs do not have the familial capital to deploy to their 
entrepreneurial businesses, those who have access to power networks are able to convert 
those to utilizable financial funds to accommodate the growth of their companies. 
Additionally speaking, for those Black businesses that wish to flourish in today’s 
economy, “social collateral” has served to augment creditworthiness. Social capital can 
also serve to cut costs for entrepreneurs who otherwise would have to pay for particular 
services and needs. Dandridge concludes her research by sharing that one can often find a 
circular relationship between financial and social capital, where the discussion around 
social capital often leads back to the acquisition of financial resources. The translation of 
a fruitful social network into early profit-bearing is known to set the stage for sustainable 
businesses (Dandridge, 2010). 
Personal attributions. Tyler (2017) published a recent thesis titled Black 
Entrepreneurs on the Rise: The Success Model, geared to analyzing the methods Black 
entrepreneurs use to remain competitive and innovative within the workplace. A pivotal 
component of the thesis was to delve deeper into gathering research from minority 
business owners through analyzing a unique success model that addresses the barriers 
limiting their abilities to thrive in a changing economy. The Black entrepreneur success 
model, as Tyler posits, covers two key area in the personal attribution needs of Black 
entrepreneurs: motivation and persistence. 
A great sense of motivation for Black entrepreneurs is said to come through 
familial support. Surveys conveyed that Black entrepreneurs are said to place a heavier 
importance on family support systems, as families are their first customers, investors, and 
workers. Family is often the cornerstone of the business itself. The absence of a strong 
family support system is said to result in the lack of necessary resources for the Black 
entrepreneur. Familial support serves as inspiration, motivation, and a tangible resource 
to the business. 
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Black entrepreneurs additionally thrive from the motivation and influence of 
individuals they can relate to by virtue of their race and ethnicity. These individuals serve 
as role models, proving that individuals similar to them can succeed. Role models 
introduced to Black children’s lives at early ages have the ability to inform the values that 
these entrepreneurs exhibit in numerous ways at later stages. A crucial component of 
motivation is the power of Black entrepreneurs sharing their narrative journeys. The 
sharing of narrative journeys enables the reshaping and recreation of the landscape of 
different types of communities. Training and apprenticeship also fuel the learning taking 
place, making it more palpable for future endeavors. Motivation can additionally come 
from acknowledging discrimination wherever it may exist and using it as motivation to 
achieve success (Tyler, 2017). 
Research by Tyler (2017) further highlights that a level of persistence is 
recommended for Black entrepreneurs in order to aggressively pursue resources and 
thrive in their businesses. Black entrepreneurs must reasonably remain firm in the face of 
adversity and challenge to acquire access to resources. These resources may not be 
limited to only minority-specific resources, but also resources that extend beyond the 
minority scope. Tyler highlights that failure is inevitable for all entrepreneurs; however, 
failure is a component where entrepreneurs must decide if they will pivot from 
entrepreneurship or continuously strive until they are able to attain greater opportunity. 
Summary 
A growing body of evidence indicates that Black tech entrepreneurs at large face 
significant difficulties that restrict their opportunities to thrive in the tech industry. 
Proliferating these difficulties is the diversity in tech issue that has proven roots 
stemming from historical difficulties represented in the context of Black 
entrepreneurship. From the Jim Crow Era, where structures limited Black entrepreneurs 
from participating in a vast economy, to the realization of successful entrepreneurship 
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with Durham’s Black Wall Street back to the Great Migration and institution of 
segregation rules, Black entrepreneurs have learned to navigate changing climates. 
However, today slow and didactic improvements convey that Black tech entrepreneurs 
still fall well behind their peers, as funding difficulties, stereotyping/racial biases, and 
educational constraints persist. 
Conversely, literature supports that some Black tech entrepreneurs are able to 
launch and grow their businesses given these difficult and often tricky circumstances. 
Generally, the power of rhetorical agency allows Black entrepreneurs to channel difficult 
environmental constraints pertaining to economic and social constructs into those that can 
fuel their entrepreneurial ideas. Additionally, hearing the narratives of existing 
entrepreneurs with similar backgrounds to developing Black entrepreneurs has helped 
transform entrepreneurs’ beliefs about their future potential opportunities. 
Entrepreneurs who share their stories may also serve as mentors that impart crucial 
information that can help facilitate presently growing and budding entrepreneurs’ 
experiences. This support, in addition to familial and friend support, helps Black 
entrepreneurs build the social capital necessary to thrive. As a byproduct of increased 
social capital, entrepreneurs have the ability to convert social capital into financial 
capital. The stronger the density of the entrepreneur’s social network, the greater the 
opportunity for bridging those divides. Lastly, literature expresses that the entrepreneurial 
qualities of intrinsic motivation and persistence allow Black tech entrepreneurs to remain 
steadfast to accomplish their ambitions of launching and growing their companies. 
Topic 2. Adult Learning Theory 
Formal vs. Informal Learning 
At the intersection between adult learning and business entrepreneurship, the 
literature primarily highlights that entrepreneurship education has been massively 
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provided in higher education for the last decades both in the U.S. and Europe as well as 
more newly in secondary education and lifelong learning settings (Kakouris, 2015). 
Additionally, it is noted in literature to date that the majority of entrepreneurial courses 
and pedagogies have been developed inside business schools (Addae et al., 2015; 
Kakouris, 2015), leaving room for the ongoing development and diffusion of similar 
courses across numerous disciplines. 
Merriam, Baumgartner, and Caffarella (2007) propose that these types of learning 
are considered formal learning. Formal learning “is highly institutionalized, bureaucratic, 
curriculum driven, and formally recognized with grades, diplomas, or certificates” 
(p. 30). Currently, there is a gap in literature that addresses how Black tech entrepreneurs 
learn outside these structured environments, especially at the intersection of race, culture, 
tech entrepreneurship, adult education, and experience. Research by Brookfield (1994) 
and Ross-Gordon (1991) purports that by studying cross-cultural aspects of adult 
learning, we can understand its implications for many of the types of learning thought to 
be distinctive to adults (Smith, 2002). 
Therefore, the researcher embarked on this study with the assumption that Black 
tech entrepreneurs who seek to grow their businesses engage in a variety of informal 
learning activities. Merriam et al. (2007) describe informal learning as “the experiences 
of everyday living from which we learn something” (p. 24). Additionally, Marsick and 
Volpe (1999) describe informal learning as “learning that is predominantly unstructured, 
experiential, and noninstitutional” (p. 4). Learning in this form is often conceptualized as 
the practical form of learning for entrepreneurs (Kakouris, 2015). 
Forms of informal learning. Marsick, Volpe, and Watkins (1999) recommend 
that informal learning is: “a) integrated with work and daily routines, b) triggered by an 
internal or external jolt, c) not highly conscious, d) haphazard and influenced by chance, 
e) inductive process of reflection and action, and f) linked to the learning of others” 
(p. 90). In a working environment that is constantly evolving, informal learning, as we 
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know it has advanced, leading people within the workplace to see their roles strategically. 
This has led to learning taking new creative and innovative shape and form as one works. 
Schugurensky (2000) theorizes that there are three forms of informal learning: self-
directed learning, incidental learning, and socialization. Self-directed learning is 
intentional and consciously taken up through learning projects and does not require the 
assistance of a supervisory individual. Incidental learning is unintentional and later raises 
awareness as experiences that occur spontaneously. Socialization is the unintentional and 
unconscious intention of acquiring information, also referred to as tacit learning 
(Schugurensky, 2000). 
Keith and colleagues’ research on self-regulated and informal deliberate 
practice. Keith, Unger, Rauch, and Frese (2016), researchers from the Netherlands and 
Germany, conducted a study on 132 entrepreneurs in Germany to analyze their 
longitudinal use of deliberate practice through informal learning that aids in 
entrepreneurial success. Using a randomly selected population for a longitudinal study 
over a two-year period, Keith et al. used questionnaires to measure: deliberate practice, 
environmental dynamism, subjective success, the interviewer’s evaluation of success, and 
the number of employees. The researchers controlled for the age of the owner, years of 
education, and age of the firm to highlight neutral results not controlled for by predictor 
or dependent variables. 
Their findings conveyed three key things around informal learning relative to 
entrepreneurs: (a) it is important for entrepreneurs to utilize deliberate practice in 
dynamic environments; (b) entrepreneurs should be made aware of the importance and 
potential impact of deliberate practice on business outcomes; and (c) deliberate practice is 
a proactive learning behavior that can help entrepreneurs and individuals within 
businesses undergo personal development that is generalizable. Keith et al. (2016) further 
suggest that informal practice is due in part to the openness of the entrepreneur and their 
willingness to engage in self-regulated deliberate practice to improve their firm’s success. 
  
40 
The researchers’ work emphasizes the importance of informal learning or 
deliberate practice and its interaction with environmental dynamism. Environmental 
dynamism is used to identify dynamic environments that are characterized by rapid and 
unpredictable changes. The authors argue that the more dynamic the environment of an 
entrepreneur, the stronger there is a need to prepare, learn, and adapt to environmental 
changes by engaging in deliberate practice. This practice is important in situations where 
one’s preconceived routines do not fit the demands of the current environment. Keith and 
colleagues (2016) recommend that “whether there is the necessity to engage in deliberate 
practice or whether it pays off to do so is contingent on the necessity to learn (i.e. 
dynamic environments)” (p. 523). 
Self-directed Learning 
Self-directed learning is an intentional and conscious form of informal learning 
(Schugurensky, 2000). Tough (1967, 1971) created the first comprehensive description of 
self-directed learning, identifying self-directed learning as “self-planned learning.” The 
adult learning theorist did so after reviewing the learning projects of 66 people from 
Ontario, Canada, where he found that learning takes place all around us, as family, 
friends, and colleagues may initiate learning, although unaware to the naked eye. Around 
the same time, Knowles (1970, 1980) proposed a widely acclaimed assumption that 
learners become increasingly self-directed as they mature. Although this assumption has 
been challenged, many believe in its potential to effect change and development 
(Merriam et al., 2007). As Tough recommends, a self-directed learning project is defined 
based on four key characteristics. It is: “a) deliberate, b) related activities that c) take up 
at least 7 hours to complete within a 6-month period, while d) generating specific 
knowledge, skills, or lasting change in the learner” (Boyer, Edmondson, Artis, & 
Fleming, 2014, p. 21). 
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Three goals of self-directed learning. Merriam et al. (2007) theorize that “self-
directed learning” is a term encompassing three key distinctions: (a) enhancing learners’ 
ability to be self-directed as they learn; (b) fostering transformational learning in self-
directed learning; and (c) promoting social action and emancipatory practice as a 
component of self-directed learning. 
For the first distinction, Knowles’s and Tough’s work focused on enhancing 
learners’ ability to be self-directed as they learn. The theorists considered elements of 
self-directedness being exhibited through each individual’s personal attributes and 
specific skills. Individuals assisting in the self-directed process would be perceived as 
providing assistance in locating resources and mastering appropriate strategies to aid in 
self-directed learning. This distinction is grounded in humanistic philosophy, with a focus 
on personal growth. 
The second distinction is found primarily in the work of Mezirow (1985), who 
posited that the main component of self-directedness is “becoming critically aware of 
what has been taken for granted about one’s own learning” (p. 17). Brookfield (1986) 
later asserted that self-directed learning in its most comprehensive mode occurs when 
“process and reflection” are combined as part of the learners’ experience (p. 38). 
The third distinction, promoting emancipatory learning and social action, is based 
on the important role that critical reflection can play in shaping the learner’s experiences. 
When true learning has occurred, learners are then able to apply the lessons learned in 
action geared toward promoting change. Brookfield (1986) posits that this form of 
authentically exercising self-directedness requires certain political conditions to be in 
place, creating a space for learners to navigate the educational process (Merriam et al., 
2007). 
Connecting self-directed learning with entrepreneurial performance. In the 
International Journal of Entrepreneurial Behavior and Research, Tseng (2013) wrote an 
article titled “Connecting Self-directed Learning with Entrepreneurial Learning to 
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Entrepreneurial Performance.” The research for the article was conducted through a 
literature review that explored the relationship among self-directed learning, 
entrepreneurial learning, and entrepreneurial performance. In the review, self-directed 
learning characteristics were analyzed to conclude their possibility of supporting 
entrepreneurial learning. Further, a conceptual framework was provided to illustrate how 
the relationships between self-directed learning and entrepreneurial learning can enhance 
entrepreneurial performance. 
Tseng (2013) began the review by highlighting that as entrepreneurs strive to build 
learning opportunities that can leverage formal and informal learning, “learning a 
systematic method is often more important than learning specific content” (p. 425). The 
author further signified that entrepreneurs are learners with whom there is an increased 
expectation of control over their intellectual learning ambitions based on the contextual 
processes related to their development. 
Within the analysis, Tseng (2013) shared Garrison’s (1997) work identifying self-
directed learning as an approach where entrepreneurs carry “personal responsibility and 
collaboratively control cognitive (self-monitoring) and contextual (self-management) 
processes in constructing and confirming meaningful and worthwhile learn outcomes” 
(p. 429). Self-management enables entrepreneurs to shape the contextual conditions 
necessary to accomplish their goals, while self-monitoring is the process entrepreneurs 
follow to responsibly construct personal meaning. 
Entrepreneurial learning, Tseng (2013) considers, is learning occurring during the 
new venture creation process. Tseng posits that entrepreneurial learning is future-oriented 
and increases experience and knowledge that enables the entrepreneur to continue their 
new venture activities. While in the pursuit of activities supporting the entrepreneur’s 
new venture, the entrepreneur’s personal history and work experiences are considered to 
promote his/her overall success. Additionally, the entrepreneurs are able to learn about 
their networks, relationships, and knowledge related to venture management. 
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Subsequently, entrepreneurial performance is a byproduct of entrepreneurial learning that 
is created by entrepreneurs with the “high learning initiative for the characteristics of 
personality and ability” (p. 433). Core personalities Tseng highlights that enhance these 
entrepreneurial performance opportunities include: extroversion, agreeableness, openness 
to experience, conscientiousness, and emotional stability. The higher these traits, the 
more likely individuals are able to enhance the performance of their ventures (p. 433). 
To further identify the relationship between self-directed learning and 
entrepreneurial performance, Tseng (2013) focused on intended and incidental learning. 
Self-directed learning can be viewed as intended learning as it is a conscious process that 
an individual seeks to undergo based on their personal desires. During the intentional 
learning process, learners determine what they do and do not know and design 
mechanisms to acquire the knowledge necessary to find viable solutions to outstanding 
scenarios. On the other hand, some entrepreneurial learning can be viewed as incidental 
learning, as many studies identify critical incidents of learning that entrepreneurs 
encounter in their day-to-day work. Entrepreneurs frequently learn by doing, which can 
be incidental in that it is not planned or intended by the entrepreneur. 
Tseng’s (2013) study resulted in identifying that entrepreneurial literature 
highlights the positive relationship between self-directed learning and entrepreneurial 
learning. Entrepreneurial experience is connected to self-directed learning for 
entrepreneurs in three main ways: (a) prior start-up experience lends to recommend the 
tacit knowledge available for facilitating decision making; (b) the entrepreneur’s 
management experience provides information for aspects of business needing recognition 
and action by the entrepreneur; and (c) industry-specific experience can influence self-
monitory and self-management skills related to the uncertainty of the business 
environments. Overall, entrepreneurs who enhance their self-management and self-
monitory skills are more able to increase their entrepreneurial knowledge and experiences 
in the entrepreneurial developmental process. 
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Garrison’s model of self-directed learning. To echo the characteristics 
highlighting self-directed learning as a function of entrepreneurial learning and 
consequently entrepreneurial performance, further analyses can be conducted to interpret 
Garrison’s interactive and multidimensional self-directed learning model. Garrison’s 
(1997) model, grounded in a collaborative constructivist perspective, amalgamates self-
management, self-monitoring, and motivation to highlight self-directed learning. 
The first dimension of the model, self-management, addresses the formal and 
informal learning environments that individuals may interact with. It highlights that 
learners take “control,” shaping conditions necessary to reach their goals, aspirations, and 
objectives. Self-management in its truest form increases responsibilities for the learner to 
collaboratively test and steer through the learning environment. Management in this form 
requires utilizing learning materials and sustained communication to navigate the 
learning environment. 
The subsequent two dimensions, self-monitoring and motivation, are cognitive 
dimensions of the model. When learners self-monitor, they are analyzing their cognitive 
and metacognitive processes to interpret how they are thinking and the thinking that led 
to that thinking. Learners’ previous experiences form the base through which new 
thoughts are analyzed and monitored. As learners constructs meaning, they are reflective 
and critical of monitoring their responses to their environment; hence, the learning 
cultivates responsibility. On the other hand, motivation “involves what influences people 
to participate or enter into a self-directed learning activity and what keeps them 
participating in the activity or task” (Merriam et al., 2007, p. 115). Garrison further 
emphasizes that motivation and responsibility are reciprocally related and facilitated 




According to Dewey (1958), “the modern discovery of inner experience, of a realm 
of purely personal events are always at the individual’s command and that are his 
exclusively as well as an inexpensively for refuge, consolidation and thrill,’ is also a great 
and liberating discovery” (p. 172). As Dewey posits, experiential learning is learning 
derived from learners’ most real-life experiences that illuminate lessons from their most 
inner explorations. 
Some of the original founders of experiential learning theory were John Dewey 
(1938), Kurt Lewin (1946), and Jean Piaget (1970). Dewey represented the philosophical 
perspective of pragmatism, Lewin the phenomenological perspective of Gestalt 
psychology, and Piaget the rational perspective regarding the challenge from within 
(Kolb, 2015). 
Dewey’s theories of interaction and continuity. Dewey (1938) wrote Experience 
and Learning in an effort to bring to light the conflicting perspectives between traditional 
and progressive education. He outlined that there are many common principles in 
education; however, he expressed that there is a fundamental need to explore the 
relationship between education and actual experience. Dewey emphasized that while 
many students have experiences in classrooms and schools, “everything depends upon the 
quality of the experience that is had” (p. 27). 
Dewey (1938) used two principles to assess this quality—interaction and 
continuity—interaction proposing that meaning is created from an individual’s 
experiences as they interact with the physical and social settings, and continuity 
suggesting that experience is cumulative, where each experience is shaped by past 
experiences and helps transform future experiences. During this process, the learner is 
disconnected from non-esthetic and non-educative experiences; meanwhile, 
mis-educative experiences have the potential to misdirect learners and impede further 
learning. In juxtaposition, esthetic and educative learning allows learners to live gainfully 
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in subsequent experiences. Dewey also expresses the social nature of learning in 
community, recommending that community presents opportunities to apply new learning 
and test assumptions among others’ experiences and one’s personal experiences as an 
important component of learning (Schmidt, 2010). 
Lewin’s tension between experience and analysis. Kurt Lewin (1946) focused on 
experiential learning in training and organizational settings. His most prized contributions 
in educational innovation were his laboratory-training method and T-groups. The action-
research method explored successful planned-change interventions in small and large 
organizational settings and community systems. The analysis stemmed from his “concern 
for the integration of theory and practice, stimulated if not created by his experience as a 
refugee coming to the United States from Nazi Germany” (Kolb, 2015, p. 9). His goal 
was to interpret dictatorship’s and democracy’s psychological dynamisms. 
In 1946, Lewin and colleagues aimed to design a new leadership and group-
dynamics approach. When the team analyzed observations and recordings of a two-week 
training program that encouraged group discussion and decision-making between staff 
and participants who acted as peers, they stumbled on a great discovery. Their discovery 
highlighted that “learning is best facilitated in an environment where there is dialectic 
tension and conflict between immediate, concrete experiences and analytic detachment” 
(p. 10). This highlights the profound battle that learners dealing with regarding the 
experiential “here-and-now” orientation and the theoretical “there-and-then” orientation 
(Kolb, 2015), illustrating that there are the competing forces at different levels of one’s 
experiences that one must choose to grapple with as an entrepreneur, student, mentee, 
educator, or individual in the working environment. 
Piaget’s cognitive-development process. Piaget (1970) focused on the nature of 
intelligence and how it develops, known as cognitive development processes. Piaget 
diverged from traditional testing theorizing and began to focus on children’s reasoning 
processes with testing in his early days of research. Within his research, he discovered 
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age-related similarities that formed the base for his future work for 50 years to follow. 
Piaget’s theory describes how experience shapes intelligence. “Intelligence is not an 
innate internal characteristic of the individual but arises as a product of the interaction 
between the person and his or her environment” (Kolb, 2015, p. 12). Action is a profound 
component of the development of these learning experiences, as Piaget (1970) posits that 
the growth of our experiential development as adults is built upon the experiences we 
hold from our past. 
Three key traditions in experiential learning. Kolb (2015) highlights that there 
are three key traditions in experiential learning. The first is that learning is best conceived 
as a process rather than in terms of outcomes. Experiential learning defining learning in 
terms of outcomes can lead to non-learning, “in the process sense that the failure to 
modify ideas and habits as a result of experience is maladaptive” (p. 37). In Toward a 
Theory of Instruction, Jerome Bruner (1982) highlights that “knowing is a process not a 
product” (p. 38). Knowing is not memorizing literature or deposited information 
outlining frames of thought; it is learning through experience within that frame of 
thought. 
The second is that the continuous process of learning is grounded in experience. 
“Knowledge is continuously derived from and tested out in the experiences of the 
learner” (Kolb, 2015, p. 38). Our experiences are a product of previous occurrences, 
leading us to interact in new behaviors based on perspectives developed from these 
previous experiences. The continuous process of experience educationally implies that 
learning occurs as learners interact with their existing or non-existent frames of reference 
for handling particular situations as they arise. These experiences then shape future 
experiences. The third tradition in experiential learning is that the learning process 
requires resolution of conflicts between opposing modes of adaptation to the world. 
Learning as proposed by the founding experiential learning theorists supports the notion 
that learning occurs through resolution of conflicts between “opposing ways of dealing 
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with the world” (p. 40). Another theorist, Freire (1974), defines this well with his 
illustration of praxis or the process of reflection and action that enables us to change the 
world within which we live. 
Kolb’s experiential learning model. Kolb’s (1984) experiential learning model 
has existed in the literature for nearly four decades. His model rests on the relationship 
between two dialectical groups—grasping and transforming modes of experience. Kolb 
was interested in the relationship between concrete experience and abstract 
conceptualization, modes related to grasping experience, as well as the relationship 
between reflective observation and active experimentation, modes related to transforming 
experience. 
Kolb (1984) posited that experiential learning occurs when knowledge is 
constructed through the creative tension of the four learning modes. As one learns in an 
idealized sense, the learner may touch all bases. First, as an individual engages in 
concrete experience, it forms the basis for observations and reflections. These reflections 
are then interpreted as abstract concepts where implications for action can be formed. 
Once the learner engages in the process of creating implications for their actions, they are 
then able to actively test the implications in experimentation that lead to the exploration 
of new experiences once more (Kolb & Kolb, 2009). 
Kolb (2015) later created the learning inventory 4.0 to further illuminate this four-
step process after conducting empirical and clinical studies whereby he discovered that 
the four learning style types could be refined further into a nine-style typology that better 
defines the unique patterns of individual learning styles. The four learning style types are 
accommodating, assimilating, converging, and diverging. A fifth style, balancing, began 
to merge as some users began to emerge at the middle of the Learning Style grid. Each of 
the four original learning styles emphasizes one of the four learning modes. Imagining 
represents concrete experience and reflective observation, analyzing represents abstract 
conceptualization and reflective observation, deciding represents abstract 
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conceptualization and active experimentation, and initiating represents concrete 
experience and active experimentation (Kolb, 2015). Each learner may have a preference 
for how they show up as learners; however, they have the ability to both consciously and 
unconsciously transform their experiences based on their learning preferences. 
Experiential learning activities. Experiential learning theorists highlight the 
importance of certain activities in the experiential learning process. Reflective practice, 
although often applied to professional practice, is both informal and formal. In reflective 
practice, the knowledge gained through experience and strengthening our craft is very 
important. In reflective practice, some form of data is collected based on our current and 
past experiences to initiate the reflective process. An important component of this 
practice is our tacit knowledge—knowledge we use daily, often without thinking—which 
informs part of our subsequent actions. When we reflectively practice, we may 
deliberately pause to assume an open perspective to make room for higher-level thinking 
and processing. These thought processes may lead to actions that transform our 
behaviors, attitudes, perspective, and skills, leading us to new opportunities. 
Reflection-in-action, illustrated by Schön (1987), is another process whereby we 
reflect and reshape our actions while engaging in them. Schön believes that reflection in 
action is “triggered by surprise” (Merriam et al., 2007, p. 176). We may realize that 
something we have learned no longer works, leading us to think critically about reshaping 
our interaction with the scenario. 
Situated cognition is another form of learning that is vastly different from reflective 
practice. In situated cognition, the learning process and the situation within which the 
learning has occurred is unable to be separated. Knowledge within the situation is 
acquired as a part of the process of participation in the immediate environment. 
Therefore, learning appears to occur as the situation transforms, taking new shape and 
meaning. The tools for learning can be physical and/or concepts learned at the workplace 
(Merriam et al., 2007). 
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Cognitive apprenticeships are another form of learning that has received great 
attention in literature. Through activity and social interaction, learners engage in 
enculturation to acquire authentic practices during the learning experience. As researched 
by Fenwick (2003), cognitive apprenticeships engage learners as reflective constructors 
of knowledge. 
Chapter Summary 
The literature highlights the vast roles different forms of adult learning can play in 
shaping Black tech entrepreneurs’ ability to learn, as adult learning methods take various 
shapes and forms. With a large percentage of learning for entrepreneurs stemming from 
unstructured and evolving changes, informal learning has served to allow Black tech 
entrepreneurs to grow as they learn to tackle ever-changing entrepreneurial environments. 
Moreover, as Black tech entrepreneurs strive to learn and grow their businesses, 
self-directed learning projects can help entrepreneurs plan and coordinate schedules for 
short-term goals that they wish to accomplish. Through timely delivered tasks, 
entrepreneurs can continuously create opportunities to learn and relearn as they set new 
benchmarks for achieving their ambitions. Additionally, experiential learning 
opportunities in the form reflective practice, cognitive apprenticeships, and situated 
cognition can help entrepreneurs begin to unpack some of the experiences they partake in 
that are unfamiliar or new. When drawing competencies from topic 1 of the literature 
review, it is apparent that perseverance, rhetorical agency, and motivation enable Black 
tech entrepreneurial learners to channel these adult learning styles into mechanisms to 
launch and grow their businesses. 
Overall, the literature conveys that, in general, information is lacking on the 
relationship between Black tech entrepreneurs and adult learning. Given the lack of 
information on Black tech entrepreneurs and adult learning theory, further research is 
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warranted to identify Black tech entrepreneurs’ perceptions of how they are able to 
launch and grow their businesses. 
Conceptual Framework 
The literature review and critique, as well as the researcher’s personal experiences 
and findings resulting from the interviews, focus group, and critical incident 
questionnaires, have contributed to the development of a conceptual framework to 
organize a coherent structure and design for the study. According to Bloomberg and 
Volpe (2008), a conceptual framework can serve as an organizing structure that guides 
the methodological design of the researcher’s work and determines the important 
instruments and elements for consideration in the data collection process. The researcher 
utilized the conceptual framework for this purpose and later made revisions to 
accommodate the literature reviewed and the finding she discovered. 
Additionally, the four research questions in Chapter I were utilized to create the 
conceptual framework. The first research question aimed to have participants distinguish 
how Black tech entrepreneurs identify opportunities to bring their tech ideas to fruition. 
Therefore, the category for these questions is Identifying Opportunities to Bring Tech 
Ideas to Fruition. The second research question aimed to have Black tech entrepreneurs 
explore the actions they take to secure the funding necessary to support their companies. 
Therefore, the category for this question is: Actions Taken to Secure Funding. The third 
research question aimed to highlight how Black tech entrepreneurs learn. Therefore, the 
category for this question is: How Black Tech Entrepreneurs Learn. The fourth research 
question aimed to identify the challenges Black tech entrepreneurs face in launching 
and/or growing their tech businesses. Therefore, the two categories that represent this 
question are: Inhibitors for Launching and Growing Tech Companies and Facilitators for 
Launching and Growing Tech Companies. 
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The listed descriptors will elaborate on key examples shared in each of the 
categories. These descriptors were reassessed and reconstructed throughout the course of 
the data collection and analysis process. The conceptual framework used to guide the 
analysis of this study is depicted below. The non-graphic written component of the 










Introduction and Overview 
The purpose of this study was to explore with 22 Black tech entrepreneurs their 
perceptions on how they are able to launch and grow their businesses. As discussed in 
Chapter I, growing a business for the purpose of this study was defined as a process 
where tech entrepreneurs engaged in seeking or acquiring funding to support the creation 
and/or further development of their business endeavors. The methodology that was 
selected for this study supports the intended outcome, which was to gain insights for 
current and aspiring Black tech entrepreneurs who wish to develop strategic learning 
mechanisms to launch and grow their tech companies. 
The research questions addressed in this study were the following: (a) How do 
Black tech entrepreneurs identify opportunities to bring their tech ideas to fruition? 
(b) What actions do Black tech entrepreneurs take to secure the funding needed to 
support their companies? (c) How do Black tech entrepreneurs learn to launch and grow 
their businesses? (d) What factors facilitate and/or inhibit growing a tech company? 
This chapter describes the methodology the researcher utilized to address the 
purpose and research questions, including: (a) the rationale for a qualitative research 
approach; (b) the research sample; (c) an overview of information needed; (d) a synopsis 
of the research design; (e) the methods for data collection; (f) the procedures for data 
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analysis and synthesis; (g) the literature methods; (h) ethical considerations; 
(i) trustworthiness issues; (j) limitations of the study; and (k) chapter summary. 
Rationale for Qualitative Research Approach 
A qualitative research design was chosen by the researcher in order to understand 
how Black tech entrepreneurs were able to launch and grow their businesses. For this 
study, qualitative research is viewed through a constructivist orientation that is situated in 
an interpretive approach (Creswell, 2013). A constructivist orientation is one in which 
“knowing is a process of actively interpreting and constructing individual knowledge 
representations” (Jonassen, 1991, p. 5). Baxter and Jack (2008) summarize Miller and 
Crabtree’s (1999) idea that constructivism is “a paradigm that recognizes the importance 
of subjective human creation of meaning, but does not reject outright some notion of 
objectivity. Pluralism, not relativism, is stressed with focus on the circular dynamic 
tension of subject and object” (p. 545). Constructivism rests on a social construction of 
reality (Baxter & Jack, 1999). 
According to Creswell (2013), the definition and specificity of a constructivist 
quest for qualitative inquiry has taken new shape and form over time. Denzin and Lincoln 
(1994, 2000, 2005) posit that qualitative learning is a situated activity that locates the 
observer in the world. Qualitative research representations include interviews, 
conversations, field notes, photographs, recordings, and memos to one’s self (Creswell, 
2013). Within the vast exploration and expressive representation of qualitative research, 
there are several key characteristics of qualitative research. These characteristics include: 
collecting data in the natural setting or context of the participant, utilizing research as 
the key instrument to gather information, garnering multiple sources of data to create 
themes, comprehensively organizing data through inductive data analysis to understand 
patterns, continuously identifying participants’ meanings held regarding the problem or 
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issue, engaging in an emergent research design, utilizing a theoretical lens to analyze the 
research, employing interpretive inquiry to understand messages that are seen and 
learned, and lastly creating a holistic account to develop an understanding of the 
complexity that may shape the problem or circumstance (Creswell, 2013). 
Flick (2009) describes qualitative research as creating the space for the scientific 
explanation or particularly “objective hermeneutics” of facts utilizing qualitative data to 
portray a more illustrative picture. Meanwhile, in contrast, Flick illustrates that 
quantitative research is defined as an economic component of the data-generating process 
that may lead to using a representative sample to substantiate a resulting claim. 
Research highlights that there have been two sharply contrasting positions up for 
debate in identifying the relationship between qualitative and quantitative research. Some 
believe that the qualitative and quantitative approaches are separate and targeted for 
distinct kinds of research questions and can present complementary forms of evidence for 
a given problem. This method focuses on the purpose and fit the problem aims to address. 
The second belief is that the qualitative and quantitative approaches “involve divergent 
assumptions about the nature of the world” or how and/or whether we can gain 
knowledge of it. This method highlights that only one of the approaches may be valid or 
legitimate. Overall, over the years, there has been an increased focus on the benefits 
created by “mixing” the two approaches in research (Hammersley, 2013). 
Though quantitative and qualitative research methods have numerous strengths and 
limitations, their application in research depends on the research questions and goals the 
researcher aims to achieve with the study (Maxwell, 2005). In this study, the researcher’s 
main goals aligned with those of qualitative research design. These goals include: 
understanding a phenomenon and the complexity of its reality, interpreting and 
understanding the object within the entirety of its context, and interpreting findings 
grounded in empirical material, as well as the relevance of findings in order to discover 
and develop empirically grounded theories (Flick, 2009, p. 15). 
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Rationale for Case Study Methodology 
The researcher selected an exploratory case study methodology for this qualitative 
research. A case study is defined as a study that aims to bring out details from the 
viewpoints of participants using multiple sources of evidential data. Case studies can be 
exploratory, explanatory, descriptive, instrumental, collective, and/or intrinsic (Stake, 
1995; Yin, 1993). 
Case studies tend to selectively focus on one or two issues that shed light on 
understanding the explanation of an examined system. A system examined in this form is 
observed with a multi-perspectival lens. Research of this kind considers the perspectives 
of relevant groups of actors and their interactions, providing a voice to a potential group 
of actors whose voices may not exist extensively in literature (Tellis, 1997, p. 2). 
Following this recommendation, the researcher reasoned that a case study methodology 
was appropriate to understanding how Black tech entrepreneurs were able to launch and 
grow their businesses, and consequently developed research questions that ask “‘how’ 
and ‘why’ questions” related to uncovering data to understand how Black tech 
entrepreneurs’ learning takes place (Baxter & Jack, 2008). 
Research Sample 
The study’s population consisted of 22 Black tech entrepreneurs, both living and 
working in the United States, who participated in one-on-one interviews and 7 
participants for a focus group who were not part of the interview study. Each tech 
entrepreneur met the following criteria: 
1. An individual who identifies as a tech entrepreneur. 
2. A tech entrepreneur who identifies as being Black or of African descent and 
has launched their organization in the United States initially; this individual 
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classifies as being born or of descendants who were born in Africa. This does 
not preclude living or being born in or from other areas around the world. 
3. A Black tech entrepreneur who utilizes technological platforms as a conduit 
through which to offer their services, but may refer to themselves with a title as 
a general entrepreneur, i.e., Black Entrepreneur, Mobile Entrepreneur, among 
others. 
4. A Black tech entrepreneur who currently has launched a tech organization and 
identifies as in the process of growing their business. The Black tech 
entrepreneur is welcome to have additional streams of revenue from more than 
one place of work, but the tech organization they have founded is considered 
currently active. 
5. A Black tech entrepreneur who is engaging in the process of launching and/or 
growing their business that began in the United States, but can be offered 
abroad or more prominently abroad. 
6. A tech company that has a web- and/or app -based component. 
For the above measures, the researcher used a purposive sampling strategy. A 
purposive sampling technique is “the deliberate choice of informant[s] due to the 
qualities the informant[s] possess” (Tongco, 2007, p. 147). It is a non-random technique 
where the proposed research questions determine what needs to be known and the 
researcher sets the criteria for which a sample can provide the information by integrity of 
knowledge or experience (Tongco, 2007). Along with a purposive sampling strategy, the 
researcher used her knowledge about the tech entrepreneurship profession to select 
representatives from the population of those in the profession. 
Participants for the study were selected by taking several steps: (a) the researcher 
composed an email correspondence (Appendix B) to professionals and friends of 
professionals within her network. This correspondence underlined how the study was to 
be conducted and requested recommendations for participants that met the criteria listed. 
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(b) Additionally, the researcher sent emails (Appendix B) and Facebook/Linkedin/ 
Instagram messages (Appendix B) to Black tech entrepreneurs she identified that 
appeared, from review of their curricula vitae, résumés, or online portfolios, to meet her 
sample criteria. Additionally, the study that was to be conducted was explained in these 
messages, and an inquiry was posed for whether Black tech startup founders that met the 
criteria listed were interested in becoming study participants. (c) The researcher engaged 
in dialogue with individuals who knew people in the sample population’s field that were 
verified as meeting the study’s criteria. 
When it was established that a Black tech entrepreneur met these measures, the 
researcher sent a letter of invitation (Appendices C and D) to the candidate along with an 
Informed Consent Form and Participant’s Rights (Appendices E and F), and a form 
requesting the participant’s demographic information (Appendix G). Subsequently, the 
researcher had participants fill out electronic documents, which participants signed and 
returned to the researcher via email. 
Interviews were then conducted using videoconference applicators or on the phone 
if participants were unable to meet via videoconference. In addition to one-on-one 
interviews, an online focus group of Black tech entrepreneurs was cultivated using an 
online focus group software. The group was composed of seven Black tech entrepreneurs 
who were not a part of the one-on-one interviews. After participating in either the 
interview or focus group, the researcher sent participants a Critical Incident 
Questionnaire (Appendix H), which was also filled out electronically. 
Overview of Information Needed 
This multifaceted exploratory case study included one-on-one interviews with a 
purposeful sample of 22 Black tech entrepreneurs, a purposeful sample of 7 for a focus 
group study, and a critical incident analysis completed by each participating entrepreneur 
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that was surveyed. Data were collected to identify participants’ perceptions on (a) how 
Black tech entrepreneurs identify opportunities to bring their tech ideas to fruition; 
(b) what actions they take to secure the funding needed to support their companies; 
(c) how they learn to launch and grow their businesses; and (d) the factors that facilitate 
and/or inhibit launching and growing their companies. 
The information sought to better understand how Black tech entrepreneurs launch 
and grow their businesses that was determined by the conceptual framework falls into the 
following three categories: (a) perceptual, (b) demographic, and (c) theoretical. 
Perceptual 
Participants’ perceptions on how they launch and grow their businesses were 
primarily uncovered through the one-on-one interviews using a sample of 22 Black tech 
entrepreneurs from across the nation. The interviews revealed the perceptions participants 
held about bringing their tech ideas to fruition, actions taken to secure funding to grow 
their tech companies, how they learn, and facilitators and/or inhibitors that impacted their 
tech companies’ abilities to launch and grow. The participants in the focus group 
additionally provided a separate account of their experiences launching and growing tech 
companies. These perceptions were both forthright and subjective views of participants’ 
experiences. 
The Interview Protocol (Appendix I), which was informed by the literature review 
and developed based on the research questions, was pilot-tested with two Black tech 
entrepreneurs that met requirements similar to this study; however, the two participants 
from the pilot study were not included as a part of this study. 
Demographic 
Prior to conducting interviews or taking part in the focus group, participants 
received a demographic inventory (Appendix G) to fill out once they agreed to participate 
in the study. The inventory collected: age; gender; ethnicity; geographic location; type of 
  
61 
technological product (website, app, or hybrid); educational background level; whether 
the participants identified as tech entrepreneurs; how many years they have been tech 
entrepreneurs; and the level of support that has helped their company in the growth 
process. 
Theoretical 
During the research process, an ongoing literature review was conducted to guide 
each phase of the study. The ongoing literature review was to determine what was 
already known about (a) Black tech entrepreneurs and (b) Adult Learning. Under the 
topic of Black tech entrepreneurship, the following subcategories were reviewed: 
(a) historical challenges Black entrepreneurs face; (b) the current barriers Black tech 
entrepreneurs face; and (c) the facilitators that enable Black entrepreneurs to thrive. For 
the topic of adult learning theory, the following subcategories were reviewed: 
(a) informal learning; (b) self-directed learning; and (c) experiential learning. 
The following table provides a summary of the demographic and perceptual 
theoretical information that was collected by the three data collection methods. 
 
 
Table 3.1. Areas of Information Needed by Method 
 
Areas of Information Needed 










City/Town & State of Residence 
Education Level 
Whether they Identify as Tech Entrepreneur 
Entrepreneurial Product Type 
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Table 3.1 (continued) 
 
Areas of Information Needed 








• How do Black tech entrepreneurs identify 
opportunities to bring their tech ideas to 
fruition?  
• What actions do Black tech entrepreneurs take 
to secure the funding needed to support their 
companies?  
• How do Black tech entrepreneurs learn to 
launch and grow their businesses?  
• What factors facilitate and/or inhibit growing 

























Research Design Overview  
The following is an overview of the steps that were taken to conduct this research 
and their sequence. 
1. The researcher identified the research problem and determined a qualitative 
methodology would be best to address the problem. 
2. The researcher selected the criteria necessary to determine eligible participants. 
3. A literature review regarding the Black tech entrepreneurship field and adult 
learning theory was conducted to assess existing knowledge related to the topic 
areas described. This review continued for the duration of the dissertation 
process. The literature review, which underwent numerous iterations, informed 
all aspects of the study from framing the problem to exploring existing research 
and informing the analysis, synthesis, and interpretation of findings. 
4. A protocol was created for the interviews and focus group. 
5. Following the proposal hearing, the researcher submitted materials to the 
Independent Review Board (IRB) for approval to proceed with the research. 
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6. For both the focus group and interviews, potential research participants were 
identified through the researcher’s professional network, social media 
communities of practice, contact information listed on LinkedIn, the 
individuals’ websites, and recommendations from colleagues. 
7. Participants who were to potentially participate in the interview or focus group 
process for the study were contacted by phone and/or email to determine their 
availability and willingness to participate. 
8. Prior to conducting data collection, a demographic inventory was distributed to 
participants to further clarify if they were a good fit for the interview process. 
This information also aided in determining if aspects of each of the 
participants’ backgrounds informed the research findings. 
9. If and when participants’ demographic inventories aligned with the 
characteristics required for the participants and they agreed to serve as part of 
the study, a formal confirmation email was sent to each individual. This email 
also provided details on where and when the individual interviews or focus 
group were to occur. 
10. Then a consent form was electronically signed and returned to the researcher 
by all participants. Participants were able to keep the description of their rights. 
11. Each of the interviewees participated in semi-structured in-depth interviews 
(Appendix I) that were transcribed verbatim and then coded. 
12. An online focus group consisting of seven research participants that had not 
participated in the interviews was conducted. Three pre-determined questions 
were posed (Appendix J). The transcript from the focus group was saved for 
analysis. 
13. Following interview or focus group participation, participants were asked to 
complete a critical incident questionnaire. 
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14. To assess inter-rater reliability, the researcher asked two colleagues to review 
her coding by giving those colleagues a completed interview transcript and her 
coding legend to determine whether they would arrive at the same codes as the 
researcher. 
15. Information collected from the focus group was analyzed against the individual 
interviews. 
16. Data from the critical incident reports were analyzed across Black tech 
entrepreneurs, and in relation to data from the interviews and the focus group. 
Methods of Data Collection 
Data collected for this analysis were informed by a selection of literature pertinent 
to the research problem. This review of literature ensued for the duration of the 
dissertation process. The literature review was not an actual method of data collection. 
The primary topics of the literature review included Black tech entrepreneurship and 
adult learning theory. Under the topic of Black tech entrepreneurship, the following 
subcategories were reviewed: (a) historical challenges Black entrepreneurs face; (b) the 
current barriers Black tech entrepreneurs face; and (c) the facilitators that enable Black 
entrepreneurs to thrive. For the topic of adult learning theory, the following subcategories 
were reviewed: (a) informal learning; (b) self-directed learning; and (c) experiential 
learning. 
To build a holistic picture of each case, multiple methods of analysis were used 
(Creswell, 2012). In order to achieve triangulation (Fielding & Fielding, 1986), the 
researcher used three qualitative methods of investigation: individual interviews, a focus 




Semi-structured one-on-one interviews were conducted with 22 Black tech 
entrepreneurs to elicit their perceptions on how they are able to launch and grow their 
businesses. The interviews were conducted over videoconferencing platforms such as 
Skype, Google Hangout, and Facetime. If for some unforeseen reason these options did 
not work for the interviewee, the interview was conducted over the phone. These 
interview options were offered by the researcher to create convenience for each of the 
Black tech entrepreneurs who may have busy work schedules or reside in states other 
than that of the researcher. 
Semi-structured interviews are verbal interchanges where an individual, for 
purposes of this study the interviewer, may attempt to elicit information from the 
interviewee by asking questions. Interviews of this kind create the space for the interview 
to unfold in a conversational way. This allows the participants to explore issues they feel 
are important through a free-flowing format. Semi-structured interviews are one of the 
most commonly used qualitative research methods. They generally fall in the middle of 
the continuum for interview methods, melding both organized standardized lists of 
questions and the sharing of oral histories. This ensures flexibility in the way the 
informants share information (Longhurst, 2003). 
The interviewer used guidance from her advisor to develop an interview protocol 
consistent with Rabionet (2011), who recommends using open-ended questions and 
follow-up probes to gain a good grasp of the subject matter. Rabionet also recommends 
reviewing existing literature and exploring feedback from experts in qualitative research 
to create an environment to identify that the research questions are respectful and 
culturally sensitive. The interview protocol is shared in detail in Appendix I. 
The first set of questions was designed to detect how Black tech entrepreneurs are 
able to identify opportunities to bring their tech ideas to fruition. These questions asked 
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participants to share the knowledge and/or experiences they had that led to those 
opportunities. 
The second set of questions was designed to identify the actions Black tech 
entrepreneurs take to garner funding to support their tech companies. For this set of 
questions, Black tech entrepreneurs were asked to share steps that occurred during the 
process of launching and/or growing their businesses. 
The third set of questions identified how Black tech entrepreneurs learn. These 
questions illustrated Black tech entrepreneurs’ perceptions about their engagement in the 
learning process during the course of launching and growing their businesses. 
The fourth set of questions identified the factors that facilitate and/or inhibit Black 
tech entrepreneurs’ opportunities to launch and grow their companies. These questions 
highlighted strengths and weaknesses that affect Black tech entrepreneurs’ opportunities. 
The interviews ranged in length from 40 to 80 minutes. The video-recorded 
interviews were also audio-recorded using the QuickTime voice recorder app on the 
interviewer’s Macbook Pro. Recordings were transcribed verbatim. 
Critical Incident Report 
Flanagan (1954) first developed the critical incident technique. The technique asks 
research participants to describe a situation and action that was taken that led to an 
effective outcome. This form of technique specializes in focusing on specific behaviors 
recommended from the observations and evaluations of those in the best position to make 
the observation. In the research, Flanagan shared that this process aids in identifying the 
collection and tabulation of observations that make it possible to “form the critical 
requirements of a particular activity” (p. 329). By designing a list of critical identifiers, 
Flanagan noted, one is able to make sound inferences related to one’s prospects for 
objective research. This ensures that the researcher is able to gain more in-depth insights 
into each participant’s experiences. 
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The critical incident reports were distributed to each participant via email directly 
following the interviews or focus group. The reports inquired about Black tech 
entrepreneurial participants’ best and difficult experiences since identifying opportunities 
to launch and grow their companies and requested that participants share their most 
salient key takeaways from those experiences. 
Participants were notified in advance that a mandatory component of participating 
in the interviews or focus group was to complete the critical incident questionnaire (CIQ) 
directly following their participation in the research study. 
Focus Group 
A focus group is an insightful vehicle that gives access to a group or community’s 
subjective perceptions of their social world to identify existing key circumstances and/or 
barriers that can be altered or improved upon (Lofland & Lofland, 2006; Rossman & 
Rallis, 2011). The focus group for this study was conducted by the researcher using the 
web-based online software, FocusGroupIT. 
Researchers who utilize FocusGroupIT highlight that there are many advantages in 
using the online system for a focus group. Some researchers shared the following 
advantages: (a) it creates an option for a specific but geographically scattered target 
population that may not otherwise be able to come together and share on the topic at 
hand; (b) it provides a space and time to engage in deep reflection over an extensive 
period of time; (c) the moderator is able to ask questions before and in real time during 
the group discussion; (d) each individual’s personal identity remains known only to the 
researcher/moderator; (e) the moderator can make changes or adjustments to topics they 
choose to post; and (f) participants can respond to the researcher’s/moderator’s topics in 
the order of posting (Barto, 2014; Farrar, 2016; Oseni, Dingley, & Hart, 2016). 
The researcher stands in agreement with previous researchers who have utilized the 
focus group technology for their studies. Since many entrepreneurs were busy with the 
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demands of activities related to their businesses, the technology created an opportunity to 
increase the ease of participation and confidentiality in sharing participants’ views. 
Eligible participants for the focus group were selected by looking at who indicated 
interest in participating in the study, but were not part of the interviewee pool. The 
researcher then outlined the topics and directions for the focus group via the online focus 
group portal. 
The focus group that was conducted using FocusgGroupIT was a private online 
focus group eliciting text-based and interactive responses. This focus group was 
scheduled for a day and time that worked best for the seven participants—January 29, 
2018 from 7:00 pm to 8:15 p.m. In the days before the focus group was conducted, the 
researcher provided instructions on how to participate online with fellow participants. 
The researcher also shared ground rules and guidelines for participation. 
At the start of the focus group, participants were provided with the opportunity to 
conduct a brief introduction on the type of technological endeavor they were pursuing 
while including their first names (or an alias name) and a profile picture of their choice. 
Prior to providing this information, focus group participants had to signify that they stood 
in agreement with sharing this information and participating in accordance with focus 
group guidelines. 
For the duration of the discussion, the moderator provided small probes to further 
guide the open-ended discussion based on the questions posed. The three questions the 
group was asked to explore were: (a) What do you perceive are the actions that Black 
tech entrepreneurs need to take in order to develop flourishing businesses? (b) What are 
some of the barriers you feel Black tech entrepreneurs face? (c) How did you learn to 
overcome the challenges in becoming a Black tech entrepreneur? (Appendix J). 
Participants had 60 minutes to participate in this study and were reminded in 20-minute 
increments the time that was remaining for the study. 
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If there were any concerns the participants expressed during the focus group 
process, the moderator/researcher shared that she could be contacted via email or phone 
for the duration of the discussion. At the conclusion of the 60-minute interview, all 
participants were reminded that they would have to complete a critical incident 
questionnaire before exiting the group. 
Data Analysis and Synthesis 
Richards and Morse (2013) describe case study research analysis as detailed data 
on a case or cases that is collected and handled by an assortment of recognized qualitative 
data-making methods. Case study research calls for purposeful sampling based on 
feasibility and data needs (Richards & Morse, 2013). Purposeful sampling promotes data 
collection that can create a holistic picture of a studied phenomenon. Further, the authors 
recommend that the case study method is a research design model more so than a 
particular method of collecting and working with data. 
Since the researcher aimed to ask descriptive questions, Richards and Morse (2013) 
illuminate that the analysis and synthesis stage should be equipped with adequate 
qualitative data that will promote rich descriptions of the cases in question. The authors 
note that rich descriptions may overrule theory that is considered in analyzing a case 
study, or the theory may be constructed, emerging from the data. The case study 
approach provides flexibility as an alternative to “experiment, survey, archival, or 
historical analysis” (p. 77). 
Marshall and Rossman (2006) further illustrate seven steps for analyzing data. The 
steps include: (a) consolidating and organizing data; (b) finding stories within the data; 
(c) generating categories and themes; (d) coding the data; (e) offering data interpretations 
through analytic memos; (f) searching for alternative meanings; and (g) writing findings 
to present the study. 
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The researcher designed descriptive codes based on literature detailing some of the 
mechanisms tech entrepreneurs underwent to launch and grow their companies. Once the 
focus group and interviews were conducted, the raw data were transcribed. After the data 
were transcribed, they were coded into various categories using the research software 
DeDoose. 
Directly after coding the transcribed data, an advisor was asked to review the 
selection and maintain notes as a tool to reflectively analyze the data. Coder reliability 
over time was important, as the researcher developed and re-labeled categories as she 
found necessary (Richards & Morse, 2013). Verifying helped to create clarity and 
consistency with data observed within the phenomenon. 
Multiple lenses were used to analyze the data, and the most frequent codes were 
investigated alongside relevant literature that correlated with participants’ experiences. 
Visualizations were created as a byproduct of the data analysis. Displays of the data 
elicited greater identification of concepts and themes, highlighting patterns that may not 
be apparent to the general eye. Further, the conceptual framework and research questions 
were used to guide this process. 
Literature on Methods 
In an effort to develop a detailed understanding of Black tech entrepreneurs and 
their perceptions of how they are able to launch and grow their businesses, the researcher 
used multiple qualitative data collection methods and triangulation (Bloomberg & Volpe, 
2012). Flick (2004) connotes that triangulation is an idea that was imported from land 
surveying into the methodological literature of the social sciences as a validation strategy. 
Methodological triangulation aims to look at different subscales within and between 
methods to “maximize the validity of field efforts” (p. 174). Therefore, this study 
employed multiple data collection methods—interviews, critical incident reports, and a 
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focus group. The advantages and disadvantages of using each of these data collection 
methods are observed briefly below. 
Phase 1. Interviews 
The researcher conducted interviews as a means to understand Black tech 
entrepreneurs’ perceptions of how they are able to launch and grow their businesses. She 
selected interviewees by following Brinkmann’s (2014) idea that interviews can be 
defined as conversations with “the purpose of obtaining descriptions of the life world of 
the interviewee in order to interpret the meaning of the described phenomena” (Kvale & 
Brinkmann, 2008, p. 3; Brinkmann, 2014). Brinkmann (2014) highlights that interviews 
give “voice” to individuals privileging their first person perspective on the world, or 
according to Seidman (2013), illuminating the participants’ subjective understandings of 
their experiences. 
Interviewing has many advantages as a qualitative data collection method. King, 
Cassell, and Symon (1994) highlight that interviewing is one of the most flexible 
methods available. It allows the researcher to modify questions due to the semi-structured 
format that is used. The researcher has the freedom to probe deeper to understand 
underlying motives in ways that self-administered questionnaires are unable to (Robson, 
2011). The interviewing process creates a space where the researcher is able to develop 
rapport with participants and affirm each individual’s importance by valuing the 
experiences they offer (King, 1994; Seidman, 2013). 
Interviewing is, however, also said to have its disadvantages. Traditional debates 
have inquired into the validity and reliability of interview research. Debates state that 
interviewing is personally dependent on how researchers conduct research, as individual 
researchers often lead interviewing research and analyses in differing ways. Interviewing 
is identified as reinforcing some of late modern capitalism’s individualist tendencies by 
constructing individualist subjectivity in each individual interview (Brinkmann, 2014). 
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For these reasons, the researcher utilized inter-rater reliability to ensure that researchers 
can deduce the similar meaning through research coding. 
Interviewing can further be difficult when attempting to establish meetings within 
the parameters of geographical locations and times, in addition to potential difficulties 
getting some participants to participate when there is no payment involved (Barto, 2014). 
For this reason, the research was conducted through participation options via 
videoconferencing or over the phone. 
The literature also brings to attention that while interviews often happen within the 
context of the interview situation, they are generally not neutral tools of data collection 
(Bloomberg & Volpe, 2012). The researcher understands this limitation but also believes 
that interviews can serve to elicit rich and detailed dialogue that can produce descriptive 
thoughts outweighing this concern. The researcher was also considerate of the length of 
time the interview was conducted, as participants tended to get fatigued and would 
possibly have been unwilling to continue if the interviews were too long (Barto, 2014). 
Phase 2: Critical Incident Report 
The critical incident technique is one that has been used by a plethora of 
researchers across academic disciplines as a great method for investigating events 
important in one’s lived experiences (Barto, 2014; Brookfield, 1991; Coetzer, Redmond, 
& Sharafizad, 2012; Gremler, 2004). For the purpose of corroborating with interview and 
focus group data, the researcher selected critical incident reports. The critical incident 
reports were utilized to allow for the uncovering of perceptions that other methods may 
not have captured (Bloomberg & Volpe, 2012). 
Research scholars have described that the critical incident technique offers 
numerous benefits. Gremler (2004) highlights that the critical incident technique: 
(a) collects data from the lens respondent perspective, in their words, illustrating 
incidents that are most important to them around an investigated phenomenon; (b) as a 
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form of research has an inductive nature and can be used to develop conceptual structures 
to be tested in subsequent research with patterns that form as they emerge; (c) can be 
used to generate detailed records of events or provide a starting point for new research 
around a specified topic; (d) can provide a rich data set as it is adaptable to research 
seeking to understand participants’ experiences; and (e) can assess the perceptions of 
individuals from differing cultures. 
However, there are some setbacks in using the critical incident technique. Gremler 
(2004) highlights that: (a) the method has been criticized on issues of reliability and 
validity as participants’ stories can be interpreted uniquely differently; (b) the design of 
the critical incident technique can present flawed recall, consistency, or memory lapse 
biases; (c) the respondents may be asked to tell (or write) complete stories outlining what 
they consider to be critical incidents, but may not be willing to take the time to tell (or 
write) the story in a detailed manner, which can cause a low response rate. 
Phase 3: Focus Group 
Among the interviews and critical incident report, the researcher conducted a focus 
group in an effort to achieve triangulation (Morgan, 1996). Focus group interviews are 
defined as a “form of group interview that capitalizes on communication between 
research participants in order to generate data” (Kitzinger, 1995, p. 299). The method is 
generally useful for exploring the knowledge and experiences of individuals in an effort 
to examine what, how, and why they think about a phenomenon in a particular way 
(Kitzinger, 1995). 
There are numerous benefits to utilizing focus groups. Focus groups help facilitate 
the sharing of attitudes, feelings, and beliefs that may be partially independent of a group 
or social setting, but can be more likely to be revealed in a social gathering through the 
interactions between social group participants. Focus groups can elicit the multiplicity of 
shared viewpoints and emotional processes within a group context. Within a focus group, 
  
74 
the participants may be more likely to take the initiative than in an individual interview 
where the researcher is more likely to lead the discussion (Gibbs, 1997). 
Kitzinger (1995) shares that within focus groups interaction is one of the most 
crucial features as it highlights participants’ worldviews, language surrounding an issue, 
and values regarding the phenomenon. Focus groups also prompt the researcher to 
identify gaps within the issue and discover what is most salient about the issue(s) in an 
effort to better understand them. Focus groups can be empowering for the participants if 
the group works efficiently and trust is developed within the group (Gibbs, 1997). 
Focus groups have a few limitations. Three most salient are ethical concerns, 
budget issues, and time constraints. Morgan (1997) notes that there are issues concerning 
the invasion of privacy when taping or recording, which is a primary measure of data 
collection. Transcription can impede the thoughts portrayed emotionally by each of the 
focus group participants. Additionally, ethical concerns may lead things that participants 
shared with the researcher to be shared with other members of the group. Budget issues 
also could constrict the researcher based on the platform utilized to collect data. Lastly, 
time constraints could create difficulty when the focus group is conducted on a tight 
timeline as a part of the larger study (Morgan, 1997). 
Ethical Considerations 
Orb, Eisenhauer, and Wynaden (2001) note: “The research process creates tension 
between the aims of the researcher to make generalizations for the good of others, and the 
rights of the participant to maintain privacy” (p. 93). Potential ethical conflicts can arise 
in how a researcher is able to gain access to the group or community under observation 
(Orb et al., 2001) or how the researcher discloses his/her findings in the analysis portion 
of the research. 
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Considering the issues of harm, privacy, confidentiality, and consent surrounding 
the data (American Sociological Association, 1997; Berg & Lune, 2011; Punch, 1994, 
2013), ethical considerations were very important in conducting the research study. From 
the start of the research study, the researcher considered ethical issues that may have 
arisen by incorporating ethical practice decisions into each component of the dissertation 
process. One way she adopted measures to safeguard against ethical concerns was to have 
participants sign an electronic Informed Consent Release Form (Appendices E and F). 
The form, along with a document detailing the participants’ rights, was emailed to each 
participant for them to review and sign electronically. 
Throughout the research process, the researcher took measures to assure anonymity 
by assigning pseudonyms for each of the participants and clearly shared her intentions 
with them based on the goals of the study. The researcher also reflected on her role as a 
researcher in an effort to understand how to negotiate her role to aid in facilitating the 
discussion more effectively (Orb et al., 2001). 
After the interviews, focus group, and critical incident reports were conducted, all 
data produced were kept confidential. All files and/or reports were also electronically 
saved in a password-protected online portal on the researcher’s computer and via Internet 
cloud. The documents were additionally preserved in a secure place in the researcher’s 
home workspace. When the data were being prepared for publishing, pseudonyms were 
used for all participants and companies. 
Issues of Trustworthiness 
There are a few key areas that researchers recommend lead to identifying the 
trustworthiness of a study. Guba’s (1981) and Bloomberg and Volpe’s (2008) work 
collectively illustrates a construct for conducting a trustworthy case study based on four 
key areas: (a) credibility (in reference to internal validity); (b) transferability (in reference 
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to external validity/generalizability); (c) dependability (in reference to reliability); and 
(d) confirmability (in reference to objectivity). These areas serve as the “naturalists’ 
equivalents” for validation both internally and externally, reliability, and objectivity. 
Credibility 
In qualitative literature, credibility parallels internal validity or the idea of internal 
consistency with how the researcher is able to ensure rigor in the research process and 
communicate to others how such has been done. Credibility, Morrow (2005) shares, can 
be identified through: “prolonged engagement with participants; persistent observation in 
the field; the use of peer debriefs; and participant checks validation, or co-analysis” 
(p. 252). It can also be enhanced with a thorough description of the data’s source and the 
fit between the data and emerging analysis, as well as by detailed descriptions (Morrow, 
2005). 
The researcher ensured credibility in a few different ways. First, she ensured that 
all participants were truly reflective of the population she aimed to research and their 
work tied to the research objectives. After initial contact was made, each respective 
participant was asked if he or she self-identified as a Black tech entrepreneur. 
Second, the researcher remained certain to clarify her assumptions as shared in the 
first chapter of this document and continued to monitor and record her thoughts during 
the research process (Bloomberg & Volpe, 2012). 
Third, during the interview and focus group phases of the research, the researcher 
posed the questions generally conveyed in the research protocol to allow participants to 
share their perspectives candidly. By sticking to asking protocol questions in addition to 
questions related “how” and “why” the Black tech entrepreneurs made certain decisions, 
the researcher was able to safeguard against influencing responses. 
Fourth, by achieving triangulation, the researcher used multiple qualitative 
methods to ensure that data drawn from the participants for the research remained 
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consistent. Triangulation created the capacity to compensate for the individual 
researcher’s limitations and ensure that mixed methods enhanced the outcome of the 
research (Guba, 1981). 
Fifth, Shenton (2004) recommends gathering fresh perceptions from colleagues. 
Fresh perspectives enabled the researcher to challenge assumptions she was holding due 
to her familiarity with the project. Debriefs primarily during analysis-based classes and in 
dialogue with university faculty and doctoral students aided in improving the accuracy of 
the data. 
Dependability 
Qualitative researchers aim to meet the criterion for dependability, which parallels 
quantitative researchers’ aim to reach reliability. The core issue dependability deals with 
is identifying that the study is consistent across time, researchers, and analysis 
techniques. Researchers connote that for this very reason, the process through which 
findings are derived should be explicit and repeatable as much as possible (Morrow, 
2005). For this reason, the researcher throughout the dissertation process was sure to 
track the emerging research design and journal the chronology of the research process 
(Bloomberg & Volpe, 2012, p. 113). Literature connotes that there is a close relationship 
between credibility and dependability; by demonstrating the former, the researcher was 
able to assure the latter (Lincoln & Guba, 1985). 
In addition, the researcher ensured dependability by using inter-rater reliability, as 
recommend by Bloomberg and Volpe (2012). The researcher asked two colleagues to 
review and code portions of an interview. Then the researcher compared their results to 
her coded version of the interview and engaged in extended discussion with her 




Connelly (2016) notes that confirmability is the “neutrality or degree findings are 
consistent and can be repeated” (p. 435). This is the qualitative researcher’s concern 
comparable to the quantitative researcher’s concern of objectivity. Confirmability helps 
to ensure that the research findings represent the research participants’ ideas and 
experiences rather that traits and/or preferred characteristics that appeal to the researcher 
(Shenton, 2004). 
The researcher took multiple measures to achieve confirmability by ensuring that 
internal and external validity and reliability also applied. As recommended by Miles and 
Huberman (1994), the researcher included her assumptions and beliefs in Chapter I of 
this dissertation. She also kept a journal with thoughts on her research as it progressed in 
order to document her thought process as well as provide decisions made throughout the 
research process (Creswell, 2012). Lastly, she guarded her biases during the interview 
and focus group process by creating triangulation of research methods (Shenton, 2004). 
Transferability 
Transferability also correlates to external validity and generalizability, which looks 
at the “extent to which the reader is able to generalize the findings of a study to her or his 
own context and addresses the core issue of ‘how far a researcher may make claims for a 
general application of their theory’” (Morrow, 2005, p. 252). In qualitative research, there 
is a focus on the informants and their stories without saying that one story is everyone’s 
story. Researchers are able to identify and support transferability through rich and 
detailed descriptions on the informant base. As recommended by Connelly (2016), the 
researcher utilized rich, detailed descriptions of the context, location, and Black tech 
entrepreneurs that were studied while remaining transparent about the analysis and 
trustworthiness (Bloomberg & Volpe, 2012; Connelly, 2016). 
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Limitations of the Study 
Studies portray that no research study is perfectly designed, as all proposed 
research projects have limitations (Marshall & Rossman, 2006). In this section, the 
limitations of the study are addressed as well as steps the researcher took to minimize 
their impact (Bloomberg & Volpe, 2012). 
The first limitation is researcher bias. The researcher has engaged in the research 
process with beliefs about the diversity issues that have persisted in the tech industry and 
the competencies and/or environments Black tech entrepreneurs who have been able to 
launch and grow their companies need. The researcher kept in mind that this may become 
visible during the interview process; however, she believed her assumptions regarding the 
challenging nature of Black tech entrepreneurs launching and growing their businesses 
supported her desire to probe and have participants share robust and detailed descriptions 
of their experiences. 
Chenail (2011) advises that “the researcher, as [an] instrument, can be the greatest 
threat to trustworthiness in qualitative research if time is not spend on preparation of the 
field, reflexivity of the researcher, and the researcher staying humble and preferring to 
work in teams so that triangulation and peer evaluation can take place” (p. 256). In order 
to address threats posed by the researcher’s bias, the researcher remained aware of her 
personal thoughts and beliefs through documentation in a journal during the research 
study. She additionally continued checking her assumptions by having coding reviewed 
for the study by an advisor. This helped her facilitate inter-rater reliability (Bloomberg & 
Volpe, 2012). Additionally, by utilizing three different methods for collecting data—
interviews, focus groups, and critical incident questionnaires—she reached triangulation, 
which aimed to further remove bias. 
Participant reactivity is the second limitation. Participants who knew the 
researcher could have tried to corroborate by offering responses they perceived were 
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salient in the industry and important to the researcher (Bloomberg & Volpe, 2012). 
Polkinghorne (2005) shares that “self-report evidence is necessary and valuable for 
inquiry about human experience, it is not to be misconstrued as mirrored reflections of 
experience” (p. 139). He further postulates that individuals have partial access to their 
experiences and “language expression might further distance the evidence of an 
experience from the experience itself” (p. 139), thus creating the opportunity for biases to 
become present. In order to address these limitations, the researcher shared with 
participants that their identities were to be kept confidential by their names being 
removed from data and represented through the use of pseudonyms. The pseudonyms 
were not linked with the names and/or organizations the participants shared they had 
founded. 
For safety purposes, documentation containing the identities and organizations the 
participants founded were protected in a password-encrypted portal on the researcher’s 
laptop. She also attempted to conduct small introductions with the participants to 
encourage them to share their most authentic perspectives (Bloomberg & Volpe, 2012). 
The third limitation concerns the use of interviews and a focus group session, as 
these methods rely on the participants’ perceptions, which can be subjective in nature. 
The researcher’s questioning mechanisms as well as participants’ interpretations of those 
questions could impact the opportunity for objectivity. Therefore, the researcher took 
steps to reduce these limitations by using a critical incident report to support the variety 
of research methods and develop successful independent practices. Critical incident 
questionnaires were filled out by participants and did not involve the researcher 
interacting with participants, as the other methods require. 
The critical incident reports did, however, draw out the fifth limitation. A potential 
disadvantage of using critical incident questionnaires, as iterated earlier, is that 
participants may be reluctant to complete the form to the best of their abilities given the 
time needed to share their experiences (Bloomberg & Volpe, 2012). In order to make this 
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part of the process as simple as possible, the researcher used a web-based Google Form 
and sent the web link to participants immediately following the interview or focus group. 
Demographics related to the participant sample serve as the sixth limitation. In 
order to obtain a demographically diverse group of participants with differing types of 
companies that were applicable based on the criteria referenced in Chapter I of this study, 
the researcher strived to garner a robust sample group. The researcher aimed to contact 
participants from every U.S. state—by utilizing her own personal network, LinkedIn, 
conferences such as AfroTech, social media communities of practice that span the U.S., 
and email addresses on tech entrepreneurs’ websites. Based on the researcher’s desire to 
cast a wide net, the researcher did not deny any individuals from participating in the 
study unless they did not fit the criteria efficiently. 
Chapter Summary 
In sum, this chapter provided a detailed description of the methodology approach. 
The purpose of this study was to explore with a group of Black tech entrepreneurs their 
perceptions of how they are able to launch and grow their businesses. In order to meet 
this goal, the researcher used a multi-case study approach that identified participants’ 
perceptions on how Black tech entrepreneurs identify opportunities to bring their tech 
ideas to fruition; the actions Black tech entrepreneurs take to secure funding needed to 
support their companies; how Black tech entrepreneurs learn to launch and grow their 
businesses; and the facilitators and/or inhibitors that impact Black tech entrepreneurs’ 
tech companies. 
The research sample was composed of 22 purposefully selected Black tech 
entrepreneurs who agreed to partake in a one-on-one interview and 7 additional Black 
tech entrepreneurs who participated in an online focus group. All participants after either 
the interviews or focus group were requested to fill out critical incident questionnaires. 
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The conceptual framework for this research was revised during the data collection 
phase to best articulate the perceptions of the Black tech entrepreneurs. The research 
findings were subsequently reviewed against the literature in order to highlight patterns 
and themes. Also, in order to address credibility, dependability, transferability, and 
confirmability, the researcher created a triangulation of methods, a journal, and employed 
additional strategies. 
This study aimed to support Black tech entrepreneurs that are in the process of 
launching and growing their businesses or strive to do so, as they can learn from the 
stories shared by the entrepreneurs’ feedback that is illustrated in the findings following 
this chapter. 
The methodology that was selected for this study additionally supports the intended 
outcome, which is to yield insights for Black tech entrepreneurs that wish to acquire 





The purpose of this study was to explore with 22 Black tech entrepreneurs their 
perceptions on how they are able to launch and grow their businesses. As discussed in 
Chapter I, growing a business for the purpose of this study was defined as a process 
where tech entrepreneurs engaged in seeking or acquiring funding to support the creation 
and/or further development of their business endeavors. 
This chapter is designed to discuss the four key findings that emerged as a result of 
participants’ responses to the study’s research questions. Participants in this study, who 
are identified by pseudonyms, shared their perceptions and experiences of navigating the 
tech entrepreneurship landscape. As noted in Chapter III, evidence supported by 
document review has been embedded in this analysis to reinforce the research findings. 
The following research questions defined the scope of this study: (a) How do Black tech 
entrepreneurs identify opportunities to bring their tech ideas to fruition? (b) What actions 
do Black tech entrepreneurs take to secure the funding needed to support their 
companies? (c) How do Black tech entrepreneurs learn to launch and grow their 
businesses? (d) What factors facilitate and/or inhibit growing a tech company? 
Participant profiles are presented in Appendix L to facilitate a better understanding 
of the entrepreneurs in this study. Participants of this study were comprised of Black tech 
entrepreneurs from the ages of 18 to over 50, who self-identified as current tech 
entrepreneurs with a web- and/or app-based technology platform. These participants 
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resized in many major cities across the United States. For purposes of this chapter, the 
four key findings that emanate from the interview data will be represented below. 
Overview of Findings 
There were four major findings uncovered through data analyzed in this study. 
They include the following: 
1. All participants (100%) described some form of catalyst as a means of bringing 
their tech ideas to fruition, while other participants (91%) indicated that 
creating a viable product represented opportunities to bring their ideas forward. 
2. An overwhelming majority of participants (91%) described seeking the counsel 
of “expert” others as a key action in securing funding to grow their companies. 
3. A strong majority of participants (82%) described that they learned to grow 
their businesses largely in informal ways through dialogue with others. 
4. A strong majority of participants (95%) indicated that having a positive self-
concept was a key facilitator in growing their businesses, while an equal 
number indicated that a misalignment between the investor and entrepreneur 
inhibited their ability to grow. 
Finding 1 
All participants (100%) described some form of catalyst as a means of 
bringing their tech ideas to fruition, while other participants (91%) 
indicated that creating a viable product represented opportunities to bring 
their ideas forward. 
Participants were probed to describe the factors that created opportunities to bring 
their tech ideas to fruition. In order to reap robust descriptions for opportunities to grow 
their ideas, each participant was additionally asked to identify and describe the impetus 
for their idea in addition to the mechanisms taken to bring the idea to fruition. In all cases 
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(100%), Black tech entrepreneurs noted that some form of catalyst led to the creation and 
evolution of the idea. See Appendix M: Distribution Chart—Finding 1 for a full list of the 
types of opportunities for bringing ideas to fruition. 
 
Table 4.1. Finding 1 Outline 
 
Finding 1 
All participants (100%) described some form of catalyst as a means of bringing their tech ideas to 
fruition, while other participants (91%) indicated that creating a viable product represented 
opportunities to bring their ideas forward. 
 
Participants reported the following opportunities: 
 
• Catalyst Led to Idea (22 of 22, 100%) 
o Previous endeavor(s) fueled idea 
o Found/filled gap in market 
o Problem sparked idea 
 
• Create a Viable Product (20 of 22, 91%) 
o Consumer market research 
o Create pilot and/or beta 
o Set goals/plans 
 
• Build Team (17 of 22, 77%) 
o Find skilled co-founder 
o Team and/or market propel work 
o Build team cohesion 
 
• Build Credibility/Following (16 of 22, 73%) 
o Grow following  
o Gain credibility/rapport 
 
Catalyst Led to Idea 
Technology permeates many aspects our lives in today’s society. For all of the 
participants, there were a few drivers that aided in bringing their tech ideas to fruition. 
These drivers are defined as catalysts for purposes of this research. As United States-
based Black tech entrepreneurs, Camden Dean and Noah Gunther report that endeavoring 
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to enter the tech industry is predicated on finding an “entry point” or “solving a real 
problem.” 
The vast array of problems entrepreneurs encounter present openings for solutions 
to improve upon existing or nonexistent infrastructures in today’s society. Since 
innovations in technology come in many shapes or forms, participants who are part of 
this study determine that the use of a website, app, and/or product was sufficient to create 
new innovations. As Dominick Knight, a study participant noted, an app for his market 
research solution enabled his team “to do market research much more efficiently, much 
quicker, and much cheaper than focus groups or other market research options that are 
out there.” James Washington shared the same sentiments as he reported taking “tech 
that’s been successfully applied somewhere else and bring it somewhere that it isn’t.” 
Therefore, it is common for ideas that can spark the creation and growth of a 
business to originate from one’s proposed solution to a unique problem. These solutions 
are generally widespread issues the entrepreneur identifies encountering. As Brooke 
Johnson, a study participant acknowledged with her tech endeavor: “A lot of women that 
I have talked to about this, they re like, ‘Oh my… I need that.’” 
Moreover, as participants described how their tech ideas came to fruition, it was 
apparent that their experiences depicted that they: (a) had a previous endeavor that 
sparked the idea, (b) found and/or desired to fill a gap in the market, and (c) encountered 
a problem. 
Previous endeavor sparked idea. Black tech entrepreneurs identified that their 
previous experiences led them to embark on creating technological endeavors. Participant 
Camden Dean best summarized this point: 
So, having been in the payments space, multiple times, and having 
architected platforms … my brother-in-law actually introduced me to this 
thing called Bitcoin about two, three years ago. And from that I learned 




Similarly, Noah Gunther described a previous endeavor while in the financial world. 
Well, my background is capital markets.... The goal was for me to learn 
how to run a bank. My mentor said to me, “You can’t just know trading.” 
He’s like, “You really have to know the full spectrum of the trade lifecycle 
and everything.” I was able to hone those financial market skills there. 
That’s about 10 or 12 years working on the street. Then, coming along here 
to see the opportunity.... When you’ve run a desk, or been on a desk, that is 
doing $100 billion in transactions, it’s easy for you.... You then realize that 
whatever firm you build has to be large enough to connect. 
Mark Wilson, a participant, concurred with Camden and Noah when recounting a 
previous endeavor that sparked the idea for his business: “I first started with a company 
called XYZ, that’s actually technically still part of ABC Company. What that basically 
did is it used [artificial intelligence] AI, it’s still around, you can try it XYZ.com.” 
A focus group member who shared her experience supported this finding: “My 
venture began after my stint in public policy and my own history of inter-generational 
trauma. I realized the mainstream health system was never going to be able to support me 
or my community, so I went grassroots.” 
Found/filled gap in market. The universal nature of the occurrence of 
advancements frequently creates the space for new ideas to come to fruition. As new 
ideas come to fruition, they are often birthed from filling gaps in existing market markets. 
As one participant, Trevor Vaughn, acknowledged, looking at existing untapped areas of 
difficulty in an industry can spark new ideas. 
Really looking at what the dysfunctions in the JKL industry are. So the 
blockchain business that we’re launching is very much focused on 
addressing those dysfunctions. It’s a business that I don’t think could be run 
on any other type of technology that’s available today, so that’s why we’re 
doing it, because of the unique capabilities of blockchain and the token 
system affords. 
Like Trevor, Bell James described the importance of bridging a gap in diversity 
through the pursuit of a tech endeavor: “The reason why … we’re really kind of going 
hard for it is just like, if we continue with the current rates of hiring for diverse 
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professionals, we’re not going to hit any type of goal until 2075. So something’s got to 
change, right?” Ebony Smith additionally shared a similar experience, noting a difference 
in the ways information was shared and the gap that her organization could fill. She 
emphasizes that “there are other companies who send information to my customer, but I 
never heard about anything that was getting information from them.” 
A focus group member who shared her experience supported this finding: “After 
being diagnosed with a … tumor … and discovering that most stores didn’t provide 
chemical-free feminine care, I launched ABC Company to increase access to safer 
solutions.” 
Problem sparked idea. Societally we encounter situations that impact the course 
of our actions each day. Of these experiences, some tend to be gratifying, while others 
present problems. Additionally, some experiences tend to show signs of both gratification 
and difficulty. Black tech entrepreneurs identified these difficult situations as problems 
that led to the pursuit of their business endeavors. Founder Noah Gunther shared that his 
organization was “founded out of pain,” and Ade Babette shared that his friends were 
“having a lot of issues” in a given market. 
Lawrence Campbell described how an experience visiting a mental health 
practitioner led him to discover a problem where technology could serve as the solution:  
There had to be a way that there was an easier way to find therapy as a 
person of color. My first experience with therapy was after losing my 
mother. I believed in the stigma, I didn’t approach therapy with an open 
mind, but until someone noticed, after my mother passed, that I wasn’t 
eating or sleeping well. That’s when they recommended therapy and I may 
have not went if they didn’t go with me. 
Mark Wilson shared a similar sentiment about a problem he witnessed in media 
that led to the creation of his tech endeavor: 
I realized that I was actually plugging into a large problem in media, 
which was a lack of representation, but more accurately a lack of tools on the 
part of the low level content creators. Then, I started to kind of build on that 
narrative a bit. Then I was able to see this lack of tool presence for level 
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content creators actually works up to a lack of awareness at the media 
strategy level in big organizations and agency. 
Adrian Harris described a problem he encountered in graduate school that led him 
to the creation of his app: 
Yeah, it was something happened. Pretty much, when I was in grad 
school I wanted to do like a pickup game of basketball, right? I was like 
there’s no app for that or whatnot. I could put it on Facebook, but I’m only 
tied to my Facebook friends, right? Only 300 people and such, so I’m like... 
there has to be at least ten people within the whole city … that want to play 
basketball right now. How can I make that happen? 
A focus group member who shared his experience supported this finding: 
The idea came to me after a group trip … with some college buddies 
almost entirely fell apart. What started off as a party of 12 enthusiastic guys 
dwindled to just two after that first payment was due…. Right then I knew 
there had to be a better way to manage group travel planning. 
In Jade Edward’s critical incident report, she shared similar sentiments relating to a 
problem sparking an idea. She shared: “Necessity is the mother of invention; things 
change; there is more than one way of doing many things; profitable solutions are often 
simple.” 
Create a Viable Product 
Ideas can be acted upon or fleeting if the individual encountering the initial thought 
so chooses. In the case of the participants in this study, tech ideas formed the base upon 
which their companies were brought to fruition. When they confronted a problem, 
noticed a gap in the market, or encountered an experience in the midst of current 
endeavors, Black tech entrepreneurs determined to further explore their initial thoughts 
regarding these experiences in an effort to provide solutions. 
One way Black tech entrepreneurs discussed providing solutions was by creating 
viable products. Creation of viable products was delineated by the following actions: 
(a) consumer market research, (b) creating a pilot/beta, and (c) setting goals and/or plans. 
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Consumer market research. Entrepreneurs instinctually described feeling 
something uniquely different when encountering experiences that led to the initial idea 
for the creation of their businesses. In a culture where ideas constantly evolve and grow, 
instinct does not necessarily equate to serving as the best predictor of the feasibility of an 
idea. Historical recollections of companies and situations over time lend to support the 
idea that instinctual ideas alone do not serve to launch and grow businesses. Such ideas 
evoke, in Black tech entrepreneurs, the desire to further explore the potential for an 
endeavor to come to fruition and grow. 
Without analysis of the market their ideas cater to, Black tech entrepreneurs can 
run the risk of building companies that fulfill numerous functions that may not 
necessarily provide solutions for their prospective consumers. Hence, further defining 
their consumers through consumer market research was important for the participants of 
this study. Participant Dominick Knight described identifying feedback from his clients 
when he shared the following: 
We sat down, had an ideation session, came up with a few solutions, and 
then took those solutions and did some market testing. So we talked to 
executives at some of the entertainment and other companies that were 
currently in our client list, folks that we have good relationships with and 
asked them, you know do you see this as a problem? And do you see one of 
these solutions as a good solution to the problem? Got some positive 
feedback on some approaches, negative feedback on others. 
Heaven Benjamin described a similar experience where she highlights the 
importance of serving as a researcher. She stated, “I kind of purposely became a 
researcher because I figured that that would be very important when it came time to 
actually being able to pull together facts for the company.” 
James Washington noted similar sentiments when he illustrated: 
For the most part it was like, once we identified that person and we 
identified what they really needed, like, “What’s that one thing that they 
really need?” then we were able to be, I think, successful … make sure you 
understand who you’re making the product for, because you can’t get real 
feedback if you don’t know who to get it from. 
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Ebony Smith additionally shared the importance of being on the ground speaking 
to people to explore their thoughts and needs. She described: “So I just started to just try 
and talk to as many principals and parents and parent organizations as possible.” 
A focus group member who shared his experience supported this finding: 
I decided to take a … course … that was focused on the future of fin-
tech and venture planning. I also took a course on how to launch your 
minimally viable product (MVP) in 30 days…. Combined, these courses 
provided a framework for how to develop a product. During the courses I 
conducted both the foundational and the survey market research to develop 
my opportunity hypothesis. 
Create pilot and/or beta. Several participants shared the benefits of creating a 
pilot or beta version of their technological idea. Participant Brooke Johnson shared that 
“people are really interested in potentially investing in it its just pulling your prototype 
together.” Dominick Knight also shared that: “ once we got a good solution, what we 
thought was a good solution together, we built an MVP [minimal viable product or 
pilot].” 
David Andrews echoed a similar experience when he described how having a 
“vessel” or sample of his product would help others to see the potential in his endeavor. 
He shared: 
It’s been a thing where now what I’m starting to do is, with the speaking 
engagements, with the content that I’m creating, and with the documentary 
series, so now I have a vessel that I can ask people to pour into with no 
conscious reserve, because I’m trying to do something that the world needs, 
which is show you and whoever you care about how to love yourself, and so 
now I have the opportunity to meet with sponsors and different companies 
that would able to commit donations and things like that, and so now it’s 
really getting interesting. 
Alexis Clarke described that creating a beta would provide her with greater 
freedom in her endeavor when she seeks funding to scale. She shared that “my next big 
goal is to have a beta test to have some user feedback and information that can make me 
more appealing when that time comes.” 
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Xavier Lewis recommended that having a pilot or beta would help his company. 
Here is how Xavier detailed it: “Our primary goal is getting this right. Getting this right, 
really, really right, nailing it, and then from there, as we start approaching the glass 
ceiling due to the limitations that exist within this niche market, that we start exposing 
ourselves elsewhere.” 
A focus group member supported this finding by sharing his experience securing 
designers to facilitate the process of launching his tech idea: “I contracted designers on 
Fiverr to build landing pages and design prototypes in InVision.” 
Setting goals/plans. Participants also addressed goal setting or creating plans as an 
opportunity to set their ideas in motion. Brooke Johnson expressed that “I just need to sit 
down and really put together a plan because I know that it’s going to happen this year.” 
Ebony expressed a similar sentiment that has enabled her to keep her idea in 
motion: 
I’m new on this entrepreneurship journey, but like the thing that I do see 
as it just sometimes the most helpful thing for you to just focus on the next 
thing that you’d like.... I had set a goal in my mind that I wanted to see over 
the summer, if I could get five schools to pay, to be paid subscribers.... 
One focus group participant responded to a colleague in agreement with the actions 
she took to start her venture, at which point he spoke about setting goals: “These are 
certainly all the right things to which you could set goals and milestones. With discipline 
and determination (coupled with capital), you can certainly execute on these tasks.” 
Building a Team 
In identifying opportunities to bring their tech ideas to fruition, Black tech 
entrepreneurs share that building a team was an element of the process. Once an idea is 
set in motion, there are a multitude of tasks entrepreneurs have to engage in, in order to 
enable the ideas to thrive. Entrepreneurs highlighted that these tasks often demand 
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support in the form of a team. When developing teams, each organization’s teams take 
differing shapes and forms. 
As participants descried the necessity to building teams, it became apparent that 
their responses were delineated into the following areas: (a) finding a skilled co-founder, 
(b) enabling the team/market to propel the work, and (c) fostering team cohesion. 
Finding a skilled cofounder. The tech entrepreneurship arena is one in which 
some entrepreneurs endeavor to grow an idea, but only hold a business background and 
seek to learn programming. Or others hold a programming background and seek to learn 
elements of business. Additional entrepreneurs may hold skills in both areas or decide to 
build a business with little to no experience. Many Black tech entrepreneurs described 
finding a cofounder that had complementary skills as a way to help their business 
endeavors come to fruition. The participants suggested that cofounders bring unique 
skills that supported growing their organizations. 
One participant, Terrell Williams, shared that “I wanted to find a partner who knew 
how to buy the buildings and get funding. Right so that if we partner ... they have the 
network to go get us the money and the building, and I have the ability to maximize the 
money we make off it.” 
Another participant, Joe Newland, shared that he met his cofounder an unexpected 
way and highlighted the differences in their networks: “My co-founder … we met … 
because we were the two youngest…. He went to ABC University, so his network was 
very different to mine.” 
An additional participant, Noah Gunther, discussed the experiences one of his chief 
team members brought to the organization: “When I met Gabe, my CTO, he ran two 
firms before. I ran, actually, another different tech firm before this one that was online 
broadcasting, which is different from what we’re doing.” 
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Team and/or market propel work. Several participants discussed a team and/or 
how the market facilitated or can facilitate the process of propelling their tech endeavors 
forward. Participant Alexis Clarke identified that: 
I’m a solo founder … interviewing a prospective CTO who seems like 
he could be a good fit but I think there’s also this thing when you’re a solo 
founder, knowing that there’s just one of you that a team can move a lot 
faster. And so sometimes you don’t share as much as you should with not 
everybody, I don’t believe in that, but with the right people so that you get 
further along and get the right resources and stuff like that.... Kind of finding 
trusted confidants in the tech space that can help. 
Xavier Lewis shared the importance of a team shaping a tech company’s product 
and presenting a positive perception in the eyes of investors: 
The team and having the right team, it’s not just about having people 
that are willing to execute, put in the grit, and do the work. Having a moat 
that exists within your business that’s unique to your team makes investors 
considerably less wary of writing that check. 
Ebony Smith additionally identified that a team could help as an entrepreneur seeks 
to endeavor further: “Finding folks who will push you to think big ... that’s also really a 
good push. Cause then … you’re like so I don’t want to let the schools down and I don’t 
want to let this team of people down.” 
One focus group participant supported this finding by sharing that one of the 
actions he took was to “find a team of dedicated individuals.” 
Build Credibility/Following 
In addition to many entrepreneurs explaining that it was helpful finding a 
cofounder or identifying that the team and/or market propelled their work, others 
contested that it was important to: (a) build their following and/or (b) credibility. 
Build following. Entrepreneurs reference a following as being a key contributor to 
growing their organizations. In order for their ideas to grow, participants noted that a 
following would enable the endeavor to spread to wider populations. 
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Jason Patterson expounded on building trust and gaining steam, which grew his 
company’s following: “We started getting traction … so we were able to build a lot of 
trust really quickly with an audience ‘cause we were just reporting on stuff that were 
coming from activists.” 
Ade Babette described the importance of influencers helping to create a buzz 
around bringing his idea to fruition, creating the potential for his company to launch and 
grow. He shared that he: 
invited all those folks out; gave them all the t-shirt, so we made them 
t-shirts; and then what we did the day of our launch, we just said, 
“everybody here wear your t-shirt” … all the biggest influencers on our 
campus, from the arts to business to whatever, we’re all wearing the shirt.... I 
knew that we needed to get influencers from the university involved early. 
So professors are asking about it, students are asking about it, like, “What is 
this?” And that’s how it kicked started. 
Build credibility. Credibility is identified as a component that enables business 
organizations, foundations, orators, and academics to thrive. Participants identified that it 
has the potential to enable a tech idea to perpetually grow. Participant Dave Augustus 
shared the important value of “trust” facilitating the opportunity to build credibility. 
Meanwhile Joe Newland highlighted the importance of working within specific 
organizations as an element of garnering credibility to grow his idea: 
The reason we went to ABC Startups was to basically garner the 
credibility.... That’s how we looked at it. It was one of those things where, 
we definitely need capital to run the company because the complexity of 
what we’re doing requires more people. 
Furthermore, Noah Gunther described building credibility in the form of 
partnerships to facilitate the potential for his tech company to grow: 
What our thesis was, was that we have to build it alongside being a 
proprietary trader, trading the product ourselves, to show that it can be done 





An overwhelming majority of participants (91%) described seeking the 
counsel of “expert” others as a key action in securing funding to grow their 
companies. 
The tech entrepreneurial landscape is one that demands funding if an entrepreneur 
wishes to operate at scale—i.e., increase in size. Traditionally, a large majority of 
entrepreneurs seek to operate at scale and, in an effort to do so, engage in numerous 
behaviors to grow the financial capacity to reach wider audiences. Identifying 
mechanisms to generate funding can also support facilitating the iterative process of team 
onboarding, refining services offered, and more. In an overwhelming majority of cases 
(91%), Black tech entrepreneurs described seeking the counsel of “expert” others playing 
a leading role in securing funding to grow their companies. See Appendix M: 
Distribution Chart—Finding 2 for a full list of the key actions taken to secure funding. 
 




An overwhelming majority of participants (91%) described seeking the counsel of “expert” others 
as a key action in securing funding to grow their companies. 
 
Participants reported the following: 
 
• Seeking Counsel from “Expert” Others (20 of 22, 91%) 
o Networking 
o Mentor/Advisor/Investor 
o Benchmark against other organizations 
 
• Securing External Funding/Partnerships (17 of 22, 77%) 
o Pitch idea 
o Develop partnerships 
o Apply for grants 
 
• Generating Internal Funding (13 of 22, 59%) 
o Bootstrapping 




Table 4.2 (continued) 
 
 
• Hosting Events and/or Conferences (4 of 22, 18%) 
 
• Determining who will Secure Funding (3 of 22, 14%) 
 
• Preferred Not to Raise Funding Externally (3 of 22, 14%) 
 
Seeking Counsel from “Expert” Others 
Black tech entrepreneurs identified that there are a host of actions they take to 
secure the funding needed to support their businesses. Their primary action that led the 
process of growing their businesses was seeking counsel from “expert” others. As 
participants described their mechanisms taken in seeking counsel from “expert” others, it 
became evident that counsel occurred in a variety of ways, which included: 
(a) networking, (b) communicating with mentors, advisors, and/or investors, and 
(c) benchmarking against other organizations. 
Networking. Seeking counsel from “expert” others occurred for Black tech 
entrepreneurs in the form of conversations they shared to better interpret and navigate the 
technological entrepreneurship landscape. Networking, participants shared, facilitated old 
and new connections, increasing the potential to foster relationships that support their 
business endeavors. Black tech entrepreneurs described a variety of benefits that came by 
way of these conversations and/or fostered relationships with others. 
One participant, Jason Patterson, shared the importance of networking and forming 
a relationship with others that helped facilitate securing support to launch and grow. He 
stated that: 
Knowing whom you’re asking and once you ask them something that’s 
in their wheelhouse.... Off of your relationship that’s built, I very rarely got a 
no. If I’ve asked the person like, “Hey, I’m going through this thing. Can I 
get ten-minutes? I just want to understand.” I can connect those dots…. I 
think asking for help is really important and really being tactical about what 
you need. The more specific you get with your ask, the higher quality 
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reception you get. I’ve seen myself level up professionally as I’ve asked for 
specific help. “Do you know this person in this type of environment, because 
I’m looking to do this.” People love being known for their expertise. 
Another participant, Dave Augustus, detailed how his network connected him to 
greater opportunities to secure funding. Dave shared that “I’ll explain how that 
experience was, that I walk into a room, I speak to investors and, you know, you get 
sometimes and can tell that you may be in a room due to a favor, or you may be in a room 
due to a contact or your network.” 
Participant Joe Newland illustrated the importance of a network that can aid in 
facilitating the process of securing funding by describing a ceiling that can exist without 
the proper support: 
You can work as hard as you want but if you do not network properly, 
you have a ceiling. I think that’s kind of important for people to understand. 
You can have the best idea in the world but if you don’t have a network to 
make it exist, then it’s worthless.... My company’s successful because when 
my clients go talk to other people, they know me too and they’re like, “Oh, 
that idea is great. We love this project.” It’s a group think thing. I’m not 
hitting clients one-by-one but my clients are talking to each other. 
Mark Wilson described how he was able to secure his first large investor by 
networking with a fellow co-working space renter late one evening: 
I’m sitting there, and this really unassuming guy sits next to me.... I’m 
like “you’re here at 1 am, why are you here at 1 am?” I paid him no mind. 
He’s like five desks down from me and he’s working on his stuff, I’m 
working stuff. Then, I can see him looking at me. I can see him looking at 
my screen. “I’m like, can I help you?” He’s like “What are you working on, 
that’s a really good.... So, in the end we end up talking through the whole 
thing for like two three hours. Then, within 24 hours he invested…. I did all 
of this stuff, and it resulted nothing. But I sit there at one a.m. in a 
co-working space and this dude invested. 
Bell James described networking online and shared the benefits it could provide for 
an entrepreneur’s initiatives: “If you don’t know it, you know Google and you know 
LinkedIn and you know the people that will be able to kind of connect you to all the 
things you need to get to.” 
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David Andrews discussed the value of speaking to numerous parties due to each 
individual sharing a diversity of experiences based on their backgrounds: 
We have to learn to communicate with each other to save ourselves. 
Instead of looking at Instagram and the Internet and all this other stuff, we 
got people we walk past every day that we don’t connect with and it doesn’t 
even necessarily have to be a Black tech entrepreneur. I ask … people all the 
time what they know..., Because you came from a direction. 
Lastly, James Washington shared the value of networking leading to securing 
investments: 
You look at all of these big companies and you think, “Oh, these are 
brand new people coming out of the woodwork with this idea and they’re 
suddenly killing it.” No. They’re all backed by somebody that’s been in the 
industry for a long time. That’s why when you look at the investors, they’re 
invested in all of the major things because they have the money. They 
literally are controlling what’s coming to fruition. So if you can find 
someone that has that plug, like they can get you in front of them, that can 
help you build those relationships, that’s huge. It’s absolutely huge. 
Another focus group participant supported this finding by sharing the advantages 
and disadvantages of lacking a strong influential network: 
Lack of strong, influential network—At the end of the day, startups are 
networked business. Expertise is concentrated in certain networks. Capital is 
concentrated in certain networks. Significant sales leads are concentrated in 
certain networks. The people without networks wait outside the club all night 
hoping they might get in. The people with strong networks don’t have to 
wait online and they don’t pay cover charges. 
Mentor, advisor, and/or investor. Black tech entrepreneurs described actions to 
secure funding through the process, seeking counsel from “expert” others additionally in 
the form of relationships with mentors, advisors, and/or investors. 
Participant Lawrence Campbell referenced his experience seeking mentorship that 
enabled him to navigate the process of scaling: 
As I mentioned, my partner Joe, he was my mentor in the sense of 
entrepreneurship. He learned from his dad and his businesses, and he was 
able to implement those things into our other business, the website business, 
and then while building that with him, I’m able to learn how to grow and 
scale businesses as well. 
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Dave Augustus described contributing to investors, which enabled him to look 
more attractive to them and allowed him to gain access to different resources to support 
his tech company: 
I just find a few folks that I was interested in and I found a way to be a 
part of their circle, find a way to help them, find a way to contribute to what 
they’re doing and in turn, they’ll be more interested in me. So we started 
doing some of those things with some key folks. One was an angel investor, 
another was a branding person, so we getting the different resources. And so 
a lot of it has been relationship-based. 
Another participant, Noah Gunther, described his journey through speaking to 
investors or venture capitalists directly in the space: “Get constant feedback quickly from 
VCs in the space…. You really have to find the VC that knows your space, or funder that 
knows your space, or investor that knows your space to go forward.” 
Participant Dominick Knight described seeking advisement in the form of speaking 
with venture capitalists and angel investors the first time an entrepreneur meets with them 
and their perspectives on outcomes when done that way: 
We certainly have had some conversations with folks in the venture 
capitalist (VC) space and angel investors, just because you don’t want the 
first time you speak to someone to be you asking them for money. And so, I 
think relationships early on are really important whether you want to raise 
immediately or whether you want to raise down the road. 
A focus group participant identified he was able to receive support to refine his 
company in the form of advisement in the following way: “I earned desk space at … a 
leading travel startup incubator, and really got a lot of help and feedback refining the 
idea.” Another focus group participant shared that he explored receiving guidance for his 
tech endeavor to fill gaps in expertise. He discussed actions he has taken to grow his 




In Black tech entrepreneur Alexandria Carroll’s critical incident questionnaire, she 
detailed the great value that mentorship brought to her through an entrepreneurial startup 
incubator: 
Alumni of the program come back and tell candid experiences about all 
aspects of running a business, including fundraising, hiring and firing, 
winning and losing customers, etc. The perspective helps you peek behind 
the veil of some of these companies and realize that every founder will face 
huge challenges, but that those obstacles can be overcome. 
Benchmarking against other organizations. A final form of seeking advisement 
Black tech entrepreneurs referenced came through benchmarking other organizations. 
When entrepreneurs benchmarked other organizations, participant Lawrence Campbell 
described benchmarking serving as “examples.” 
Black tech entrepreneur Bell James illustrated that gaining advisement through the 
example of others in the industry has helped her team determine the actions that can align 
their company for funding opportunities: 
And so seeing other people actually have visibility when they’re 
pitching their company and actual investors that would throw money at them 
be like asking these very specific questions, it allowed us to kind of be like, 
okay. So this is the reason why we weren’t getting any feedback. But had we 
not had that space where people to be very candid about it … we would have 
been in the same spot that we were a year ago. 
Another participant, Xavier Lewis, described a dialogue he had with another 
organization in a similar space serving as a reference point for the actions his company 
would take to secure funding: 
We’re talking office spaces, we’re going over funding strategies on how 
to like secure investors. We’re saying, “Hey, did you look into this 
company? They funded this company. So, they might be able to make an 
enterprise move and you can position that as a value proposition when you 
talk to them.” So, like they all try to help each other out. You’re dealing with 
a lot of incredibly conscious people that are very level headed. You’re 
dealing with future CEOs. So, you’re dealing with people that can be really, 
really very knowledgeable, very awesome, and willing to help. 
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Securing External Funding and/or Partnerships  
Another type of action to secure funding for Black tech entrepreneurs was to secure 
external funding and/or partnerships. External funding, the entrepreneurs connoted, 
served as a mechanism to grow their tech businesses. Black tech entrepreneurs described 
securing funding through: (a) pitching their idea to investors, (b) developing partnerships, 
and (c) applying for grants. 
Pitching idea. Participants described the need to pitch their ideas in order to secure 
funding to grow. Pitching served as a form of sharing information pertinent to their 
companies, participants shared. 
Dominick Knight shared that his company would scale quickly, leading to the need 
for capital through means of pitching: “Now, at some point, because we expect this 
company to grow quickly and we expect it to get big, we’re going to need some outside 
capital and so at the appropriate time we’ll definitely start pitching….” 
Bell James described the importance of sharing her company’s ideas in an effort to 
secure and grow funding: “So we did a lot of, we did few pitch[es] ... just opportunities 
for us to just share what our model was and just see how it stuck with people.” 
Participant Alexis Clarke described how pitching led her to secure a grant that 
enabled her to begin to launch and grow her company: 
If I’m not gonna have a beta site that I can test and have up and running 
to get data and sort of help with the product market fit, then I’m going to try 
to look at, sort of pitch competitions and funding opportunities that don’t 
take equity in the interim. I ended up applying and was successful in being a 
prize winner in one of the big business planning competitions through the 
city, so I think it was a $10,000 prize…. 
Black tech entrepreneur Adrian Harris described his process in pursuit of securing 
funding as learning the language necessary to pitch for external funding: “From there, for 
the next five years, I’ve just been going back and forth to Silicon Valley, learning how to 
pitch, learning how to talk with investors and customers, it’s a different lingo.” 
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Xavier Lewis described his company’s journey to secure funding through the 
process of pitch competitions after leaving his previous employer: 
Our journey began by us doing a series of pitch competitions in hopes of 
securing investment. Or rather, our journey post XYZ Company was more 
focused on competitions. And as we got better and learned more, developed 
a better understanding on how to talk investor, we planted many seeds…. 
Developing partnerships. Developing partnerships served as another form of 
financial support that Black tech entrepreneurs shared made their endeavors attractive to 
secure funding. Ade Babette highlighted the value of partnerships, stating: “We started 
chunking off checks from our partners, and that was able to sustain and help us grow as 
well.” 
Participant Bell James discussed how partnerships enabled her organization to 
grow: “We’ve looped in two partners that were jumped on board because they felt and 
saw the experience that we had with our panels from CDE Company.” 
Terrance Hill identified partnerships helping his company to grow: “Then we’ll ask 
for a partnership with another chamber … so that we can concurrently list businesses.” 
Xavier Lewis shared similar sentiments, acknowledging the growth his business 
would experience by way of partnerships: “We’ve recently partnered with EYS Firm, 
another property management company. So, it’s like now we’re introducing more 
channels to our service and we’re building a lot more momentum.” 
A focus group participant shared how partnerships arose as he went through the 
customer feedback process to refine his tech idea: “The idea and concept evolved 
incrementally with customer feedback. Partnership opportunities also opened up as the 
idea concept started to crystallize.” 
Applying for grants. In addition to pitching their organizations and developing 
partnerships, Black tech entrepreneurs spoke of seeking external investments in the form 
of applying for grants. Participants described the process of applying for grants as a way 
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that enabled them to continue the necessary functions to enable their organizations to 
thrive. 
Jason Patterson shared that his organization targeted funding opportunities from 
organizations that were interested in supporting companies in his industry: “We got some 
grants.... So people that were sort of in that … looking to fund new media ventures. NOP 
Company also as a firm looking to fund what they would call ‘community or citizen 
media or journalism,’ which is sort of a lane we fall into....” 
Another Black tech entrepreneurial participant, Alexis Clarke, shared the 
structuring of the grant she applied for by describing the work the grant entailed due to 
the stage in the developmental she was in: 
They had a very specific structure; it was like a 20-page report. It was 
way more robust than what the average technology entrepreneur does to 
raise money, but it was good because it was basically for businesses that had 
less than $10,000 in revenue, so obviously very early stage and in addition to 
just the grant money…. 
Generate Internal Funding 
The business landscape to date is one that requires investments in numerous shapes 
and forms. Individual capital is generally a component of the conversation when it comes 
to entrepreneurs forming the building blocks for launching and growing their 
organizations. As illustrated by participants’ responses, an additional action taken to 
secure funding was to raise internal funding. The two forms of raising internal funding 
were: (a) bootstrapping, and (b) funding from friends and family. 
Bootstrapping. A form of generating internal funding was defined as 
bootstrapping. Bootstrapping is known as a self-funding that comes from the entrepreneur 
internally. Numerous entrepreneurs noted that they were self-funding their endeavors. 
Participant Ebony Smith shared: “Until January I was self-funding all of it,” while Terrell 
Williams shared: “I was only focusing on how can I make money on my own and that’s 
why I ended up doing events and conferences.” 
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Participant Camden Dean identified funding his tech endeavor internally due to his 
experience as a seasoned entrepreneur: 
I’ve been funding it myself, part and parcel..., I’m an experienced 
entrepreneur, sold a company. I’ve worked; have savings, my own wealth. I 
don’t want to deal with … venture capitalist people telling me that 
something can’t work, and so I just … we’re gonna get it to a point where 
that question is answered, and then it’s a matter of, okay, I need money to 
grow. And that’s what really.... What I would tell and counsel young 
entrepreneurs that might seek venture capital? I would just say, “Replace 
venture capitalist with commercial banker.” And in the same way that you 
would have to convince a commercial banker to take out a loan on your 
business, you have to do the same with a venture capitalist. 
An additional participant, Ade Babette, identified that his company needed money 
very early on and dedicated his time to raising money internally. He stated, “We were 
bootstrapping, it’s funny I was, this was a while ago. I was looking through my emails 
and I guess I knew we needed funding, even early on.” 
A third participant, Trevor Vaughn, shared that his organization used internal 
capital to convert external capital into funding: 
What we did was, we put the initial capital in, and then we started a 
token sale, a free sale, that’s private. And because we run a fund, we know 
how to do that in a way that’s compliant with the FCC. You just basically do 
it like you were going to raise money for a fund…. We have been doing that, 
and we did raise a small amount of additional equity capital, not just selling 
tokens, right after we put our seed capital in…. 
Ebony Smith, a participant in this study, delineated that after accumulating wealth 
over a large portion of her life, she was able to use internal funding for her endeavor: 
I think it’s like legitimate, like being 41 and actually having saved up 
money finally, which was something I would not have been able to say really 
probably for like until I was like 36, 37, I think I just hadn’t seen that kind of 
money. So, um, and it really, to be honest, it wasn’t the only reason I was 
able to save it to us from selling the house and some other things … say 
probably by January of this year I’d spend $50,000 of my own money. 
A focus group member supported these findings when he shared that he was 
beginning the process of bootstrapping to assist in the development of his tech company: 
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“Now I’m preparing to start development in March. We’re in our last design sprint and I 
need to save money to bootstrap development.” 
Friends and family funding. An additional form of generating internal funding 
came through raising money from friends and family. Black tech entrepreneurs detailed 
this type of funding minimally, but in unique ways. 
Participant Dave Augustus shared his experience, simply identifying the type of 
funding his organization needed: “asking friends and family, ‘Hey, invest in us. We will 
give you a SAFE note.’ That type of thing, so a lot of it has been that.” 
Another participant, Noah Gunther, shared that his organization raised funding 
internally, using a term familiar to the tech landscape: “We did a friends and family 
round.” 
Ade Babette described his family pitching together to provide funding for him as 
his idea was in its initial growth stages: 
I remember my little sister and my older sister pitched in together to 
help me cover one month of payment. My co-founder, Felix, covered a 
month of payment. At the time he had a full-time job, I think my mom even 
helped me cover a payment. So it was like a real collective effort to keep this 
going. 
Host Events and/or Conferences 
Events and/or conferences were one mechanism by which Black tech entrepreneurs 
identified that they were able to interact with prospective parties interested in their 
organizations in the pursuit of seeking external funding. These interactions occurred in 
the form of connections with old contacts, new clients, and/or prospective investors. 
One participant, Mark Wilson, described how his goal was to have all investors in 
one room to share his tech endeavor: “I got every investor I knew, I put ... I booked a 
co-working space, and I got them all in a room, and I said we’re doing this big event and 
I’m going to tell you what I’m working on, if you can invest come through. Got about 
200 people showed up, all investors.” 
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Another participant, Jason Patterson, shared that hosting a conference was also a 
great way to bring his clients together and allow them the freedom to express their 
perspectives. 
We knew it was needed. We knew. But this year, especially, to see that 
and given what was happening in 2017 and the pressure people felt like they 
were under and a lot of the things that you were seeing outright, to me it 
became a really really important touch point of.... People need, we deserve 
spaces. We don’t have space. People just want space to just breathe. I was 
walking around [the conference] and people just were like breathing. There 
was all the things we said there was gonna be, but really what was the most 
palpable was people were just exhaling. Just “I am okay.” 
Determining Who Will Secure Funding 
Several Black tech entrepreneurs described that an additional action to secure 
funding was to determine who the face of funding was or, in other words, who would 
represent the tech company as the company endeavored to secure funding opportunities. 
A select number of participants shared this sentiment. 
Participant Jason Patterson elaborated on this notion, sharing that he is content with 
his co-founder role within his tech company and wishes to elevate his fellow co-founder 
who is the company’s chief executive officer (CEO): 
Yeah, just really want her to win. Make sure she has the space she needs 
and she’s always seen as the leader and founder and whenever I tell the 
story, it’s like, “This was [her] idea.” Yeah, just public support from black 
men. I just think it’s an important thing that hopefully ten, fifteen years from 
now, people can be like, “Hey man, it was cool that these dudes supported 
their CEO who’s really good, really smart, really talented. Oh, and she’s also 
a woman.” 
Another participant, Dave Augustus, spoke about how the co-founder and CEO of 
their tech entrepreneurial endeavor shared that his strong skill was not garnering funding 
and described wanting to bring someone onboard to fulfill the role. He detailed that: 
He didn’t have that so he needed somebody that had that type of 
personality and mindset to do it. And being that we kind of kept in touch and 
just talked about various different things throughout those couple of years 
we’ve known each other, he was just like, “I’d like for you to come on and 
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be my Chief Marketing Officer (CMO).” So I started out being the CMO 
based upon because there was a gap. 
A participant, James Washington, shared the importance of identifying who will 
strive to secure funding for his tech company. James shared that: “it’s definitely 
something to think about like, who is your person that’s going to be the face for funding? 
Because that does make a huge deal.” 
Preferred Not to Raise External Funding  
Lastly, a few participants described that they had not desired to secure funding 
from external sources. Participants referenced potentially not fitting the mold to secure 
funding or feeling as though their endeavors would grow quicker if the funding came 
from internally. 
Participant, Lawrence Campbell illustrated this by sharing: 
That’s just the part of the process that just sucks, because I had to come 
out my own pocket for the last two years to get this far because I wouldn’t 
get the support anywhere else, and I’m almost to the point of turned off from 
it enough to say.... Just thinking last night, maybe it’s not worth me 
fundraising at this point anymore. Maybe it’s just about me turning around, 
growing the business, and going from there…. People and entrepreneurs are 
learning ways to build startups without needing funding. Funding should not 
be the first go-to in a lot of business models unless you’re building a 
hardware product or something that needs a little bit more up-front cost. But 
if it’s just software, you should be able to get that done without a lot of 
funding. 
Terrell Williams, another Black tech entrepreneur, shared that he felt he was not 
the best person to secure funding: “I’m not really sure I’m the best person to raise money, 
because if you raise money, your investors are your bosses to a certain degree and the 




A strong majority of participants (82%) described that they learned to grow 
their businesses largely in informal ways through dialogue with others. 
Learning occurs in numerous facets and forms. Black tech entrepreneurs described 
their learning experiences in a multitude of ways. A strong majority of participants (82%) 
described that they learned to grow their businesses largely in informal ways through 
dialogue with others. See Appendix M: Distribution Chart—Finding 3 for a full list 
describing how Black tech entrepreneurs learn. 
 
Table 4.3. Finding 3 Outline 
 
Finding 3 
A strong majority of participants (82%) described that they learned to grow their businesses 
largely in informal ways through dialogue with others. 
 
Participants reported the following: 
 
• Dialogue with Others (18 of 22, 82%) 
o Mentors, advisors, and/or investors 
o Friends, family, and/or colleagues 
 
• Observation (15 of 22, 68%) 
o Read books, audiobooks, and/or watch videos 
o Observation of others’ experiences 
o Observation by attending events 
 
• Trial and Error (14 of 22, 64%) 
 
• Attended Formal Program (11 of 22, 50%) 
o Join accelerators, incubators, and/or institutes 
o Educational School Setting 
 
• Experiential Learning (7 of 22, 32%) 
o Draw on past experiences 
 
Reflection (6 of 22, 27%) 
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Dialogue with Others 
The entrepreneurial field is one where the strength of a business is built on the 
form in which an entrepreneur learns, negotiates, and shares their business with a 
specified population. Learning is a key component of this process. Through this study, 
Black tech entrepreneurs shared that they learned in a variety of ways. The leading way 
entrepreneurial founders learned was through dialogue with others. Dialogue with others 
occurred in two different forms, with: (a) mentors, advisors, and/or investors, and 
(b) friends, family, and colleagues. 
Mentors, advisors, and/or investors. The learning process many participants 
exuded came through learning from those seasoned and/or esteemed in the tech industry. 
Participants conveyed that mentors, advisors, and/or investors served as key guides in 
helping entrepreneurs navigate the tech landscape. One participant, Joe Newland, shared 
that: “I have lots of mentors around me. I’ll be like, ‘Hey, what do you think of this?’ 
They’ll be like, ‘Well, I’ve seen this before. I’ve seen that.’”  
Another participant, Xavier Lewis, discussed how his advisor encouraged him to 
see his business from a broader lens: 
I just got out of an advisor meeting where he’s like, “Hey, you know, 
seems like things are going well, but when you start getting ready to go for 
the international pool, you might want to do a pivot… That way you’re 
removing the liability from your service, and yes, you’d be able to have 
control, but you allow yourself to scale a lot more aggressively and you’re 
still solving the problem. You take that back, you tell me if it solves enough 
of the problem and then I’d be interested if you’re willing to gain some 
experience with it.” Would I have gotten that idea without him? No. 
Participant Heaven Benjamin shared that it is beneficial to have mentors at all 
levels that will enable the tech entrepreneur to envision their ultimate goal and the steps 
necessary to get there: 
I would say to have different levels of mentors, from peer level to next-
step level to goal level. What I mean by that, like somebody that’s on the 
same level as you, for you to be able to exchange notes; somebody that’s in 
the immediate next position that you’re trying to get to; and somebody that’s 




Bell James elaborated on how her interaction with an experienced gentleman in the 
tech realm enabled her and her co-founder to better articulate their company’s story: 
So from there, he really kind of just sat us down and was like, okay, so 
what’s the problem, what’s the business? And we were over here spit 
balling, just throwing things over on the wall and he’s just helping us 
organize this over into blocks. Even for right now, like it was just that 
support. Had we not had that conversation, granted all the things that he said 
to us we already knew. It’s not like we were like, oh my God, this is what 
we’re doing. It was just more so just like, we’ve been doing this. We just 
couldn’t get our shit together and actually just like articulate what it was that 
we just needed to actually do so.  
Tech entrepreneur Alexis Clarke described how a funding opportunity led her to 
seek mentorship: 
Some of the other requirements were that you meet with an advisor at 
least once through the city’s small business development centers and stuff 
like that, so those were resources that I hadn’t really thought about or 
pursued before and I actually have gotten some good opportunities and 
mentorship through that. 
Lastly, participant Bell James shared how one of the requirements for a grant she 
received was to meet with an advisor; she then discussed the advisor and the importance 
of the match: 
So through this program, I ended up getting an advisor at DBL College, 
the city’s business school and a small business development center and my 
advisor actually went down the path of trying to build.... He’s like an MBA 
from DBL College, he went down the path of trying to build an app, he 
worked for a VC firm, so he’s a little bit more in the space than some of the 
advisors are more traditional brick and mortar type business background, so 
that was a good match. 
Family, friends, and/or colleagues. Another form of dialogue with others that 
enabled Black tech entrepreneurs to thrive came through dialogue with friends, family, 
and colleagues. Study participant Jason Patterson shared that friends, family, and/or 
colleagues eased the stress of the entrepreneurial learning and growth process by simply 
offering to help. James highlighted that his brother often told him not to worry about 
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elements of his living situation. He shared that his brother said, “Don’t worry about that. I 
got it. As long as you can just clear this rent for me, we’ll be all right.” 
Another participant, Lawrence Campbell, discussed the advantage of having one of 
his friends as a business partner: 
I was blessed and fortunate enough to have one of my closest friends as 
my partner for my last startup, to be able to oversee and kind of have some 
insight and give input on the best approach I should take for programming 
and development and where to go. I didn’t necessarily need to get my 
product to where it is today with a cofounder. 
Participant Brooke Johnson shared how the support of one of her friends enabled 
her to learn from an experience pitching her organization: 
Then one of my girlfriends who came to the event with me said: “You 
don’t need to beat yourself up. You did fine.” She was like: “You just need 
to work on this and the next time you do this because you are doing this 
again.” Like she was like my cheerleader in a sense and was like: “cause you 
know what this kind of competition looks like, you are going to come back 
more prepared for the next one.” I was like this is awesome. 
In one tech entrepreneur’s, Alexis Clarke’s, pursuit to learn and grow her tech 
company, she described her parents helping her realize the bigger picture: 
I have very supportive family, ‘cause I know that can be a challenge 
where, especially when people’s parents are like “I don’t understand, you 
have this education, you can go get a corporate job that has benefits and why 
are you doing this?” And I think my father was more entrepreneurial and my 
mom, in part because of her experience with my dad and then also just from 
the history of me and knowing that I’m just gonna do what I wanna do, she’ll 
definitely ask me, “Okay, so let’s make sure you have health insurance and 
then after that, do what you want.” Kind of thing, and she knows that from 
times in the past where I’ve decided that I wanna go do something that just 
seems way out of left field, I’ve always figured it out, so I think she kind of 
also helped me remember that when I don’t remember it for myself. 
Terrance Hill, tech entrepreneur, described how, through dialogue with the 
president at his college, he has been able to explore opportunities that have allowed him 
to learn: “The president of our university, he loves the idea, so he’s be feeding us 
opportunities for everybody to get involved in entrepreneurship, and especially me, 
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because I’m already in the entrepreneurship…. He actually has it setup for me to go to ... 
it’s a XYZ Basecamp.” 
Additionally, Ebony Smith described how her friend served as guide to learn new 
possibilities for growing her tech company and accessing funding: 
One of my friends, she kept like … she works at ABC Firm and she kept 
being like: “hey, let’s talk about JKL Company, let’s talk about.” And then 
she was like, she was just so encouraging and I was like: “Hey, why haven’t 
I asked y’all?” Like you know, she was like: “You know, you should be like 
a friends and family.” And I was like: “Well, what do you think is the 
appropriate amount?” I think that was part of my fear is like, I don’t want to 
offend my friends or family were asking for too much or too little, but I was 
concerned about asking for too much and so, you know…. 
Observation 
Learning informally occurs in many shapes and forms. A key form of learning for 
Black tech entrepreneur study participants was in the form of observation. Observation 
occurred in the following three ways: (a) read books, audiobooks, and/or watch videos, 
(b) observing others’ experiences, and (c) observation through attending events. 
Read books, audiobooks, and/or watch videos. Participant Lawrence Campbell 
illustrated how reading blogs and magazines was a huge element of his learning: 
We turned around and I would follow blogs, reading. Reading was a 
huge element to me understanding what products are coming out, who’s out 
there. I subscribed to magazines. When I was traveling, I turned around, I 
stopped in an airport, newsroom like Hudson News, wherever it may be 
where I can get a magazine, I would go straight to the business section and 
pick up a tech magazine … I would follow up on blogs. 
Another tech entrepreneur, Dave Augustus, described how information is 
accessible and the importance of investing in learning: 
If you need help in marketing or you need help with branding or you 
need help with networking, start finding curriculum around it, whether it’s 
books or YouTube videos or you invest in a class with an expert. Definitely 
invest in outside resources to help you grow because those things are going 
to help you get to your goal faster. That’s that part. 
  
114 
James Washington additionally described the multiple avenues to learning that an 
entrepreneur can access and the importance of identifying what type of learner the 
individual is: “There are so many classes, and it just comes down to what type of learner 
you are. If you are a learner that can drive yourself to access those and take advantage of 
them, there’s no end to what you can learn right now online, which is pretty cool.” 
Participant Jade Edwards shared that reading is a skill entrepreneurs can take 
advantage of: “I just think if you read, there’s a lot that you could learn…. LinkedIn has a 
premium membership, and if you pay for their premium membership there’s a host of 
courses that you could take in terms of branding.” In addition, Ebony Smith described her 
experiences taking road trips with her husband and utilizing that time to learn through 
reading: “My husband and I were like doing a lot of like road trips like driving to see 
family. So we would just listen to the startup podcast and then um, I started just listening 
to a lot of like entrepreneurship podcasts. So that was really inspiring.” 
Observation of others’ experiences. Further, another form observation occurs in 
the form of the observation of others’ experiences. These experiences helped 
entrepreneurs to gain purview of the trajectory and actions necessary to take as their 
organizations pursued growth. One participant, Joe Newland, described the benefit of 
“direct exposure to someone who was rapidly building something,” while another 
entrepreneur, Ebony Smith, discussed “surrounding yourself with inspiring stories of 
other entrepreneurs and their journeys.” 
Participant Bell James described how seeing others visibly pitch enabled her to 
learn of mechanisms to improve her organization’s pitch: 
And so seeing other people actually have visibility when they’re 
pitching their company and actual investors that would throw money at them 
be like asking these very specific questions, it allowed us to kind of be like, 
okay. So this is the reason why we weren’t getting any feedback. But had we 
not had that space where people to be very candid about it, we still wasn’t, 
we would have been in the same spot that we were a year ago. 
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Another participant, Dave Augustus, described how being in the room and simply 
observing others enabled him to learn: 
Where sometimes, it’s not meant for you to say anything, it’s just meant 
for you to be in those groups to observe and learn. If I want to be great at 
marketing, I need to study the best. I want to be great at how to get press; I 
have to observe the best. So I have to study a lot of the best people as well. 
Just really put myself out there and really get into it. 
Tech entrepreneur Jason Patterson described how listening was the first step in 
some cases for his learning and ability to actualize goals: 
You can get close up to them and you can listen. So I started listening 
and it helped me de-escalate whatever stress ‘cause I’m prone to just really 
anxious outbursts. So when I listen, I can calm down ‘cause I can process. 
When I process, I start to see and when I see, I can then touch. And then I 
can touch something, I can do it. 
Lastly, participant Terrell Williams described studying through observation: “I 
really study a lot in terms of ... when I say study, it’s not just being study, like my 
behavior in others behavior.” 
Observation by attending events. Several Black tech entrepreneurs additionally 
described learning in the form of observation through attending events. One participant, 
Mark Wilson, shares how events have transformed his learning opportunities. He shares: 
“I’ll meet investor who only have a bunch questions for me. I’ll go to events where the 
communities aren’t familiar with the Black ... and that’s how I learn.” 
Another tech entrepreneur identified how attending events helped her and her 
partner learn things investors were looking for: “We went over to XYZ Conference. And 
that for me was a really great experience because it really, and also for my partner too, 
because it identified the things that investors are looking for when they actually take on 
your business.” 
Trevor Vaughn elaborated on how environments with other entrepreneurs who may 
be better than him have helped him learn and grow: 
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I’ve been in environments with other entrepreneurs where I’m not the 
best entrepreneur and I’m not the best technologist, and that’s helpful, to see 
that there’s more for me to learn, that there are people out there that are 
better than me and probably more deserving of capital than I am, and I’ve 
got to work harder. 
Two participants also discussed learning by going to events briefly. Brooke 
Johnson, shared, “definitely go to conferences,” and Terrell Williams stated that he 
“started going to a lot of events.” 
Trial and Error 
Numerous Black tech entrepreneurial participants elaborated on learning in an 
additional form. This form of learning was through the process of trial and error. 
One participant, Lawrence Campbell, described that his current venture came 
through watching fads over the years and trying a few different things until something 
stuck: “All of these things just kind of gave me the tools and understanding that trial and 
error, trial and error, and basically I got to a point of finding something that I could be 
truly passionate about and understand how much more I can help people.” 
Another entrepreneur, Camden Dean, described the process of testing out new 
ideas to see which ones work best: “So, one of the things I’ve learned in the past few 
years is, and been a student of, is this concept of lean start-up. And so to me, I iterate a 
lot…. I think of an idea, almost every day. And rather than pontificate about the idea, I 
test it.” 
Mark Wilson illustrated his process of real-time learning by trying something and 
described how as time has gone on he has been able to enhance his skill of learning in 
this way: 
I just learn from experiences. I throw myself into things, and that’s the 
best way for me to learn…. I learn intuitively in real time, I think that’s an 
advantage over the conventional read a book, go do a thing ... because I can 
go into a situation and because of the fact that I’ve perfected that method of 
learning I can just do things on the fly. To other people it comes across as 
genius, actually I’m just figuring out as I go along. I figure out as I go along, 
but the framework of having done that, that way, multiple times. 
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Bell James described the idea of failure in the trial and error process and how 
entrepreneurs can learn through error or failing fast: 
Like this is one leg of business, this is the next leg of the business, this 
is our primary leg that we make money out of, this is like, all these different 
things that we would learn through trial and error and also through just 
overall conversations…. Especially as entrepreneurs of color understanding 
that you have to leave yourselves a little bit of room to f$%# up. Because if 
you don’t and you put that expectation so high for yourself and by the time 
you do and you can’t recover, the next thing you know your business is 
gone. So just understanding that, you know, when these little things happen, 
you can do this. This bounce back is going to come back. It doesn’t feel 
great right now, but you’ll be able to get through it. So I think that that’s the 
bigger piece is just, you can do this. Be okay with messing up, fail forward 
and fail fast…. 
David Andrews also described his process of “practice and failure,” which, he 
shared, was sharpened by spending time around others with experience in the field: 
So although I had no clue what I was doing, I was able to be around 
people that knew what they were doing, and I was able to emulate and 
practice and fail, and practice and fail, and practice and fail, and ask 
questions, and fail, and ask questions and fail. Throughout that process I 
started learning what a real businessman does. He sets a schedule, he sends 
emails, he sends out invoices, and so there were all these things that I was 
learning. I was able to ... I think as children we emulate the adults that we 
encounter until we learn who we’re supposed to be. 
A focus group participant shared his perspective on mechanisms a tech 
entrepreneur can take to grow. In his experience he highlights trial and error: 
“Nevertheless, the ‘how’ again will vary but overall keep refining and validating or not 
what you have. Be stone cold honest with yourself if possible.” 
Attend Formal Program 
In addition to learning through dialogue, observation, and trial and error, Black 
tech entrepreneurs described learning by attending a formal program. There were two 
types of formal programs they described: (a) accelerators, incubators, and/or institutes, 
and (b) educational school settings. 
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Accelerators, incubators, and/or institutes. Tech entrepreneur Noah Gunther 
discussed how, while pursuing his entrepreneurial endeavor, he has learned the industry 
language through attending an accelerator: 
Learning the language of that particular industry, because even though I 
worked in capital markets, the venture capital space is a different space in 
terms of finance. I think that the accelerator taught me exactly what they 
were looking for and what they weren’t looking for. 
Bell James additionally described her experience going through a mini-accelerated 
program to identify her company mission and how it is articulated to their target 
audience: 
So for the next six months we took mini accelerated programs just to 
understand how do we even identify or communicate what our business is? 
How do we articulate this over to clients? What is the actual flywheel that 
we’re actually building? What do we absolutely need in order for us to stay 
in business? And so from there we really kind of constructed the idea, the 
ideal setting…. 
Tech entrepreneur Alexis Clarke discussed on how she was part of an email group 
that led her to partake in an entrepreneurial startup incubator. She further elaborated by 
detailing her learning from the experience: 
I’m on a … email list and there was a notice about this startup incubator 
program, which is a lot of the stuff that I’m learning now that I’m like “Oh, I 
wish I would’ve known this a year ago.” Type of thing.... But the good thing 
is, I guess, now I’m in more networks with more people that can help me 
move the needle further, faster in the future. 
Ebony Smith depicted how winning an award through an institute came with 
additional opportunities that helped her learn as she endeavored to scale her business:  
I got moved forward to the finalist stage…. And then I also got, um, our 
local entrepreneurship center has this like pre flight class, which is basically 
like, we’re kind of like future entrepreneurs. And so I applied for that and 
got this is actually probably later I got this but got like a social impact 
scholar award, which basically let me do this class that was worth $2,000 for 
free and gave me a year long membership to the entrepreneurship center. 
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Adrian Harris discussed the importance of having a strategy for which accelerator a 
tech entrepreneur joins: “You just got to be strategic … but for me, for the accelerators, I 
did apply to strategic accelerators that did help me in my industry and my growth.” 
Lastly, one focus group participant supported this finding sharing that she 
identified having gone through an incubator as an action taken to launch her tech 
company. She shared: “Actions I have taken include going through a business 
incubator….” 
Educational school setting. Another form of formal program that study 
participants described was learning in an educational setting. 
One entrepreneur, Joe Newland, described his first mechanism for learning through 
use of technological platforms offered in a school setting. A key component of the 
opportunity to learn for Joe came while in the computer lab: 
JLK was one of the schools that early on, JLK university had a 
computer lab and that was new. I could go there and use the computers. 
Having exposure to that, was ... literally online, there was … there was small 
amounts of articles of information. There was just a big white space for 
anything you want to create. It just seemed like the best way. 
Alternatively, participant Adrian Harris described learning through 
entrepreneurship courses in college: “I even took entrepreneurship in college, and that 
was nothing compared to out here in the Valley, it’s a whole ‘nother ballgame.” 
Terrance Hill, a study participant, detailed the “low-hanging fruit” attending a 
formal school for entrepreneurs provided him with: 
That’s that low-hanging fruit, because you wake up, you go to class, 
there’s everybody you’d want to talk about business. You just walk back into 
another social entrepreneur…. It’s just like no matter what class you’re in, 




Experiential learning was a way Black tech entrepreneurs described learning. 
Experiential learning for those pursuing a tech entrepreneurial endeavor occurred in the 
form of: drawing from past experiences. 
Drawing from past experiences. The informal mode of experiential learning 
occurred uniquely for a select number of Black tech entrepreneurs who were a part of this 
study. The form of experiential learning they utilized was drawing from past experiences. 
One participant, Trevor Vaughn, described how building on his previous 
knowledge base has enabled him to better learn: 
I think, you end up building on the base of knowledge and experience 
that you develop over years, and so.... The first seven years of my 
professional career, 2000-2007, was really just becoming very, very adept at 
building technology. I don’t write a lot of lines of code anymore, but I could 
lead a technology team if I needed to. So I’ve got a reasonable amount of 
mastery just through experience over that part of being a tech entrepreneur, 
then I’ve spent the last 10 years focused more on the leadership piece, and 
maybe the operating and leading a business piece. Just that combined 
amount of time puts you in a position where you understand lots of things 
about business and technology and so you can think about how business 
models and technology can be applied to create value. 
Participant David Andrews also shared how his experience taking a one-way flight 
to California changed his life: 
Definitely taking a one-way flight to California with $100. Like, I will, 
to the day I die, I will say that that changed my entire life…. It changed my 
whole dynamic. Listen, I went to California, I had $100. I told myself I 
wasn’t going with any money, so I had like 250 secretly tucked away, so I 
basically lined it all up, I had did a gig that gave me enough money to either 
pay all my bills off or take a chance, so I took the chance instead of the bills. 
I booked a rental car, went out to ... I had a place to stay in LA, like in Cali 
just for a second and then I booked ... I was staying at a friend’s house for a 
week, and then I ended up staying at a hostel for two days that was 0.3 miles 




Lastly, reflection was a form of learning that Black tech entrepreneurs referenced 
engaging in. Through the process of reflection, they identified opportunities to grow their 
tech endeavors. 
Participant Alexis Clarke illuminated how reflecting on the trajectory of her career 
choices have informed her entrepreneurial pursuits: 
I do think I’m somebody who I’m more optimistic than pessimistic even 
at my lowest point; I’m always like ... If I reflect on my life and when I’ve 
had these other hair brained ideas.... A business is a much more involved 
endeavor obviously but in my career, I’ve worked for three different 
industries, then decided ... I majored in engineering and then I worked in 
advertising, then I went to business school and then I worked on Wall Street 
and then I switched to retail, so the first time I just decided that I wanted to 
do something and then made it happen, and I try to remind myself that.... 
Another participant, Dave Augustus, described reflecting on the challenges in his 
life serving as a catalyst for leading his company: 
A part of it is I looked at the challenges I’ve went through in my life and 
had to ask myself, how many times am I going to get an opportunity to lead 
a company? And then also I looked back to the changes in the dynamics of 
the economy, the way the economy is going today are there’s going to be 
people working four or five jobs and their dream job is no longer existent? 
And then also, third thing is I still believe in the startup. 
Finding 4 
A strong majority of participants (95%) indicated that having a positive self-
concept was a key facilitator in growing their businesses, while an equal 
number indicated that a misalignment between the investor and entrepreneur 
inhibited their ability to grow. 
There were numerous facilitators and inhibitors that impacted Black tech 
entrepreneurs’ opportunities to grow their tech endeavors. A strong majority of 
participants (95%) indicated that having a positive self-concept was a key facilitator in 
growing their businesses, while an equal number indicated that a misalignment between 
the investor and entrepreneur inhibited their ability to grow. See Appendix M: 
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Distribution Chart—Finding 4 for a full list describing facilitators and inhibitors for 
Black tech entrepreneurs growing an organization. 
 




A strong majority of participants (95%) indicated that having a positive self-concept was a key 
facilitator in growing their businesses; while, an equal number indicated that a misalignment 
between the investor and entrepreneur inhibited their ability to grow. 
 
Participants reported the following facilitators: 
 
• Positive Self Concept (21 of 22, 95%) 
o Self-awareness 
o Grit & perseverance 
o Hard work ethic 
o Self-ambitions 
 
• Self-Motivation/Motivation from Others (12 of 22, 55%) 
 
• Time Away from Tech Endeavor (6 of 22, 27%) 
 
• Faith/Belief System (4 of 22, 18%) 
 
Participants reported the following inhibitors: 
 
• Misalignment: Investors and Entrepreneurs (21 of 22, 95%) 
o Pattern matching: unmet preconceived investor standards 
o Lack of belief in entrepreneurs’ abilities 
o Messaging/market hurdles 
o Sport of flipping companies 
 
• Lack of Access to Resources (17 of 22, 77%) 
o Lack of funding 
o Lack of privilege  
o Lack of education on the tech arena 
o Residing outside of major tech hubs 
 
• Lack of Ability to Grow Team/ Build Team Cohesion (12 of 22, 55%) 
 
• Self Doubt (11 of 22, 50%) 
 






In today’s society, where uncertainty is a theme running its course through each 
individual’s daily actions and interactions, Black tech entrepreneurs additionally are 
tasked with working through the guise of uncertainty. In the midst of these experiences, 
Black tech entrepreneurs described having a positive self-concept as the leading 
facilitator that supported their success. The four ways having a positive self-concept were 
reflected in their experiences were through their: (a) self-awareness, (b) grit and 
perseverance, (c) work ethic, and (d) self-ambitions. 
Self-awareness. Participants described that the leading positive self-concept 
facilitator in their learning and development was self-awareness. One participant, Jason 
Patterson, described how being a tech entrepreneur and having scaled a tech organization 
has led him to better connect with an increased awareness level. He stated that: 
It’s who are you while you’re doing the work? It’s who are you 
becoming and is it the right work for you to be doing? And are you willing to 
ask yourself these questions while you’re going through it? That type of 
awareness, I sort of developed on the fly but it saved me many times over 
‘cause I was able to ask higher and better types of questions.... I don’t have 
answers. I have better questions right now. And better questions are helping 
me get closer to what I think could be an answer. But that only comes when 
you’re willing to really interrogate and there’s so much fear with that ‘cause 
you’re already you. You’re already Black. And then the minute you’re out 
here in any type of way, people attach themselves to you ‘cause we don’t 
even get these types of wins. 
Another participant, Lawrence Campbell, described his awareness of his ability to 
achieve his goals: 
I got to a point of finding something that I could be truly passionate 
about and understand how much more I can help people…. If I’m going to 
bet on anyone at any given day or any given time to succeed at anything I 
put my mind to, I’m going to bet on myself. That keeps me going no matter 
what, knowing that I’m going to find it within myself to achieve my goal 
that I’m trying to achieve. 
Participant Brooke Johnson articulated a sense of awareness occurring through 
vision boarding her previous experiences to help her achieve her ambitions:  
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Its just like you know, when I ... it was so funny because I asked one of 
the community organizers to take pictures and she took a very good picture 
of me on stage with like a big slide which said Brooke Johnson Virtual 
Reality (VR) entrepreneur need just being able to see that, its kind of like 
your own life vision board. 
Black tech entrepreneur Joe Newland described that the only way to improve 
entrepreneurs’ skillset can come through awareness. He stated: “The only way to improve 
your skillset is to be self aware.” 
Noah Gunther spoke of having a level of awareness about who he is as a person 
and how he would feel if he was to quit the tech entrepreneurial landscape: “[I] think it 
also reveals a lot about who you are as a person. Are you gonna quit on yourself? Even 
though there were times that I wanted to quit, I just didn’t wanna quit on myself. That, 
kind of, propelled and pushed me forward.” 
Entrepreneur Ade Babette discussed that a level of self-awareness regarding both 
his and his team’s abilities has enabled them to successfully wrap the company around 
initiatives important to them: 
The things that I’ve always been good at, and my team has always been 
good at, we just wrapped the company around that and let that be the driving 
vehicle and everyone’s like, “I’ve never seen anything like this.” And it’s 
like, great. Well that was always who we were, you know? That was also 
who XYZ Company is. So that’d be my one piece of advice, is let your light 
shine and build your company around your core skillset. Because that’s 
something that you can sustain, that you know you will always have. So why 
not let your company grow from there? 
In David Andrews’s critical incident questionnaire, he shared one of the best 
experiences he described having encountered, which was traveling to California to launch 
and grow his tech business and the benefits it brought to him: “I found out how to love 
myself by pushing though hardship and challenging myself to raise my inner standard. 
Flying to California and succeeding helped me establish myself.” 
Grit and perseverance. Another indicator of a positive self-concept was identified 
by participants through their conversations around grit and perseverance. 
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One entrepreneur, Jason Patterson, discussed the value of having a grit mentality 
and persevering in the midst of adversity: “You got to fight. You may have to swing on 
some people. I just really think that’s become broadly apparent. I have developed a very 
high level of emotional aptitude based on what has been required of me in these past few 
years….” 
Lawrence Campbell discussed how his experience growing up in the projects 
equipped him with the skills necessary to persevere in the midst of adversity: 
It’s simple. It’s the mindset that when you grow up in the projects in 
Brownsville, Brooklyn, you know, you get to a point in your life that no 
matter what curve balls are thrown your way, you always know it can be 
worse. Understanding that things can be worse.… 
Another entrepreneur, Camden Dean, described how giving up too soon does not 
fare well for entrepreneurs and illuminated the value of persistence with a short story: 
Be consistently open-minded to change…. I was driving to my aunt’s 
house, many years ago, on my way to college. And she lives in rural North 
Carolina. And for any number of reasons, I got a really late start in the 
evening.... This was before GPS and navigations, and cell phones, and 
everything. And so all I had were the directions that she wrote down for me. 
And I got to a point where I’m like, oh man, I didn’t see any of the signs, 
intermediate waypoints that she’d given, written down for me. What’s 
wrong? So I doubled back, and as a side note, my aunt is an engineer. So 
she’s very precise…. I doubled back, and I put on my odometer in the car, 
and I followed those directions to the T. And I got to her house. And what I 
realized was, the reason why it didn’t work out the first time, was that I 
turned off the road too early. 
Participant Noah Gunther discussed the importance of persevering by describing 
the mental capacity that entrepreneurship takes: 
… today I’m very calm and very still. You kinda have to have this 
mindset because if you react to every single negative, it does affect you, but 
at the same time, what I’ve learned over the process, is how do I regain my 
composure in a quicker and shorter time after rejections, so that I can focus 
on the opportunity then…. And to focus on the opportunity, despite being 
shut down.... Also, when we have the opportunity of shutting down, it gets 
debilitating after a while. I think that’s where the grit is earned…. If you’re 
gonna do this, it’s gonna require a lot of sacrifice. It’s gonna require a mental 
stamina that you’ve never had before…. 
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Dominick Knight elaborated on grit being the spark for innovation and growth and 
his perception that each culture and community can reap the benefits of having grit: 
And besides that I guess I can say that traveling around, meeting Black 
entrepreneurs all around the country, I can say that the spark of innovation 
and the grit necessary to grow a business over time, those assets, those 
attributes exist in every culture, every community, every place I’ve been. 
In his critical incident questionnaire, when asked what did he learn from a difficult 
experience during his tech entrepreneurial journey, Dave Augustus described 
perseverance as an important element: “Yes, perseverance, studying others that are 
smarter and been where you’re trying to go, adding value to your network.” 
Hard work ethic. An additional mechanism for facilitating a positive self-concept 
was portrayed by Black tech entrepreneurs as putting in the hard work necessary to 
achieve their dreams, goals, and aspirations while growing their endeavors. 
One participant described that the only way to get around the hard work required to 
fulfill creating a tech endeavor is to go through it. Lawrence Campbell shared:  
Just stay focused and keep going. You know, I think that it’s ... It is as 
black and white as it seems, but it’s not as black and white as it seems … 
that’s the black and white side. There’s no getting around hard work, and 
that’s what’s going to get you to your destination any day, any time, so that’s 
the black and white side. The gray side that’s not so black and white is the 
side that you can’t put your eggs in a basket thinking that someone else is 
going to get you there. If you don’t go into a mindset in starting your 
business that you’re going to not get yourself there. 
Camden Dean, a black tech entrepreneurial participant, discussed that as a tech 
entrepreneur who is Black, you have to outperform your counterparts: “It sucks, but you 
gotta be ... we have to be better. And not even just … incrementally better, but 10X 
better.” Trevor Vaughn echoed Camden Dean’s perspective: 
I think that you have to.... It’s sort of the old adage; you have to work 
twice as hard to be twice as good. I think in my case one of the things that 
ended up in hindsight being a real differentiator for me was the fact that I 
had proven myself to be an effective technologist. I built a piece of 
technology that worked; it created millions of dollars of value. It’s like, 
regardless of what you think about me as an entrepreneur, the tech part of it 
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I’ve proven I can do. I think tech continues to be one area where while there 
may be some bias, there’s a lot of ability for people of color and different 
genders to break through. I’m not saying it’s perfect, but I’m saying, having 
tech ability is a strong leveler. I know it was for me. 
Ebony Smith detailed her desire to apply a hard worth ethic to accomplishing her 
goals: “It just remind me like, oh you’re gonna have to work twice as hard. so when I 
went out to XYZ Conference, I had the goal of like 100 schools. And I was like: “Okay, I 
gotta work twice as hard. Let’s make that 200 schools.” 
Another participant, Dave Augustus, discussed his perspective on the importance 
of having a strong work ethic to facilitate attaining funding in the tech industry: 
There’s some folks out there that makes it seem like they can just get 
funding, sure. Or there’s some advantages in the marketplace that other 
ethnicities have that are not people of color, sure. But for us, we got to work. 
And I actually appreciate that work ethic to get funded. 
Self-ambitions. An additional key positive self-concept facilitator for Black tech 
entrepreneurs has been having clear sight of their ambitions. Black tech entrepreneurs 
such as Lawrence Campbell identified “always pushing the envelope to … solve 
problems, real problems, for real people.” 
Entrepreneurial founder Noah Gunther described his long-term ambition of helping 
impoverished women and children: 
I kind of see it as me being able to use my finance skills to leverage 
ministry to help people in need by taking knowledge that I have and making 
it a social impact profitable transaction for all parties. To create a 
marketplace that really works…. I kind of meandered to kind of live the text 
by helping people with the financial skills that I have to make their markets 
more efficient.... I was just like, I just felt really bad sitting behind my desk 
knowing that I have the knowledge to do it, and I didn’t. Plus ... it’s really 
difficult when you see people suffering and you can’t really do anything. So 
that kind of pushes you…. 
Bell James described her self-ambition or purpose as being driven by her 
community: 
But, to answer the question as to like why I do the way things that I do, 
my purpose is very much so driven in community. It’s very much so driven 
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in us being able to put together ideas and us actually appreciating the 
benefits of what we do and building some sort of wealth behind it. 
Participant Adrian Harris discussed his ambition to thrive in order to diminish the 
difficulties Black tech entrepreneurs have getting into the technological field: “That’s my 
goal, to eliminate all the barriers. If we want to get into tech, we could just get the money 
fast. We can innovate. We can break down barriers. We can destruct industries. That’s 
my overall goal.’ 
Noah Gunther elaborated on his endeavor to scale his organization by discussing 
his ambition to give back to communities of need in the future: 
There are six or seven firms that can be bigger than mine, that we want 
to invest in, but they just don’t have access to capital. But they actually are 
synergistic for what we do. So, when you tell me something like this, the 
first thing I think about is, “If I don’t do something.” Right, [00:39:00] and 
then empower them, and then create an ecosystem so that they can do 
something. Then, I just repeat the cycle, right? 
Self-Motivation and Motivation from Others 
Motivation in the form of encouraging words from others and/or seeking 
motivation from within played a didactic relationship in facilitating Black tech 
entrepreneurs’ opportunities to grow their organizations. 
Participant Brooke Johnson described how seeing her name up on the big screen at 
an event provided her with the self-motivation to keep persisting. Additionally, Brooke 
described how the event providers seeking for her to share best practices served as the 
motivation to keep going: 
Its just like once someone believes in you and put you on a stage on a 
conference. And then you had me to go up there and be expert in the field. 
You have me to go up there and literally be the expert in the field because 
literally I was the expert in the room … and I love being up there and telling 
them how I felt about the industry…. So just seeing they put entrepreneur up 
on the screen beneath my name with the title of “How Women Shape the 
Landscape of VR.” It was motivation again like: “All right Brooke you’ve 
got to sit down, write this plan because this woman is waiting for you. 
Brooke you’ve got to sit down and write this idea because a potential 
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business partner wants to come online with you and help you to build this 
stuff.” 
Ade Babbette described the importance of looking for the “validation points.” He 
shares that “those mean something, and know that you’re bringing value.” He advised 
that this was a reminder for him to “keep building and eventually it will come together.” 
He then delivered an ode to other entrepreneurs, reminding them, “Just don’t quit, that’s 
the key.” 
Black tech entrepreneur David Andrews shared that during his time traveling and 
attending a conference with numerous entrepreneurs, he was motivated to continue to 
pursue his tech endeavor: 
That happened repeatedly while I was in California, people telling me 
things that I was just like, what? They’re like, “You’re a genius.” I’m like, 
“What?” They’re like, “You should do this.” What? And so over time I 
started to be like, “You know what? I just got to put it all into this, because 
I’m too close. Other people see that I’m too close. That means I’m really 
close,” and so I started looking in the mirror every day, searching for what 
they saw. 
Heaven Benjamin shared her motivation coming from the employees she works 
with and the impact that someone shared she is making in the financial realm: 
Knowing the impact that our company is making and can make.... Every 
day, I get some letter.... I just got a text message right now from somebody 
that’s trying to get up at me in Dallas…. So it’s like ... it’s like that inspires 
me. I feel like I have employees on my back, people that just want to come 
and work with me and learn from me. Other founders. Youth that just look 
up to me … and see somebody like them. The other day, I had this lady tell 
me that there is nobody else out there like me that’s breaking down finance 
in a very easy-to-understand vernacular way. It’s a lot of these things that 
people love me for and promote me for that I don’t even realize is special or 
that it wasn’t already happening or something like that. 
Ebony Smith talked about motivation coming from others by sharing the 
importance of “finding folks who will push you to think big.” She also illuminated that 
“when you’re really inspired by something you can learn anything.” 
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Time Away from Tech Endeavor 
One of the facilitators Black tech entrepreneurs described after discussing a 
positive self-concept and internal and/or external motivation was having time away from 
their tech endeavor. Tech entrepreneurs described time away from their endeavors 
facilitating opportunities to grow. 
Jason Patterson shared that sometimes the tech landscape can be hard and the best 
thing to do can be to spend time away from working on the endeavor for purposes of 
revitalization. He additionally described the value that rest can bring by enabling the 
entrepreneur to better contribute to their endeavor: 
There will be times when you feel like maybe you’ve lost some of your 
swagger a little bit, like you’ve got caught with a couple of uppercuts and 
some left hooks. I would say, don’t be afraid to go find yourself again and 
take the time you need. Sometimes, the sabbatical sometimes, it’s just a 
respite. You’ve got to rest. If I believed in rest the way I do now two years 
ago, I think I would’ve even had a bigger impact on our business and I think 
I probably would’ve had a higher quality of life right now. I have to rebuild 
some things ‘cause I didn’t believe in rest. 
Dave Augustus shared how personal health has required him to spend time away 
from the project. He additionally shared how this time away has enabled him to progress 
more quickly, in better shape than, as he described, his counterparts: 
You have to feed yourself, you have to prepare yourself, you have to 
motivate yourself. So I would say all those things. Invest in your well-being 
and invest in your health. Don’t ... what is the word? Don’t underestimate 
the power of that. That’ll help you go far. And I think that’s another reason 
I’ve been able to go so far and get to where I am and bypass a lot of people 
and speed up the process of this. Because being at optimal health.... 
Ade Babette discussed how time away from his project has come in the form of 
engaging with friends and/or colleagues who are in other industries than his. He 
described: 
I love that most of my friends aren’t in business at all, they all kind of 
understand it just because we’re in America, it’s capitalism. But they’re, they 
are in music, they are studying recidivism rates, and they’re studying public 
health, and they’re in Japan, they’re in Philly helping the train systems, 
they’re in Korea. They’re doing amazing other things that I can’t even. So 
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when I talk to them, there’s no layer of business, it’s more like, yo, it’s just 
common sense of coming to the table and breaking bread. 
Faith/Belief System 
A final facilitator Black tech entrepreneurs described was the value their 
faith/belief systems brought to their work in their tech endeavors. 
Tech entrepreneur Terrance Hill shared how having faith has played a great role in 
maximizing his opportunities to thrive: 
What’s helped me keep going is obviously just my faith in God, just 
knowing that He wouldn’t leave our people, you know what I’m saying? Not 
us…. All I got to do is do whatever I can do, so make sure that I maximize 
all that I can do, and so that gives me drive every morning. Just waking up 
knowing that God’s going to meet me more than halfway, so all I got to do is 
just do my little bit every day, and just keep it kicking, keep it going. 
David Andrews shared that it is important to have faith: “No matter who or what 
you believe in, what you call God, that person, that entity gave you that permission when 
you were born. This is my child. They are here for a reason.” 
Noah Gunther described his journey working abroad on the continent of Africa by 
attributing his opportunities to thrive coming by way of prayer: 
I mean, with all the business acumen and everything, background with 
people, honestly it was mostly prayer. I can honestly say that a lot of times I 
had to take leaps of faith that did not make sense from a business 
perspective. Like, if I were to follow all the risk protocols that you would in 
business school or other things, you wouldn’t do certain things. Sometimes, I 
would pray and I’d be like, I’m gonna go forward in faith. I don’t know with 
certainty, if this is going to take place, but it did. 
Misalignment: Investors and Entrepreneurs 
Black tech entrepreneurs described multiple inhibitors that impacted their abilities 
to grow their organizations. The leading inhibitor was a misalignment between investors 
and entrepreneurs. There were four misalignment areas Black tech entrepreneurs spoke 
of: (a) pattern matching: unmet preconceived standards, (b) lack of belief in 
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entrepreneurs’ abilities, (c) messaging/marketing hurdles, and (d) the sport of flipping 
companies. 
Pattern matching: Unmet preconceived investor standards. The leading 
misalignment Black tech entrepreneurs noted was pattern matching. Entrepreneurs 
discussed pattern matching as a lack of meeting preconceived investor standards. One 
participant, Lawrence Campbell, described these standards as: “it’s almost like … just the 
fact that there is kind of a checkbox and a list of checks that they’re looking for.” 
One participant, Trevor Vaughn, elaborated on how investors generally do not 
make tech decisions based on empirical data leading to potential opportunities for a 
misalignment in funding: 
… usually not based on empirical data. It’s pretty close to gambling. I got 
the hot hand, and this is what I think is going to work. There is some level of 
analysis, but there’s very little bias checking in the decision making process. 
I think as long as you understand that we’re talking about an industry where 
basically there are judges and people make decisions that are biased on who 
should get money and who shouldn’t, then the framework for that bias is 
going to play into who you’re going to see getting money…. And some of 
it’s going to be pattern matching…. 
Another entrepreneur described being unable to receive an investment in his 
industry due to preconceived patterns whereby many media tech endeavors do not receive 
funding. He illustrated why these patterns minimize opportunities for his company to 
receive funding. He then described this coupled with the idea that he believes he doesn’t 
fit the mold of a typical founder: 
There were hundreds of investments in media and 99% of them failed. 
It’s hard to get investment in media in general and then you have to take on 
the fact that, we don’t look like the typical founder. Then it becomes 
borderline impossible. 
An additional tech entrepreneur discussed a similar theme, sharing how specific 
founders may not fit preconceived traditional norms: “If you’re Black, don’t expect 
funding until you make money or if you’re Mexican or anything that’s not typical.” 
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Noah Gunther elaborated on the discussion around race and funding by sharing: 
“There are realities in fundraising for people of color, minorities, whatever. If you are not 
Anglo, White male, in tech, the chances of you getting funded are very, very slim.” 
A participant, Mark Wilson, discussed his background and dedication to meeting 
general funding standards in his description of how his organization has strived to excel 
with the tech endeavor he is currently pitching: 
Why does it take someone like me to sleep on couches for almost a year, 
get into five accelerators as one of the first Black people in every single one, 
have a 150+ IQ, come from the UK, graduate college early, work in 
corporate America before I’m 25, and do all this stuff for you to then say oh 
maybe Black people are worth investing in…. You know the other part of it 
is like, if my company was run by White people we would have raised like a 
billion dollars by now. Because what I’ve done is I’ve designed it to be... 
tech [based], it ticks every possible box from an investor perspective, which 
is why a lot of people in the tech scene know me and talk about me. 
Ade Babette shared his perspective on the Black tech entrepreneurs’ journeys as 
they entail to bootstrapping (or internally raising funding). He then specified how the 
lengthened time it takes for tech entrepreneurs to thrive can affect their opportunities to 
focus on their brands, which also has the potential to diminish their perceived 
marketability in front investors: 
I feel like for a lot of Black folks like, female entrepreneurs, for a lot of 
Black folks, for a lot of Brown folks, I think that cycle…. I think every 
entrepreneur, every startup goes through a process of bootstrapping so you 
kind of earn your right to be in pitch competitions and win them. You 
collect, you cobble up together those pennies and keep it rolling… I think 
that period lasts usually a bit longer, not even a bit, a lot longer for 
entrepreneurs for people of color, and female entrepreneurs. The thing about 
it is that it’s only going to be a small part of time. You don’t want to put on 
your resume that I’ve won 20 pitch competitions. At a certain point they go, 
win the business, not the competitions. 
David Andrews additionally spoke about how attaining funding to bring an idea 
from conception to fruition may be more difficult if a tech company is service-based: 
You have an idea. Man, I want to make this cup. I want to build this 
website. You know what I mean? But VCs don’t invest in service-based 
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companies, because services aren’t scalable. That’s something I had to learn. 
I sat in front of a VC and said, “All right, XYZ Company. I want to help 
people turn their passions into value,” and he said, “Man, I hear you, but we 
don’t touch those.” I was like, “What? I’m trying to save the world.” I didn’t 
get it, and it took me some time to get over that, to understand, like okay, I 
got to make my business scalable. 
One focus group participant described the differences in perspectives between an 
investor and himself: 
It comes down to connections. Because of historical context and cultural 
differences, my own network didn’t include many White people nor many 
wealthy people. There is such a thing as Black wealth or the tenth percent, 
but context is that the median net worth of an African American in Boston is 
$8 while the median net worth of white households is $247,500. So when 
one investor told me that $1 Million for seed round may still be at the family 
and friends level, I realized we were in two different realities. 
Lack of belief in entrepreneurs’ abilities. The second most prevalent 
misalignment between tech founders and investors was portrayed in a lack of belief in the 
entrepreneurs’ abilities. This lack of belief was apparent in some of the investors’ views 
of entrepreneurs and the entrepreneurs’ views of their own abilities. 
Tech entrepreneur Jason Patterson spoke about how tech entrepreneurs are often 
grappling between identities, which he portrayed can create difficulties in their beliefs of 
themselves and their abilities to thrive: 
So we do this thing where we ascribe character traits to people that 
aren’t fair and it negates the complexity of who they are, not because they’re 
not strong but they also can be strong and surrender at the same time. I think 
we struggle with that duality and it messes with us ‘cause we’re like, 
“You’ve gotta be this or that” and you’re like, “I don’t.” “I actually behave 
this way in this environment, but when I come home, it’s different.” 
Joe Newland elaborated on how one of his former companies had not received 
funding. He related the experience to limitations others put on his ability to secure 
contracts from content creators: 
XYZ Company is a great example because the reason that company 
didn’t get funding is because people didn’t think I could get contracts from 
content creators and that was false. What happened was, I was pitching 
somewhere and they were like, “How do you ever going to get these 
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contracts?” I was like, “Well, I already have the contracts at JKL Company.” 
The person was just like, “I just don’t believe you.” To me, that’s mad 
disrespectful. You might be able to say this to a white person but then I’m 
like stepping back like, “What are you talking about? These are facts …” it 
takes you a while to come to terms with, the fact that investors are normal 
people too and some normal people suck and some people don’t. 
One entrepreneur, Mark Wilson, shared how his credentials were and remain 
continuously called into question by investors, which has led him to defer to other team 
members to lead certain discussions for his tech company: 
I come across a lot of investors who challenge my credentials, hard. It’s 
nothing less than other people know I am, but they challenge my credentials 
so hard, more so than I’ve seen. I’ve seen this for real, there are people with 
Ph.Ds. on my team who sometimes I will ask them to lead the introduction 
into places... But when I start, oh wait … where did you learn neuroscience? 
How long have you been programming? Why did you do that, why did you 
do that? Like, that becomes a proclivity, limitation for any Black person 
getting into tech. 
Trevor Vaughn detailed his belief that tech entrepreneurs engage in misalignments 
within the tech entrepreneurial arena due to systemic disparities that are present in 
today’s society: 
Systemic disadvantages that people of color have had in America and 
their lack of preparedness for that environment…. I honestly do believe is 
part of it as well. It’s not always like we’re not getting a chance. Some of it 
is, we’re ill prepared, because of systemic disadvantages. 
Heaven Benjamin detailed some of the organizations that have tried to create more 
opportunities for Black tech entrepreneurs. She further discussed how some of those 
opportunities have been created out of her belief that investors perceive tech 
entrepreneurs are limited in organizing themselves: 
I think that there is a lack of respect around us being able to self-
organize…. It’s like they want to come in and form organizations to tell us 
how to organize ourselves… Three recent organizations that have come out 
in the last year trying ... trying to organize Black companies, and I find it 
extremely irritating, given that for the past five years we’ve already self-
organized and have been asking for funding, to the point where it’s so self-
organized that we’ve even identified the top 15 organizations, have leaders 
in each of those organizations, and don’t have more than one organization in 
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each city just to make sure that we’re not cannibalizing each other when it 
comes to funding in various different cities. 
One tech entrepreneur, Ade Babette, described limitations he has seen tech 
entrepreneurs place on themselves and their capabilities: 
I think that what we struggle with a lot of the time is being too humble. 
Almost to the point where we’re not letting our light shine, we’re kind of 
dimming it ourselves, because we’re afraid of the impact it’ll have on the 
people around us. 
Another participant, Xavier Lewis, described how some tech entrepreneurs may 
place limitations on themselves and investors who have made it successfully through the 
tech entrepreneurial funding process may perceive this as a misalignment due to the 
entrepreneurs placing limitations or restrictions on themselves: “It’s very difficult to him 
when you’re saying, ‘Boohoo, I can’t do it. I’m Black.’ He’s looking back at you saying, 
‘You’re putting the limitations and barriers on yourself.’ He’s not gonna provide you 
sympathy there.” 
Ebony Smith described how, if her friends were to enter the tech arena, they may 
place limitations on themselves. She also detailed a similar fear she held in being afraid 
of asking for too much: 
Find folks who will push you to think big. Like I said like there were 
spaces in my natural networks that I wasn’t that ... wouldn’t have happened. 
I wasn’t, I, I struggled to think at a certain scale. I think a lot of my friends 
probably would have struggled to think at a big enough scale I don’t ask 
people for enough, so that’s probably, I still know that I should ask people 
for more, um, and maybe when I’m fulltime I’ll be better about that, but I 
just think like don’t be shy about asking people for stuff. 
Messaging/marketing hurdles. Another misalignment Black tech entrepreneurs 
spoke of were messaging and marketing hurdles. Tech entrepreneurs shared their 
recollections on how difficulties in portraying their endeavor’s messaging to end users 
and/or investors impacted their abilities to grow their endeavors. 
Ade Babette shared the marketing and messaging lesson he learned when trying to 
increase his following and product acquisition: 
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We learned a lesson, because we had a ton of traffic that first day, but no 
reviews. So everyone came to sight looking for value, we didn’t have the 
value yet, so that’s something we learned. You have to give people reason to 
be there too. So people are posting, but not at the speed I think we thought. 
So you had all these people coming on, but there were maybe eight reviews 
on the sight. 
One participant, Dominick Knight, discussed how his tech company had not fully 
identified its market opportunity, and that became a hurdle in growing his company: 
Working to do our market research and identify the market opportunity 
was something that was a big hurdle…. So ultimately companies have to 
listen to the advice that they’re given and you have to go weather that … 
then. And so it’s also thinking, are we missing something or is there 
something additional that we need to add to our business or to our business 
model, or our features to make sure that we all are not just giving companies 
the data, but giving them it in a way that’s compelling and does not ensures 
that they use it, but sets it up to be used in the best way possible. So you 
know that’s also a consideration and something you know a problem that 
we’re thinking about. 
Bell James shared her experience having a community before her end product was 
completed. She then highlighted the notion of the “chicken before the egg,” saying, as it 
relates to alignment with seeking investments from funders: 
So even for us … we had the audience before we had the product. And 
so it was kind of like the chicken before the egg kind of issue. It’s just like, 
okay, we know we can get funding knowing that we have an audience that’s 
backing us. But how do we sell that through to investors? And at that point 
when we were going over to some investors and having these conversations, 
we didn’t have our business in a strong succinct model that we could push 
through as products. 
Terrell Williams shared how there was a misalignment between investors’ 
perception of his tech company and their beliefs on the function of the company: 
And I remember I pitched and this VC was like, well, there are like a 
thousand competitors. What makes you different? I’m like, no, there are no 
competitors, which is something you probably shouldn’t every say, and I’m 
like do your research. I’m like, no. And then I realized he’s thinking I have a 
crowd-funding platform … the issue when you launch is that a lot of the 
times what you view and what you’re excited about is not necessarily what 
translates with your audience…. 
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Sport of flipping companies. The final misalignment participants discussed was 
the sport of flipping companies. Black tech entrepreneurs spoke about the manner in 
which investors may join the tech industry with the desire to flip companies. 
Tech entrepreneur Brooke Johnson shared her belief that some individuals who 
have money may want to throw money at an idea rather than specifically investing time 
to help develop it: 
The people who have money to invest in ideas, they don’t want to take 
on another product, they just want to throw money at something, they just 
want to be able to throw money at something, make some money out off of it 
and then go on to the next thing…. 
Xavier Lewis described how investors may put a small amount into one endeavor, 
hoping that it reaps profits to cover the investments made into 20 endeavors. He details 
the conversion below and likens it taking a gamble: 
When you are talking about 10x or a 5x verses a 20x multiple on your 
investment at that stage is really kind of sport…. It’s difficult to enter this 
space unless you have the money to be able to just go, “I’m going to give 
you $2 million and I’m gonna close my eyes. In five years I’m hoping that 
I’m gonna get it back. I need to do that another 20 more times or 19 more 
times, and I need to make sure that one of you makes it.” That’s why they’re 
looking for those businesses where you’re putting in a nickel to spit out the 
quarter, ‘cause you’re covering the 20 cents you’re losing on the way. 
Lack of Access to Resources 
An additional inhibitor study participants described was a lack of access to 
resources necessary to grow their organization. There were four key areas Black tech 
entrepreneurs spoke of: (a) a lack of funding, (b) privilege, (c) difficulty accessing 
educational resources, and (d) residing outside of major tech hubs. 
Dominick Knight shared his perspective on some of the areas where Black tech 
entrepreneurs lack resources and how those resources can help their endeavors flourish: 
“If we can get them the education, get them the capital, get them the social capital, the 
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network, the connections they need then we can see, I think will see a lot more successful 
Black and Brown businesses.” 
Lack of funding. Ade Babette described how Black tech entrepreneurs feel limited 
on the venture capital side of their endeavors: 
But it’s generally easier to raise money once you put your own money 
in, but it’s even easier if you’re known for having a capability to invest well, 
and I think that’s one of the challenges with a lot of black entrepreneurs. 
We’re really, really limited on the venture capital side. 
Mark Wilson described a few challenges related to funding in the tech arena. Of 
the challenges, funding was one of the leading things he mentioned. Mark shared his 
belief that entrepreneurs have to go through a period being poor in order to increase 
opportunities to attain funding: 
Problem number two it’s … funding so, that’s why I do the opportunity 
trade off. Which is, in my case I was sleeping on couch for a while. Even if 
you’re educated, and you’ve already raised some money, and you’ve done 
all these things, inevitably because of the nature of inequality, particular 
within tech in the stock world, within the world of investment, you’re going 
to have to be poor at some point to get to the next stage. 
Participant Dominick Knight described how a common issue for Black tech 
entrepreneurs was access to funding: 
I can tell you that access to capital is the number one concern for all 
entrepreneurs, but that concern is heightened for Black and Brown and 
female and immigrant entrepreneurs. It just is the number one question that 
folks ask about and so you know if there’s one area that needs to be 
improved, if there’s one issue that needs to be addressed, it’s certainly access 
to capital. 
Alexis Clarke shared that she has not engaged the funding process, but has 
vicariously learned about the process from fellow entrepreneurs further along in their 
journey: 
I have the wonderful privilege of being both a female and black, so 
because I haven’t tried to raise money yet, I don’t know this first hand, but I 
do know other female founders that are further along, they actually have 
revenue and customers and so forth and I’ve heard them talk about the 
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fundraising process and I guess I’m interested to see what that is going to be 
in my case. Not because I’m not educated, not because I don’t think I have a 
good idea, but you know you hear just what a tiny sliver of money goes to 
Black female founders…. 
Participant Heaven Benjamin detailed her journey endeavoring to receive funding 
to grow her tech organization and described how she has had her fair share of funding 
challenges: 
We’ve kind of just had our fair share of funding challenges, if you will, 
and just hoping that we can get over that hurdle of raising the rest of the 
money now and not have to necessarily go back into the pitch-competition 
field because we’ve won almost every pitch competition that there is out 
there, so at this point, we should be receiving funding, not having to enter 
pitch competitions. 
Xavier Lewis detailed the level of wealth that is often required to thrive in the tech 
industry and discussed how Black-owned endeavors often do not have this level of 
wealth: 
You need to have millions at your disposal, like at your disposal. Not 
like, okay if I lose this the infrastructure for my current set up becomes in 
jeopardy. It’s the profits and the residuals that you’re receiving from your 
primary invested interest that you’re able to distribute without concern. 
There’s not too many Black-owned businesses that have that level of wealth. 
A focus group participant discussed how a lack of funding can have long-term 
consequences impacting an entrepreneur’s opportunities to grow. He shared: 
Lack of funding—Getting people to work for free is the biggest mistake 
I think most founders make. You lose leverage over timetables and 
deadlines. And if free work is done poorly, it can actually become more 
expensive to fix. Speed is your ally and lack of speed is your enemy. Use 
cheap services … to find a designer and developer to contract for [minimally 
viable products] MVPs. 
Lack of privilege. An additional area of discussion for the tech entrepreneurs was 
privilege. Black tech entrepreneurs spoke of their colleagues that have experienced the 




Mark Wilson shared that it is often easier for counterparts of other ethnicities to 
receive funding or support through familial wealth: 
As a White founder, even if you have rich parents, you could just have a 
wacky idea and go and tell someone about it and get funding.... Every 
accelerator has so many numbers they’re putting up, and the difference is as 
a black founder, not only did you not just have the idea get funded, even 
when you have a functioning business, you still can’t get funded. 
Participant Alexis Clarke described an experience where she attended a conference 
to learn from fellow successful tech entrepreneurs’ journeys. During the endeavor, she 
described hearing stories that were not representative of a variety of tech entrepreneurs’ 
journeys: 
I was at a workshop recently … it was all about building effective brand 
on a budget and her spouse is the founder of one of the hottest startups in 
New York and everyone was kind of like: “You just have a totally different 
perspective.” Because yes you are, not to say that you’re not putting in the 
work, but the kind of thing.... People were looking at each other like “This 
takes money. You didn’t do this on a budget.”... Sometimes women who 
either come from families with a lot of resources or they just don’t have 
anything to worry about financially because of their partner, and that’s not to 
say that they didn’t have to figure out their market and have the business 
savvy and whatever, but that’s a totally different hustle than what other 
women are really doing that are truly doing it on their own and have basic 
things to worry about like “How am I gonna pay rent?” 
An additional tech entrepreneur described what he calls the “old boys club” of tech 
where he prescribes certain decisions about technological advancements are made: 
“There’s definitely an aspect of the old boys’ club. These folks that have been in finance 
for 20, 30 years….” 
Ebony Smith additionally discussed her experience listening to podcasts where tech 
entrepreneurs recall their experiences. As she would watch the podcasts, she detailed how 
their experiences have often looked different from hers: 
I was listening to one with Jay Sims who founded JLK Company and I 
was like there’s so many things that just were like baked in privilege. And 
even like, I listened to one that was like the founder of XYZ Company and 
there’s so much baked in privilege there that they have and that like, I just 
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think if you don’t know about the privilege that people have had that led 
them to those things, you might, you might assume that there’s something 
special or unique about them. 
Lack of education on tech arena. An inhibitor Black tech entrepreneurs spoke of 
was around access to educational opportunities. Participant Mark Wilson described this 
inhibitor, the lack of access to educational resources, as being related to “educational 
inequality.” 
Another tech entrepreneur, Xavier Lewis, discussed how, due to a lack of 
educational exposure in the process of speaking with investors, Black tech entrepreneurs 
often do not know, as he described, how to navigate the “jargon” or colloquial tech talk 
used in common discussions to raise funding: 
I think we don’t necessarily know all the jargon in order to navigate the 
conversations very well. I think sometimes we don’t understand the 
dynamics of the relationship or just the dynamics of the business and how 
the business of venture capital works fundamentally. So we go into it with 
some incorrect pretenses sometimes that are not great. So I think there are 
lots of challenges. 
Adrian Harris described that the entrepreneurs are not the only ones that may 
experience difficulties entering the tech industry. He also discussed the barriers prevalent 
that can affect investors who wish to enter the tech arena: 
I mean there are Black investors out there like BCs, but my thing is, 
they want to invest in companies, but it’s just, I don’t know, the disparity is 
more so, they don’t know the steps, right? Of how to get from point A to 
point B. They think you release the app, it’s all-good, but it’s just more so, 
like I said, I’m going from the east coast, to west coast to try to about to be 
an entrepreneur. 
Xavier Lewis additionally talked about the bar in tech entrepreneurship and how 
many entrepreneurs have difficulty navigating it due to a lack of resources and those in 
positions of power willing to share resources: 
Well, there’s a trickle down effect that takes place between the 
disparities of wealth within our community. So, because there are not, 
there’s not an equal distribution of the wealth between the quantity of 
African Americans within this country … to the quantity of those that are in 
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a level or position of power that can actually help, it makes acquiring this 
information that much more difficult. Problem is, within our community, 
most of us don’t know the bar. And so knowing the bar, we lack the 
resources available to understand what the bar needs to be and why it needs 
to be there. 
A focus group participant supported this finding by sharing how a lack of tech 
expertise can affect one’s tech journey: 
Lack of technical skills … when you’re non-technical you have to rely 
heavily on people who are and it sucks. I think the best solution here is to 
focus on becoming a good product manager and sales person. I think the first 
person non-technical cofounders should engage is a designer. 
Residing outside of major tech hubs. A small number of entrepreneurs described 
their experiences living in areas that were not major tech hubs and the lack of ability to 
interpret how to navigate the tech landscape upon living in those areas. 
Joe Newland shared that, in his experience, “having grown up in a place where tech 
was not a thing in Michigan, I wasn’t aware of what the possibilities were with what I 
was doing.” 
Another tech entrepreneur, Ebony Smith, shared her unique experience living 
outside of the Silicon Valley area: 
I don’t live in Silicon Valley. Part of why I don’t want to live in Silicon 
Valley is because, you know, I lived out there for three years and in terms of 
places for Black people it is not on the top of my list…. I remember when I 
was out at AfroTech and like, um, one of the uh, the CEO of Y Combinator 
said, like: “You basically need to be out here and like this is where the 
technology is.” And also you need to have a CTO, you need to have a 
founder who’s in tech and all that stuff. And so that’s not really a.... I could 
see if I was like a 22-year-old graduating from college, you know, like: “Hey 
roommate, you’re a computer science major or let’s do this company 
together.” I’m a 41-year-old mom in Nashville. Like, I’m not just like, 
surrounded by tech people who I can like make a tech co-founder and still 
try and figure out who those folks are. 
A focus group participant supported this finding when identifying his experiences 
in Alabama: 
I am located in Alabama so there aren’t many strong/vibrant tech 
ecosystems for people of color. I think the challenges that we mainly face 
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deal with funding. We have to go so much further to prove our venture is 
worthy of funding. There are others that can receive funding based on an 
idea “on a napkin.” 
Lack of Ability to Grow Team/Build Team Cohesion 
In addition to experiencing a misalignment between investors and entrepreneurs 
and difficulties driven by a lack of resources, Black tech entrepreneurs described how 
difficulties in building a team and/or cohesion could affect the growth of their 
organizations. 
Lawrence Campbell discussed how, with the right amount of financial support, he 
would have the potential to grow his team and continue building his product: 
Then last but not least, the fear of not having a tech co-founder is always 
who’s going to work on and build your product day to day when something 
comes up and something happens. In my mind I’m thinking, “Hey, with the 
right amount of funding, the right team, and we’ve already supported the 
business up until this point, and I hire....” I have a full-time developer on my 
team now, but just saying ... that’s on payroll, but to say, “If I received 
funding, I can pay developers to support the product and do what’s 
necessary.” 
Brooke Johnson described that there can be challenges in growing a tech company 
due to searching for a Chief Technology Officer (CTO) who may know the ins and outs 
of the entrepreneur’s organization and share a similar perspective on what the 
entrepreneur seeks to build: “The challenges are kind of coming from the technology 
standpoint of really like I guess in a sense a CTO or a creative director for virtual reality 
that could really lead, take my vision and pull together all the technical components.” 
Joe Newland interpreted that in the tech entrepreneurial landscape, sometimes it is 
not in the best interest of the entrepreneur to work with everyone: 
It’s like, if that investor’s has the balls to tell you that what you’re 
saying is a lie and you know it’s fact, then you don’t ever want to work with 
that person. In your mind, you’re going for the money. You’re like, “That 
person has the money. That person’s blocking me from getting the money.” 
In reality, there is no way you want to work with that person … and you 
have to come to terms with that. I think that was the challenge upfront, just 
not understanding that you don’t want to work with everybody…. 
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Noah Gunther shared the importance of building team cohesion by ensuring that 
the team tasked with working on the endeavor works well together: “I’ve had quite a few 
folks in the space who keep losing CTO’s every six months. Or they keep losing their 
executive team. Why is that? Because you still have to pick people that work well 
together and that doesn’t change.” 
Ade Babette articulated that, as a tech entrepreneur journeys through the tech 
landscape, their ability to select team members is strengthened: “You’re going to make 
mistakes in hiring, but once you learn how to navigate those mistakes, all of a sudden you 
start to really see the culture in people before you hire them.” 
Participant Joe Newland additionally described challenges he initially faced when 
growing his organization due to difficulties understanding his team’s skillsets: 
I have to realize other people’s skillsets and allow them to manifest 
those skillsets. It’s good to find people that can do some other things but I 
can’t have that … a person can code, so raise money, to do all these things. 
It’s not normal. Coming to terms with that and looking for the best out of 
people or where I should expect the best … where will I be, if I put someone 
on board who’s just not fit because that’s my fault. That was the learning 
challenge that I had early on, just understanding people’s skillsets and how 
to make sure they’re making the best of their time. 
Dominick Knight described the task of bringing new people on board to support 
the growth process: 
I think in terms of hurdles, just figuring out the technology. Working 
with, we have internal expertise in terms of tech and data analysis, etc., but 
working with some other folks, bringing other folks in to help us build out 
the mobile app required us to trust the new folks and also required us to just 
trouble shoot problems on a regular basis, which when it comes down to it, is 
kind of the core piece of entrepreneurship. But, it’s still a hurdle that we had 
to get over. 
James Washington shared how a few difficulties hiring people can potentially 
diminish opportunities for an entrepreneur’s tech endeavor: 
As a startup, you hire two bad people and they could kill your company. 
So definitely being very careful about who you select and not rushing to hire 
somebody, because you rush to hire somebody and they end up being the 
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wrong person, that can really set you back, really set you back. So that’s 
probably.... And I say funding, it relates to funding because that’s going to 
be one of your larger expenses. 
A focus group participant supported this finding by sharing the challenges he faced 
by not being able to build a team: 
I’ve always found building a team to be second hardest to raising 
capital. Many folks, Black or not, are not inclined to work for equity. 
Investors are more likely to seal a deal with a strong team than a strong 
product. I didn’t have a strong support network either, which is a problem 
many Black tech entrepreneurs (BTE) will face as well. That’s partly why 
we haven’t be able to successfully crowd fund our ventures. 
Additionally, in Xavier Lewis’s critical incident questionnaire, he described the 
difficult impact loss of an instrumental team member created for his company: 
Losing our first team member. At a critical point in our company, we 
lost a valuable team member who quit from a combination of internal 
stresses and personal reasons. She was the glue that held operations together 
and once she was gone, everything became fragmented. Her departure 
resulted in XYZ Company losing 50% of our clientele within 2 weeks time. 
This had a domino effect as over the next 3-months, other team members lost 
morale and chose to abandon the project, reducing a team of 5 to a team of 2. 
We were fortunate enough to be able to overcome this hurdle but still face 
difficulty even though this happened nearly 9-months ago. 
Self-Doubt/Trauma 
Some participants described feeling doubt and/or trauma when navigating the tech 
entrepreneurial landscape. 
One participant, Jason Patterson, shared his experiences encountering tech 
entrepreneurs who present signs of difficulty navigating the tech industry: 
There’s a lot of doubt... I think the tip of the spear is the emotional 
readiness piece which I had no context for. It’s like, “Can you work?” And 
I’m like, “That’s really not the question…. You do crazy harm. That’s the 
other part of this game. There are a lot of entrepreneurs that are sick, that 
really need counseling that should probably be going to seek therapy. I’m 
very serious. I don’t play about that ‘cause I’ve seen it ruin people’s lives, 
people I love and care about. I’ve seen it destroy them and they are shells of 
themselves. So that was the promise I made myself. I said, “If you get to a 
point where you need to walk away, walk away.” 
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Another participant, Lawrence Campbell, described hesitating on gaining traction 
and viewing his organization from a lens that was too narrow in size: 
I hesitated on getting the traction, and that was on me hesitating, not 
viewing it from a wider lens, but I hesitated on getting traction because 
mental health is so special to me, and understanding how something not 
being correct in a mental health space can affect someone else. I just took 
longer to kind of feel comfortable and confident that it was the right product 
or the right time to get it out there to people. That was a tough first year…. 
Tech entrepreneur Noah Gunther described that “brain drain” can often occur on 
the tech entrepreneurial landscape. He shared: “There’s a lot of that that goes on in our 
space. It’s almost like brain drain, where a lot of the VC’s will come and just pilfer 
information from you, knowing that they’re not going to do anything.” 
Mark Wilson shared his perspective on the mental strength that he discusses can be 
hard to find, but is necessary to navigate the self-doubt that can arise on the tech 
entrepreneurial journey: 
Its psychological inequality … a psychological inequality in that has an 
effect that Black people don’t even want to be in tech because of the mental 
stress associated with being challenged with everything so much, that they 
would rather stick to things that they know in the content world, in the movie 
world, and whatever, right…. It’s the institutional pressure, and the financial 
pressure on you as a founder, but also the lack of awareness and deliberate 
disrespect. The combination of those … things means you have to have a 
mental strength, which is very hard to find, much less maintain, which 
fortunately I’ve been given, but not everybody has that. It’s at a level beyond 
what White founders have to experience. 
Dominick Knight discussed the feeling entrepreneurs may experience where they 
feel as though they are not ready enough to enter the tech landscape: 
And so it’s the feeling of not being ready enough, which again is 
something that I feel like every entrepreneur might feel. But something as a 
black entrepreneurs, a business with all black co-founders, it’s something 
that’s exacerbated a bit, but you know something that we’re managing and 
looking forward to continuing to manage…. 
David Andrews described how many tech entrepreneurs navigating the landscape 
may try to block out pain during the journey: 
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Another thing black people don’t talk about, we often cover up our pain, 
and in the black community, you have alcohol or you have marijuana. I was 
smoking probably three.... Almost like ... an eighth every two days. Every 
two days, to just subdue myself because my brain never stops moving, 
something I’m still dealing with now, since I came back, and I quit just 
before I left. I sleep on average like three or four hours because my mind just 
keeps going. I mean, that was what I was trying to stop before, so that’s why 
I smoked. 
Lastly, another Black tech entrepreneur, Heaven Benjamin, likened her experience 
in the tech field to the hardship of the military and experiencing PTSD: 
To receive private or public funding, you have to be unemployed and be 
a full-time founder. So first of all, you’re putting yourself where your life is 
on the line: literally your health, your health care. It had been five years 
since I had went to a doctor ... finally went to a doctor in December ... 
because I gave up my health care. Your reputation. Your looks. Everything. 
Everything is on the line while you’re going through these competitions, 
being discriminated against, and receiving PTSD along the way. Even 
military men just don’t gotta go through that. It would be like as if we were 
sending the people in the military off to war and not giving them a monthly 
paycheck, but making them experience all the hardships of being at war. 
In Jason Patterson’s critical incident questionnaire, he described how leaving the 
comfort of his full-time job was a difficult experience where he describes the self-doubt 
he encountered: 
The fear of things failing, and having to “crawl” back to a 9-5. I was so 
scared, it took me a long time to acknowledge that what I had done was 
admirable; I bet on myself by leaving security that I had worked so hard for. 
I did everything right, but I still knew that I’d have to make decisions for me, 
that reflected my priorities. 
Discrimination 
The final inhibitor Black tech entrepreneurs described was discrimination. 
Discrimination appeared in a variety of different forms, ranging from gender to race and 
micro-aggressions. 
A few tech entrepreneurs described comments or things they were told pertaining 
to race. Camden Dean shared how someone mentioned to him: “I had a guy tell me one 
time, ‘We run this place like a plantation.’” 
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Another tech entrepreneur, James Washington, shared an experience in which a 
few micro-aggressions were directed toward him: 
We were just trying to make small talk, and this guy, this was right after 
the earthquake in Haiti, and this guy is trying to tell me, he’s like, “Man, 
why doesn’t Haiti get their stuff together? They’re always having these 
issues.” I’m like, “Well, obviously they’re having issues because we just 
lifted the tariffs on them like 15 years ago. They’ve literally been crushed by 
our financial aggression for the last how many years?” 
Participant Xavier Lewis shared how he has often experienced investors who 
expressed an inability to interpret and understand who he was as a person up to 
interpreting his name: “I’ve had cases where people would not pronounce my name 
correctly…. If you Google like, XYZ Angel Conference, you’ll see that partition where 
the guy’s having issues pronouncing my name and he’s just like, ‘Ah it’s you know 
whatever.’” 
James Washington additionally shared an experience where he described another 
micro-aggression that was cast on him by an investor: 
They tend to use a lot of micro-aggressions that they don’t even know 
that they’re doing because they’ve been living this life for so long. So I wore 
a bowtie once, and this guy seriously was like, “You look like, what’s his 
name, Farrakhan.” 
Lastly, participant Xavier Lewis shared that his team has encountered a plethora of 
examples of micro-aggressions. He additionally highlighted a time when he was told how 
well spoken he and his team members were. Another experience entailed a discussion 
around minority funding: 
There have been times where subtle racist jabs come out. And it’s not 
intentional. The sad reality is that, like I’ve always considered racism to exist 
on three pillars. Like: (1) ignorance, (2) a lack of empathy, and (3) pride…. 
We’ve gone to investor meetings where we talked about ourselves and 
people had said, “Wow, you guys are very well spoken.” That’s an example. 
Another example would be, “Wow, Pitch Black? Oh, wow. Didn’t hear 
about that. Who’s this person? Oh, okay. Interesting. Wow, so you’re telling 
me that there are funds that exist that actually try to fund specifically 
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minorities? Really? Okay. Wow. I’d love to hear about that. I have a couple 
of Blacks in my portfolio. I’d love to connect them.” 
Black tech entrepreneur Ebony Smith’s critical incident questionnaire supported 
this finding where she shared an experience she had encountered in the form of gender 
discrimination: 
When I pitched at an event—I really thought that my gender may have 
played a role in the outcome. It hurt to think that something outside of the 
objective merits of my idea may have played a role. But this was also a super 
motivating moment and led me to double down on my ambitious goals. 
Chapter Summary 
This chapter unpacked the four major findings that were discovered by this study. 
The findings were ordered and presented in accordance with the research questions for 
this study. Individual interview data revealed Black tech entrepreneurs’ perceptions on 
how they are able to launch and grow their businesses. In order to represent the reality 
and experiences of the persons studied, extensive quotations by the participants were 
included in this chapter by the researcher. 
The first finding of this study indicates that study participants described that a 
catalyst sparked the idea to bring their businesses to fruition. Subsequently, tech 
entrepreneurs identified that the catalysts enabled them to create a viable project, build a 
team, and build credibility and/or grow a following. 
The second finding identified that an overwhelming majority of participants 
described seeking the counsel of “expert” others as a key action in securing funding to 
grow their companies. The ways in which Black tech entrepreneurs reported their 
perceptions on actions to secure funding included conversations on seeking expert 
counsel from mentors, advisors, and/or investors. Additionally, Black tech entrepreneurs 
spoke of securing external funding and/or partnerships, generating internal funding, 
hosting events and/or conferences, and determining who would secure funding. A 
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minority of entrepreneurs spoke of their specific desire not to receive support in the form 
of external funding. 
The third finding a majority of participants described was that they learned to 
launch and grow their businesses largely in informal ways through dialogue with others. 
As a result, Black tech entrepreneurs recollected numerous encounters with colleagues 
and/or seasoned individuals that helped them navigate the tech arena. Additionally, some 
of the entrepreneurs noted tendencies of learning in other ways. These mechanisms for 
learning included: observation, trial and error, attending formal programs, experiential 
learning, and reflection. 
The fourth finding was that having a positive self-concept was a key facilitator for 
Black tech entrepreneurs who endeavored to grow their organizations; another finding 
was that a misalignment between the investor and entrepreneur inhibited their ability to 
grow. Additional facilitators for Black tech entrepreneurs’ growth included self-
motivation and motivation from others, spending time away from their tech endeavor, 
and the entrepreneurs’ faith/belief systems. In addition to the primary misalignment 
inhibitor, Black tech entrepreneurs detailed that having a lack of resources, lack of an 
ability to build team cohesion, self-doubt and/or trauma, and discrimination impacted 
their opportunities to launch and grow their businesses. 
Analytic Categories 
In an effort to grain greater meaning from the findings analyzed, the researcher 
supported each research question with major finding statements and then advanced to 
answer the principal research question for the study—How do Black tech entrepreneurs 
learn to launch and grow their businesses? The answers to the principal research question 
informed analytical categories that were used to identify the findings for analysis and 
interpretation. The findings reveal that recognizing problems and previous experiences 
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create the need for unique tech solutions (Analytic Category #1); engaging in dialog with 
others leads to relationships that facilitate learning and the acquisition of funding 
(Analytic Category #2); and understanding that a positive self-concept aids in the process 
of growing a tech organization and recognizing that misalignments between investors and 
entrepreneurs can impede that process (Analytic Category # 3). The findings were 
analyzed through the aforementioned three categories, which are highlighted in Table 4.5.  
  
153 
Table 4.5. Relationship between RQs and Findings Leading to Analytic Categories 
 
Analytic Categories for How Black Tech Entrepreneurs  
















ANALYSIS, INTERPRETATION, AND SYNTHESIS OF FINDINGS 
Introduction 
The purpose of this study was to explore with 22 Black tech entrepreneurs their 
perceptions on how they were able to launch and grow their businesses. As discussed in 
Chapter I, growing a business for the purpose of this study was defined as a process 
through which tech entrepreneurs engaged in seeking or acquiring funding to support the 
creation and/or further development of their business endeavors. Through this study, the 
researcher aimed to yield insights for current and aspiring Black tech entrepreneurs that 
wish to develop strategic learning mechanisms to launch and grow their tech companies. 
The four research questions that guided this study were the following: 
1. How do Black tech entrepreneurs identify opportunities to bring their tech ideas 
to fruition? 
2. What actions do Black tech entrepreneurs take to secure the funding needed to 
support their companies? 
3. How do Black tech entrepreneurs learn to launch and grow their businesses? 
4. What factors facilitate and/or inhibit growing a tech company? 
There were four major findings emanating from this study. The first major fining 
revealed that all participants described some form of catalyst as a means of bringing their 
tech ideas to fruition, while other participants indicated that creating a viable product 
represented opportunities to bring their ideas forward. The second finding was that an 
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overwhelming majority of participants described seeking the counsel of “expert” others 
as a key action in securing funding to grow their companies. The third finding was that a 
strong majority of participants described learning to grow their businesses largely in 
informal ways through dialogue with others. The fourth finding was that a strong 
majority of participants indicated that having a positive self-concept was a key facilitator 
in growing their businesses, while an equal number indicated that misalignments between 
the investors and entrepreneurs inhibited their ability to grow. 
Upon careful analysis of the findings, three major themes emerged as analytic 
categories: (a) recognizing problems and previous experiences create the need for unique 
tech solutions; (b) engaging in dialogue with others leads to relationships that facilitate 
learning and the acquisition of funding; and (c) understanding that a positive self-concept 
aids in the process of growing a tech company and recognizing that a misalignment 
between investors and entrepreneurs can impede that process. 
Among the 22 participants interviewed, the researcher identified three qualitatively 
different groups—these groups were differentiated by the Black tech entrepreneurs’ 
perceptions on launching and growing their companies. Those groups include the reliant 
(4), self-reliant (8), and balanced (10) Black tech entrepreneurs. The researcher analyzed 
the shared experiences between these three groups in relation to each of the analytic 
categories. 
In this chapter, the researcher presents an analysis that is organized by these 
analytic categories, along with synthesizing how the analysis relates to literature on Black 
entrepreneurs, the tech arena, and adult learning. The analysis and synthesis will be 
followed by an interpretation. Thereafter, Chapter I’s assumptions are revisited, along 
with a description of how this study contributes to literature. 
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Analysis and Synthesis 
Participant Groups 
Throughout the data collection process, Black tech entrepreneurs spoke openly 
about their experiences identifying opportunities to bring their ideas to fruition, actions 
taken to secure funding, and facilitators and/or inhibitors that impacted their ability to 
grow their businesses. As a result, Black tech entrepreneurs identified that they learn to 
launch and grow their businesses in a variety ways. 
Due to the variance in responses among Black tech entrepreneurs that indicated the 
development and integration of their experiences, the researcher categorized participants’ 
into three qualitatively different groups: the reliant (4), the self-reliant (8), and the 
balanced (10). Given that people do not largely hold the same perspectives in every 
circumstance, these categories are general in nature. 
The reliant Black tech entrepreneurs held a wide range of experience from one to 
three years in the tech arena. These entrepreneurs through the course of their experiences 
expressed a greater need for support socially and/or in the form of funding to grow their 
businesses. This support included social support through educational establishments 
and/or from freelancers, as well as funding in the form of investments or crowd funding. 
The reliant tech entrepreneurs who were often in their first few years in the tech industry 
also described encountering great learning curves in interpreting and understanding the 
tech arena and messaging and/or branding their companies. As a result, these 
entrepreneurs looked to mentors’, advisors’, and/or investors’ feedback to strengthen 
iterations of their tech companies. The tech entrepreneurs also described their target 
markets sustaining the continued momentum their companies utilized to grow. 
In contrast, the self-reliant Black tech entrepreneurs held proprietary knowledge 
and expertise in their respective fields inspired by the long-term benefits of previously 
founded companies, both within and outside the tech arena. These tech founders were 
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characterized as having the financial and social resources from previously founded 
companies that they could invest in current tech pursuits. Some of these tech 
entrepreneurs additionally described wishing to “self-fund” their endeavors or 
approaching the point with external funding was no longer necessary to grow their 
companies. Additionally, a large majority of these entrepreneurs were much further along 
in the learning and growth process— holding up to 12 years of experience in the tech 
arena—and shared reflections on their experiences to date. 
The third group was the balanced Black tech entrepreneurs. The balanced 
entrepreneurs held a wide variety of experiences ranging from 3 months to 6 years. 
Within this group, participants relied on numerous internal and external supports. These 
entrepreneurs often presented a particular expertise in their business arenas and/or 
referenced embarking on a new endeavor due to a problem that led to the creation and 
exploration of a tech solution. Many of these entrepreneurs engaged in the process of 
bootstrapping, or utilizing internal funding, for the first few years of the lives of their 
companies and then proceeded to seek external funding to further scale. These 
entrepreneurs have additionally taken the liberty of seeking external support in various 
forms, including social and technical support.  
The following table provides evidence for the categorization of the participants into 
the aforementioned groups. 
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Table 5.1. Overview Participant Evidence Table 
Participant Evidence Table 
Category Participants Evidence 





Bell has been a tech entrepreneur for the past two years. She has 
embarked on developing her tech company through connecting with a 
co-founder after hosting a few events with a target population that 
expressed great need for further services. Bell and her co-founder 
started their company with the desire to continue to support an existing 
external network. Bell described her desire for continuing the 
endeavor as flowing from her keen interests. Both Bell and her co-
founder have additionally recruited the support of external parties to 
form and develop the messaging, vision, and mission for their tech 
company to better help their target population.   
Ebony 
Ebony was formerly in the education space and just recently joined the 
tech space a year and a half ago. She has expressed her desire to better 
learn the tech entrepreneurial landscape and has additionally described 
the need for external support in the form of freelancers, computer 
engineers, and investors, to grow her tech company. Ebony has 
expressed her desire to enter the tech field by creating a platform that 
utilizes technological means to support a larger issue, but may not 
necessarily be a tech innovation. 
Dave 
Dave has been in the tech entrepreneurial field for three years. He 
became a tech entrepreneur after a trip out to the Silicon Valley area 
where he met his fellow co-founder who expressed the need for 
support on the marketing and business development side of their tech 
endeavor. Dave has described his tech journey as a process of building 
trust and credibility while also engaging in the process of rebuilding 
his network in ways that can create opportunities for his tech 
endeavor. 
Terrance 
For the past two years Terrance has served as a Black tech 
entrepreneur over a culturally based company. Terrance expressed that 
his tech company’s development as being fueled by the his 
experiences engaging in entrepreneurial education at a formal school 
institution and encountering faculty and mentors that could assist in 
his company’s development. Terrance additionally highlighted that his 
company has relied on the partnership with external companies to 
scale his tech company. 
The Self-
Reliant 
Black Tech  
Entrepreneurs 
Camden 
Camden described funding and growing his company based on his 
background and personal experiences in the financial field that led him 
to create his current fin-tech company. In the creation of his company, 
Camden utilized technology that had already existed and applied it to a 
new industry. Camden has shared that he is “an experienced 
entrepreneur, who sold a company and has worked on creating his own 
wealth. He shared that he has done so as he doesn’t want to deal with 
venture capitalists telling him that his endeavor can’t work. Camden 
has been a tech entrepreneur for six years. 
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Table 5.1 (continued) 
 
Category Participants Evidence 
The Self-
Reliant 




For four years David has been a tech entrepreneur of a service based 
company. David has expressed the importance of creating and growing 
his company prior to seeking support from external parties as he 
describes that they generally express their lack of funding and/or 
supporting service based companies. David is deeply inspired to 
pursue the highest and fullest expression of his potential and describes 
a great internal desire to pave his own path.  
Dominick 
Dominick has been a tech entrepreneur for the past four years. During 
his time as a tech entrepreneur, Dominick has invested in the creation 
of a company that has instrumentally grown with a few colleagues in 
the industry. Dominick shared that money generated from that 
company has been utilized to reinvest in the tech company he and a 
few colleagues is currently working to grow. Dominick has also 
described that collectively his team members hold years of experience 
in the respective industry they have provided an incremental 
innovation for. 
Jason 
Jason has been an entrepreneur for three years. Over the course of the 
three years his company has grown instrumentally to serve a large 
demographic population through the support of funding opportunities. 
Jason’s company has reached a point where an internal team manages 
the company’s developmental needs and/or difficulties that may arise.  
Joe 
Joe has created several tech companies prior to the creation of the 
current company under consideration for this study. Joe described the 
great value add of utilizing technology in an existing field and 
applying it to an area were improvements have not been made since 
the early 1960’s. Joe described that his company had financially 
supported itself prior to attaining external funding. Joe has been a tech 
entrepreneur for 12 years. 
Lawrence 
Lawrence has been an entrepreneur for over twelve years. He 
describes his love for the tech industry evolving since his first leap 
from a corporate sales job to work at a tech startup company. 
Lawrence has been inspired to work on his current tech endeavor due 
to his experiences over the years playing a lead role in developing tech 
companies. This has made the developmental process shorter 
Lawrence has shared. He additionally discussed that he has reached a 
point now where he isn’t certain if its worth acquiring funding as he 
described having come out of his pocket for 2 years to fund the 
creation of the tech company. 
Terrell  
Terrell persistently discussed his desire to have full ownership over his 
tech endeavor. He described that he enjoyed engaging in the creation 
process and gravitated to the freedom of the entrepreneurial space for 
that reason. He additionally shared that it was not important to secure 
investments from external parties as he desired to utilize conferences 
and events to help the company increase its opportunities to network 
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Category Participants Evidence 
The Self-
Reliant 




Trevor has identified serving in the tech entrepreneurial space for the past 
eleven year. During this time he described having grown numerous tech 
companies, including two, which underwent successful mergers and/or 
exits. Trevor additionally discussed key takeaways and instrumental 
things he learned about the funding process that has made navigating the 
landscape with his current endeavor easier. Two areas of importance 
Trevor described were his networks and years in the industry that have 






Ade has been a tech entrepreneur for six years. During this time, Ade 
created his tech company after learning of an experience his peers 
expressed while in college. His previous endeavor launching a marketing 
and branding company, informed Ade’s abilities to create a platform that 
could service his target population. After creating the beta for the 
platform, Ade engaged in seeking support to sharpen his pitch and garner 
the funding necessary to further grow his tech company. 
Adrian 
For the past five years, Adrian has been a tech entrepreneur. During this 
time, he has worked to grow a tech company that arose from a personal 
problem he had difficulty navigating. In order to acquire the skills 
necessary to grow his tech company, Adrian has described taking 
entrepreneurial courses in college and attending seminars in the Silicon 
Valley area. At present Adrian is in the process of fine-tuning his business 
model to pitch his company to investors. Adrian has described his 
intrinsic belief that if other entrepreneurs can do it, he can too. 
Alexis 
For the past year Alexis has begun to grow her company in the tech arena. 
During this time she has joined an incubator program and received 
funding from a business model competition. Alexis has been very 
proactive in using her business knowledge and expertise to identify 
mechanisms to explore expansion opportunities for an idea that she has 
launched on her own. 
Brooke 
Brooke is a Black tech entrepreneur that has been in the field for one year. 
Although Brooke has been in the field for a short period of time, she has 
described the great value added by her experiences switching from a 
career as a programmer to a career that she details helped her explore the 
“intersection between business and technology.” With this internal 
passion and former program experience Brooke identified drafting and 
beginning to develop the base of her tech entrepreneurial endeavor while 
serving as a leader in the field through invitations to attend discussions 
where she has spoken about virtual reality and her growing tech endeavor. 
Heaven 
Heaven has been a tech entrepreneur for the past five years. During this 
time she has grown her tech company through experiences she has held in 
the corporate financial industry. These experiences enabled her to create a 
unique educational platform. To create her tech company, Heaven 
describes having a vision for the services she would like offer and then 
recruiting an intern team to make it happen. She additionally shares that 
after creating the tech company she pitched to investors in order to attain 
the funding to continue to grow. 
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Table 5.1 (continued) 
 






Jade has served as a tech entrepreneur for five months, however, has 
joined the tech industry with a plethora of experience from multiple 
previous business endeavors. She has expressed how these previous 
endeavors have facilitated the process of acquiring the knowledge 
necessary to grow her current tech endeavor. As a result, Jade’s current 
tech endeavor has grown swiftly and instrumentally within a short time 
span. Given her previous experiences, she has additionally reached out to 
others in the market to assist in outsourcing support to expand her product 
reach and online service presence.  
James 
James has been a tech entrepreneur for five years. His tech entrepreneurial 
idea grew from a gap a colleague in college noticed in the inefficiencies 
of how solutions were created in the financial field. As a result he teamed 
up with his co-founder to replicate a similar solution that worked from 
medical industry. James and his co-founder entered the tech arena as 
computer engineers creating the product themselves and then pitching it 
to school representatives to garner the support necessary to grow the 
endeavor. 
Mark 
Mark has served as a tech entrepreneur for the past three years. During 
this time, Mark attributes much of his growth to his prior experiences 
working in corporate America on marketing initiatives that helped form 
the base of his company. With his keen desire for learning and 
development as well as neuroscience, Mark taught himself the basics in 
coding and neuroscience and began to embark on a tech endeavor inspired 
by his desire to increase access to greater information for his target 
population. Presently, Mark has taken this endeavor that has been curated 
and inspired by internal pursuits to seek further investments to grow his 
company. 
Noah 
Noah is a tech entrepreneur that has been in the tech industry for the past 
eight years. His current tech company was founded out of what Noah 
describes as “pain.” A previous endeavor he worked that had secured a 
large investment of over $2.5 billion in investments fell through leading 
to the creation of his offshoot tech company. His previous experiences 
and long career in the corporate financial sector aided in the creation of 
his current company and has led Noah to secure funding of over $30 
million in funding. 
Xavier 
Xavier is a tech entrepreneur who founded his current tech company after 
an experience after gaps he identified in the hospitality industry. Xavier 
has served as a tech entrepreneur for the past two years, through which he 
has accelerated the speed of the growth of his company by having created 
a beta product using his previous engineering skills and  
 
A discussion of the similarities and differences among these three groups can be found a 
cross case analysis based on the demographic data in Appendix N. 
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Analytic Category 1 
Recognizing problems and previous experiences create the need for unique 
tech solutions. 
The first research question aimed to explore how Black tech entrepreneurs identify 
opportunities to bring their tech ideas to fruition. All Black tech entrepreneurs described 
particular drivers that led them to launch and grow their businesses. The specific drivers 
these entrepreneurs highlighted align with current literature in the field that supports 
mechanisms for how companies are often founded (Shane, 2000).  
Specifically, the researcher was influenced by the work of Shane (2000), who 
describes how entrepreneurial opportunities often develop. Shane shares that 
“entrepreneurs discover opportunities related to the information that they already 
possess” (p. 448). There are three means through which information entrepreneurs 
possess is cultivated. These means include: (a) generating entrepreneurial opportunities 
through technological changes, (b) discovering opportunities without searching for them, 
and (c) encountering opportunities through the entrepreneurs’ prior knowledge (Shane, 
2000). 
Further, Eckhardt and Shane (2003) define entrepreneurial opportunity as the 
“situations in which new goods, services, raw materials, markets and organizing methods 
can be introduced through the formation of new means, ends, or means-ends 
relationships” (p. 336). Therefore, when identifying how the entrepreneurs in this study’s 
tech pursuits come to fruition, it was recognizable that the catalysts, or mechanisms that 
led to the identification, of each tech idea manifested differently among the categorically 
indicated groups. The identified opportunities for creating the tech companies included: 
(a) previous endeavor(s) fueling ideas, (b) problems sparking the ideas, and 
(c) finding/filling gaps in various markets. Each of the identified opportunities will be 




Previous endeavor(s) fueling ideas. Self-reliant Black tech entrepreneurs placed a 
major emphasis on their previous experiences stemming from prior business endeavors. 
For a large majority of this group, their previous endeavors formed the foundation upon 
which their companies were created. These entrepreneurs generally had produced 
seasoned and/or growing businesses in the tech space, and additionally described years of 
noteworthy experiences that led to their current businesses. With this experience, 
anecdotal stories from the tech entrepreneurs conveyed faster growth due to shorter 
learning curves and greater network density that permitted a strengthened desire to scale 
and minimal dependency on outside sources. 
In contrast, the four reliant entrepreneurs articulated examples where their proofs 
of concept were affirmed by external sources through previous endeavors the 
entrepreneurs held in the field. These tech entrepreneurs describe how these sources 
enabled them to engage in the iterative process of developing their tech ideas and 
companies. These companies often were in fields related to those they were interested in; 
however, the entrepreneurs’ companies were often in their beginning stages. Being that 
their companies were in the beginning stages, the entrepreneurs articulated the benefits of 
having structures that guided them along the tech entrepreneurial process. These 
structures appeared in the form of educational establishments, accelerator courses, and 
advisors who enabled the tech entrepreneurs to fine tune and sharpen their ideas. 
Tech entrepreneurs that experienced both internal and external support as a 
mechanism for growing their companies were the balanced entrepreneurs that fell 
between those who were the self-reliant and the reliant. Black tech entrepreneurs in this 
group described previous endeavors within the field contributing to their opportunities to 
launch and grow their current companies. However, these experiences served as a guide 
for further learning rather than solely forming the base of knowledge upon which the 
entrepreneurs would grow their businesses. The balanced entrepreneurs additionally 
perceived great importance in utilizing these experiences as facilitators for developing 
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mechanisms to create their businesses. After engaging in the process of creating their 
companies, they strove to reach out to “expert others” in the tech arena for the support to 
grow their companies. 
Appendix O provides supporting evidence of the variations across the three 
categories with respect to tech entrepreneurs’ previous endeavors that served to facilitate 
bringing their companies to fruition. 
Problem sparked idea. Entrepreneurs who held unique views about the potential 
solutions that existed for problems they experienced in their respective industries were 
the self-reliant Black tech entrepreneurs. The self-reliant entrepreneurs pointed to these 
experiences as stemming from: (a) personal issues that they encountered through life 
trials and tribulations, or (b) needs they acknowledged through personal experiences that 
larger populations could relate to. 
Relatively, the balanced Black tech entrepreneurs focused on problems they 
experienced personally and/or with others. These entrepreneurs described a propensity to 
seek change in ways that could revolutionize the experiences that large populations 
would engage in. This was apparent in the entrepreneurs’ portrayal of desires to provide 
solutions to areas of difficulty they perceived within their existing industries. 
In contrast, entrepreneurs who had a greater propensity to externally identify issues 
occurring in areas that were important to them were the reliant Black tech entrepreneurs. 
These entrepreneurs described encounters that their families, colleagues, or others in their 
working or personal environments led them to seek to provide solutions to rectify 
existing industry bottlenecks and/or areas of need. 
Appendix P provides supporting evidence of the variance across the three 
categories with respect to a problem sparking an idea serving as a mechanism for the tech 
companies to come to fruition. 
Finding/filling gaps in the market. Reliant Black tech entrepreneurs expressed 
experiences building companies by filling gaps that existed in the market. These 
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entrepreneurs posed questions about the gaps and described speaking to numerous parties 
to garner the feasibility of their targeted solutions. Reliant entrepreneurs additionally 
expressed the benefits their proposed solutions would have on the market. However, they 
also described a greater need for external support to define and identify the feasibility of 
those solutions. 
In comparison, the self-reliant Black tech entrepreneurs articulated that their 
companies utilized existing platforms the entrepreneurs were familiar with to offer 
unique solutions that filled gaps in areas of difficulty. The entrepreneurs described that 
these experiences often occurred through dialogue with others. The self-reliant 
entrepreneurs additionally articulated a keen desire to address gaps where their previous 
experiences enabled them to feel confident in the solutions they were employing. 
On the other hand, the balanced entrepreneurs identified the need to provide 
solutions to existing issues to fill gaps in the market. One entrepreneur described an 
experience similar to the self-reliant tech entrepreneurs by sharing the value of utilizing 
features of his/her company that worked in one industry and applying the tech features to 
another. These entrepreneurs additionally articulated the need to produce new companies 
that incrementally built on previous endeavors the tech entrepreneurs embarked on. A 
component of the balanced Black tech entrepreneurs’ support also included external 
advisement. However, advisement for this group came in the form of building on existing 
company structures rather than seeking counsel to identify how to create the structures. 
Appendix Q provides supporting evidence of the variations across the three 
categories with respect to finding/filling a gap in the market serving as a catalyst for the 
companies to come to fruition. 
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Analytic Category 2 
Engaging in dialog with others leads to relationships that facilitate learning 
and the acquisition of funding. 
The second and third research questions aimed to explore: the actions Black tech 
entrepreneurs take to secure the funding needed to support their companies and how 
Black tech entrepreneurs learn to grow those businesses. An overwhelming majority of 
participants described seeking the counsel of “expert” others as a key action in securing 
funding to grow their companies. This lent support to the strong majority of participants 
that described they learned to grow their companies largely in informal ways through 
dialogue with others. Dialogue with others as identified by the participants in this study 
was also illuminated in literature recommending the large role dialogue plays in the 
actions taken to facilitate the growth of entrepreneurial companies. 
The researcher was particularly inspired by the work of an entrepreneurial social 
capital theorist (Dandridge, 2010). Social capital can be defined as access to social 
networks including “people who build business capacity, networks, and opportunities.” 
Social capital is referred to serving as the catalyst for acquiring: (a) business skills 
available otherwise through formal education, (b) experience and training in a particular 
industry, and (c) the opportunity to raise funding through lenders and investors, 
increasing the prospect of purchasing power and the acquisition of tangible capital that 
can generate wealth and opportunities to invest in current and future entrepreneurial 
endeavors (Dandridge, 2010). 
An entrepreneur’s social capital can be portrayed through their engagement in 
dialogue with others, as social capital forms the base upon which relationships are 
engaged in and shared. Vella (2016) interprets dialogue with others for adult learners as 
occurring best when the learners are: (a) in dialogue, (b) engaged, (c) subjects (or 
decision makers) of their own education, and (d) their personal and cultural contexts are 
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understood. This literature supports the finding in Chapter IV that that identifies the 
prominent way Black tech entrepreneurs learn. 
Black tech entrepreneurs described the process of learning and securing funding 
through the use of social capital in dialogue with others differently among the 
categorically indicated groups. The activities to learn and develop opportunities to garner 
funding occurred in the form of: (a) networking, (b) discourse with mentors, advisors, 
and/or investors, and (c) dialogue with friends, family, and/or colleagues. Each of the 
identified styles of dialogue with others will be analyzed through the lens of the self-
reliant, balanced, and reliant Black tech entrepreneurs. 
Networking. When networking, the self-reliant entrepreneurs spoke of their 
experiences networking through opportunities to develop relationships with more senior 
executives in their respective fields. By developing their networks, the tech entrepreneurs 
were able to create greater opportunities to generate advocates for their initiatives. These 
entrepreneurs often wished that advocates would vouch for them as individuals, and as it 
pertained to presenting their respective companies on existing and unique new platforms 
that they may or may not have had previous exposure to. These networking opportunities 
also created opportunities for the self-reliant Black tech entrepreneurs to identify 
expansion opportunities in the form of new partnerships and/or funding. 
In comparison, the balanced Black tech entrepreneurs utilized networking as 
learning and growth mechanisms. One entrepreneur, Xavier Lewis, described the process 
of networking as “developing a strong understanding of the [tech] race” that the 
entrepreneur has to engage in. Through networking, he described that learning can take 
place for entrepreneurs navigating the field with little to no prior experience in the tech 
arena that wish to understand the process. The balanced tech entrepreneurs additionally 
utilized these networking opportunities as learning opportunities to attain prospects for 
growth through the support of investments from angel investors, venture capitalists, and 
others. Another entrepreneur, Adrian Harris, described networking in this manner as 
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utilizing the skills and services that one has to barter in exchange for advocacy that can 
propel an entrepreneur to the next stages of development and/or investment. 
Black tech entrepreneurs who described the need to utilize networking 
opportunities to learn and acquire knowledge were the reliant entrepreneurs. Since the 
tech entrepreneurs were still in the process of developing an understanding of the tech 
landscape, networking opportunities were perceived more prevalently from this lens. 
Reliant Black tech entrepreneurs tended to describe the support of their networks as 
platforms that enabled them to navigate familiar and new landscapes. They also 
expressed the importance of developing these networks to increase the support of 
industry guides who could instill and/or exemplify opportunities for further learning. 
Appendix R provides supporting evidence of the three categorical variations with 
respect to how networking can promote learning and/or funding opportunities. 
Mentors, advisors, and/or investors. The reliant Black tech entrepreneurs took on 
the approach of working with “expert” others as they endeavored to attain greater 
strategies for learning and development. These strategies held the specific outcome of 
growing their companies, but were more free flowing in form as the entrepreneurs were 
striving to attain a better sense and awareness of the tech entrepreneurial landscape and 
their place in it. 
The self-reliant Black tech entrepreneurs believed in the inherent potential their 
companies had. The tech entrepreneurs therefore engaged in dialogue with mentors, 
advisors, and/or investors, who acted as soundboards for ideas and initiatives that were 
fully and/or well underway in the creation and development process. Therefore, the tech 
entrepreneurs endeavored to build relationships with “expert” others to better interpret or 
build upon existing knowledge and experiences that they engaged in. Mentors and/or 
investors for this group additionally often came from within the entrepreneurs’ 
pre-existing networks or previous companies they owned or were employed with in the 
form of cofounders, team members, and/or advisors. 
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In comparison, the balanced Black tech entrepreneurs often approached their 
interactions with mentors, advisors, and/or investors after having internally worked 
through the tech entrepreneurial ideation phase that informed the initial components of 
their companies. Due to completing the initial creation of the companies they brought to 
fruition, these entrepreneurs aimed to seek the support of “expert” others to help 
strengthen their companies that were in the process of garnering further support and/or 
funding. These entrepreneurs often described finding strong matches between “expert” 
others that aligned with their business endeavors and utilizing those relationships as 
practice opportunities for improving skills such as pitching their companies to investors. 
They also described the growth of those relationships and explored how they could 
contribute to their opportunities to flourish further down the line. 
 Appendix S provides supporting evidence of the three categorical variations with 
respect to how mentors, advisors, and/or investors can promote learning and/or funding 
opportunities. 
Friends, family, and/or colleagues. The self-reliant Black tech entrepreneurs 
minimally described their experiences learning and/or growing through dialogue with 
friends, family, and/or colleagues in their interviews for this study. However, one tech 
entrepreneur, Lawrence Campbell, described how his former business partner helped him 
develop a greater understanding of the tech entrepreneurial landscape. Meanwhile, Jason 
Patterson described how his family provided a great sense of support, allowing him to 
work freely on his endeavor while his family tended to other areas of need, such as the 
necessities of life at home. 
The balanced Black tech entrepreneurs more so described how their families 
believed in their endeavors and served to encourage them. Additionally, they shared how 
their families offered monetary support as they endeavored on their tech entrepreneurial 
journeys. These entrepreneurs additionally described the importance of reaffirming for 
themselves and/or their family and friends that their companies were in fact able to 
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sustain the process of continuously growing and thriving. These company founders often 
looked to their families to remind them to persist, given their companies’ potential. 
On the other hand, the reliant entrepreneurs relied more so on friends, family, 
and/or colleagues who enjoyed their companies and were eager to pour into them. Some 
of these entrepreneurs at times expressed trepidation or fear in asking for too much from 
their colleagues or, when offered support, came to the realization that others may be 
interested in learning more about their companies. This increased the entrepreneurs’ 
access to information they had not previously garnered and/or opportunities to think 
outside of their preconceived assumptions about the potential for their endeavors to grow. 
Since these entrepreneurs were more often in the elementary phases of growing their 
companies, their interactions with friends, family, and/or colleagues led them to new 
discoveries by way of peer support. 
Appendix T provides supporting evidence of the three categorical variations with 
respect to how friends, family, and/or others can promote learning and/or funding 
opportunities. 
Analytic Category 3 
Understanding that a positive self-concept aids in the process of growing a 
tech company and recognizing that misalignment between investors and 
entrepreneurs can impede that process. 
The fourth research question sought to identify the factors that facilitate and/or 
inhibit Black tech entrepreneurs in the pursuit of growing their tech companies. All Black 
tech entrepreneurs indicated facilitating and/or inhibiting factors. 
When clustering these factors into categories, the researcher was influenced by the 
work of King and Teo (1994). In early 1994, King and Teo identified that technological 
facilitators include the company’s: (a) ability to exploit information resources, and 
(b) decisions to use information resources for strategic purposes. Inhibitors were similarly 
and broadly defined by King and Teo as: (a) detriments to the company’s ability to utilize 
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and share information resources, and (b) factors negatively influencing the company’s 
decisions to use resources for strategic purposes. Although King and Teo’s work applies 
to the specific demands of information technology companies, broad overlap can be 
found in the framework utilized to identify the facilitating and/or inhibiting demands 
within the tech entrepreneurial arena and, respectively, for Black tech entrepreneurs. 
Resulting from the researcher’s inquiry about Black tech entrepreneurs’ 
perspectives on launching and growing their businesses, the researcher identified that a 
large majority of the participants in this study reported that having a positive self-concept 
facilitated growing their tech entrepreneurial endeavors, and misalignments between the 
entrepreneurs and prospective investment parties inhibited opportunities to grow their 
endeavors. 
Having a positive self-concept is supported in the findings of Boyd and Vozikis 
(1994), who detail that an individual’s self-efficacy, which is defined by the individual’s 
beliefs and/or capabilities to perform tasks, can influence both their entrepreneurial 
intentions and actions or behaviors. This is additionally supported by Fishbein and 
Ajzen’s (1975) earlier model of intentionality, which details the relationship between 
beliefs leading to attitudes that impact intentions and subsequently result in behaviors. 
Furthermore, Bird (1988, 1992) defines intentionality as a focus on a person’s attention, 
experience, and behavior toward a specific object or method of behaving, thereby 
influencing the propensity of the individual to an endeavor. 
Additionally, the inhibiting finding, misalignments between investors and 
entrepreneurs, was also found to be a big challenge for Black tech entrepreneurs 
navigating the tech landscape. The researcher’s misalignment finding was broadly 
supported by research conducted by Arthurs and Busenitz (2003), who elaborated on the 
venture capitalist/entrepreneur relationship and existing theoretical limitations in 
literature. The authors improved upon these limitations by arguing that: (a) the nature of 
the relationship should be articulated by assuming the importance developing of trust and 
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goal congruence, (b) entrepreneurs should be considered as much more than partial 
financial owners after VCs invest—as it is essential to account for their psychological 
ownership, and (c) entrepreneurial endeavors are extensions of the individual 
entrepreneurs and the unique resources that led them to found their ventures. This lends 
support to the fundamental analysis of the misalignments that can occur through these 
relationships as they relate to Black tech entrepreneurs. 
Given the aforementioned facilitator and inhibitor, each will be analyzed through 
the lens of the self-reliant, balanced, and reliant Black tech entrepreneurs. Because there 
were some similarities between the categorical groupings and their perspectives in this 
section, the researcher chose to highlight categorical groups along with their frequency 
levels’ respective order from the highest to lowest levels. 
Positive self-concept. Each participant group varied in identifying how a positive 
self-concept can facilitate opportunities to launch and grow their businesses. Differences 
in their perceptions of a positive self-concept were determined by how participants 
discussed their levels of self-awareness and the importance of grit and perseverance as 
indicators on their entrepreneurial journeys. 
Self-awareness. Some entrepreneur participant groups expressed the importance of 
having a level of self-awareness more greatly than others. With the balanced 
entrepreneurs, nine out of ten described the importance of self-awareness in their quests 
to grow their companies. These entrepreneurs indicated self-awareness through the lens 
of knowing who they were and developing their companies around their particular 
passions, desires, and beliefs. They often described that by working to grow their 
businesses in this way, they felt connected to a greater mission and vision that was a 
direct extension of who they were as individuals. 
Half of the reliant Black tech entrepreneurs, two out of four, articulated how 
positive self-awareness supported their desires to grow their companies. Of the two 
entrepreneurs, one described the need to make themselves marketable in the eyes of 
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parties interested in working with their companies, while the other described the desire to 
do work connected to their personal field of interest. 
Five out of eight of the self-reliant Black tech entrepreneurs described the 
importance of having self-awareness. In their experiences, they shared acknowledging 
that the growth of their companies would rely on their unique skillsets. They additionally 
described the importance of trusting and believing in themselves and their potential to 
succeed in their endeavors. 
Appendix U provides supporting evidence of the three categorical variations with 
respect to how self-awareness facilitated Black tech entrepreneurs to launch and grow 
their companies. 
Grit and perseverance. A vast majority, seven out of eight, of the self-reliant Black 
tech entrepreneurs spoke highly of the importance of grit and perseverance as compared 
to the other two groups. Within this group, the Black tech entrepreneurs identified their 
personal experiences as indicators of the grit and perseverance they applied to learning 
and growing through their endeavors. These entrepreneurs additionally expressed the 
importance of pivoting in the midst of adversity and looking at their experiences as 
lessons that would inform their future actions. 
Half, five out of ten, of the balanced Black tech entrepreneurs spoke of the 
importance of grit and perseverance. This group spoke of grit as identified through the 
perceived great value in continuously learning and engaging in transformation. They 
expressed the importance of momentum and how momentum has played a role in 
propelling their companies forward. One entrepreneur from this group additionally spoke 
to the tension that can be created with the roller coaster ride of growth opportunities and 
difficulties that tech entrepreneurs have to endure. 
Half, two out of four, of the reliant Black tech entrepreneurs illustrated the 
importance of grit and perseverance in their endeavors. These entrepreneurs described the 
inspiration that their colleagues and target markets provided them with that fueled their 
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momentum. They additionally shared how these groups were the impetuses that led them 
to greater discoveries. The group as a result was able to engage in a great deal of trial-
and-error-based initiatives. 
Appendix V provides supporting evidence of the three categorical variations with 
respect to how grit and perseverance facilitated Black tech entrepreneurs to launch and 
grow their companies. 
Misalignments between investors and entrepreneurs. The participant groups 
varied in identifying how misalignments between investors and entrepreneurs can inhibit 
opportunities to grow their companies. Differences in their perceptions of these 
misalignments were determined primarily by how participants described unmet 
preconceived standards and negative views of participants. 
Unmet preconceived standards. Six out of eight of the self-reliant tech 
entrepreneurs spoke of unmet preconceived standards that impacted their experiences in 
the tech entrepreneurial space. In their endeavors, they shared pertinent and prominent 
patterns they perceived investors utilized to identify companies to invest in. Due to the 
entrepreneurs’ personal and environmental exposures, the self-reliant entrepreneurs 
described differences in the alignment between the patterns investors set and their 
personal lived experiences. 
Of the balanced Black tech entrepreneurs, eight out of ten described their 
experiences with unmet preconceived standards in the tech arena. These entrepreneurs 
spoke largely of the idea that investors may seek to invest in persons they like or who 
have engaged in pursuits similar to theirs. They additionally spoke of instances where 
investors’ standards might be nuanced to particular immovable levels whereby, if 
entrepreneurs fail to meet the prescribed standards, although they potentially thrive in 
other areas, investors may still overlook them. 
A reliant entrepreneur (one out of four) additionally expressed the standards that 
are often prevalent in Silicon Valley. This entrepreneur suggested that in other cities 
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across the country entrepreneurs may approach the tech landscape with tech-inspired 
companies that strive to use technology as a means through which other services are more 
prominent. Given this type of an environment, the tech entrepreneur described not 
meeting the preconceived patterns that investors may set specifically focusing on 
innovative tech developments. 
Appendix W provides supporting evidence of the three categorical variations with 
respect to how unmet preconceived standards inhibited Black tech entrepreneurs’ 
opportunities to launch and grow their companies. 
Negative views of participants. The self-reliant Black tech entrepreneurs spoke the 
highest (six out of eight) of experiences where negative views of participants occurred. 
For this group, these encounters predominantly occurred in the form of others’ projected 
negative perceptions onto the tech entrepreneurs. The tech entrepreneurs described that 
others held a lack of a belief in the entrepreneurs’ potential and abilities to thrive. The 
tech entrepreneurs additionally described the complexity of each entrepreneur’s 
personality and how that can be misidentified by investors’ perceptions. The group 
additionally described the limitations investors placed on numerous tech entrepreneurs’ 
potential in the industry. Entrepreneurs expressed feeling as though the perceived limited 
potential of their abilities was tied to a one-size-fits-all approach investors perceived 
entrepreneurs should embark on in their endeavors. 
Half of the balanced Black tech entrepreneurs, five out of ten, described both 
personal limitations Black tech entrepreneurs placed on themselves and external 
limitations investors placed on entrepreneurs. This group described how some Black tech 
entrepreneurs internalized the messages projected onto them and the internalized 
messages formed the base of their actions and interactions. These entrepreneurs 
additionally described that, due to the limitations placed on Black tech entrepreneurs by 
external parties, the entrepreneurs’ perceptions, experiences, and/or thoughts were often 
called into question for credibility. 
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Two out of four of the reliant tech entrepreneurs shared that, through experiences 
with external parties, they identified the limitations placed on them pertaining to their 
abilities to thrive in the tech arena. They described this process as a mechanism for 
encouraging them to think out of the box and identify ways to improve their opportunities 
for growth. 
Appendix X provides supporting evidence of the three categorical variations with 
respect to how negative views of participants inhibited Black tech entrepreneurs’ 
opportunities to launch and grow their businesses. 
Summary of Analysis and Synthesis 
Taking into account Black tech entrepreneurs’ perceptions of how they launch and 
grow their businesses, three qualitatively different groups among the population sample 
were identified by the researcher—the reliant, self-reliant, and balanced entrepreneurs. 
The study’s findings were transformed into analytic categories that were analyzed 
through the lens of the reliant, self-reliant, and balanced entrepreneurial groups. 
The reliant Black tech entrepreneurs’ reasons for engaging in their endeavors 
stemmed from affirmations external parties shared related to the proofs of concept reliant 
entrepreneurs identified for their existing companies. In addition to receiving feedback 
from external parties, the entrepreneurs described filling gaps with their tech endeavors 
that others affirmed experiencing. 
Networking served as a mechanism whereby the reliant Black tech entrepreneurs 
strove to continuously learn and develop. Working with “expert” others additionally 
supported their learning opportunities, while friends, family, and/or colleagues offered 
support that increased their opportunities to acquire new knowledge and funding. In 
addition to dialogue with others informing their learning opportunities, an awareness of: 
their level of marketability, how their undertakings connected to their personal interests, 
and grit and perseverance facilitated the developmental and funding process for the 
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reliant tech entrepreneurs. Inhibitors for this group were described through the lens of 
Silicon Valley standards that one entrepreneur perceived was not representative of the 
United States population state-by-state. The reliant entrepreneurs also collectively 
described the difficulties encountered related to personal limitations resulting from a lack 
of knowledge of the tech industry. 
The self-reliant Black tech entrepreneurs greatly expressed the impact their 
previous endeavors had in facilitating the launch and growth of their current endeavors. 
These entrepreneurs expressed that years of noteworthy experiences informed the shorter 
learning curves they engaged in. Additionally, they described that a greater level of 
network density created vast opportunities for sharing iterations of their ideas with others. 
The self-reliant Black tech entrepreneurs held viewpoints stemming from existing 
problems they personally encountered and/or those they perceived large populations 
expressed having difficulty with. In order to fill the gaps pertaining to these problems, the 
self-reliant entrepreneurs identified utilizing existing platforms their customer 
populations were familiar with to address markets that had not yet utilized the 
technologies they prescribed. 
Networking played an important role for the self-reliant Black tech entrepreneurs 
who described their desires to develop relationships with more senior executives in their 
respective fields. Meanwhile, mentors, advisors, and/or investors served as soundboards 
for their endeavors. These entrepreneurs additionally noted that grit and perseverance 
facilitated the growth of their initiatives, while self-awareness enabled them to identify 
their unique skillsets. Inhibitors to their success included unmet preconceived standards 
that they perceived investors utilized, which did not align with their personal desires for 
their companies. They also described inhibitors such as others’ lack of belief in their 
abilities impacting their chances of launching and growing. 
The balanced Black tech entrepreneurs discovered opportunities to launch their 
companies through previous endeavors within the field that provided them with the skills 
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and guidance to engage in forming new companies. Some of their companies filled gaps 
in the market by utilizing features that worked from one company and replicating them in 
other industries through incremental innovations. The problems that sparked the ideas of 
the balanced Black tech entrepreneurs included personal and/or witnessed experiences 
with others that led them to create unique solutions. 
The balanced Black tech entrepreneurs also described networking as a learning and 
growth mechanism whereby they could barter new knowledge and information to inform 
their future pursuits. Mentors, advisors, and/or investors additionally enabled this group 
to think through ideas that could help the entrepreneurs improve their existing business 
endeavors. Friends’, family’s, and/or colleagues’ belief and support in their endeavors 
additionally made the launch and growth process easier for these entrepreneurs, as family 
helped ground them. 
A majority of the balanced entrepreneurs described self-awareness as playing a 
largely important role in facilitating their actions and the growth of their companies, 
while grit and perseverance stemming from the momentum that their customers, family 
members, and colleagues who believed in their business pursuits facilitated their 
company’s growth opportunities. Misalignments that inhibited the opportunities for this 
group stemmed from the entrepreneurs expressing differences in alignment with 
investors’ standards due to their personal lived experiences. These entrepreneurs also 
described personal limitations they internalized and/or the internalization of perceptions 
projected onto them that inhibited their opportunities for growth. 
Analyses of a variety of demographic factors, including age, years as tech 
entrepreneurs, location, gender, level of education, and types of funding, were 
incorporated in this analysis by the researcher. Through careful exploration, the 
researcher found evidence of a relationship between previous work experience and its 




In this section, the researcher shares insights gained by analyzing the interview 
data from 22 Black tech entrepreneurs. The researcher presents her beliefs and possible 
explanations for each of the findings illustrated in the analysis and synthesis portion of 
the study. This section is organized using the analytic categories introduced by the 
researcher in the analysis unit of this chapter. 
Analytic Category 1 
Recognizing problems and previous experiences create the need for unique 
tech solutions. 
All Black tech entrepreneurs in this study described that recognizing problems and 
previous experiences created the need for unique tech solutions. The researcher perceived 
a large agreement across all categorical groups of tech entrepreneurs, which justifies this 
claim, as all tech entrepreneurs’ endeavors are often if not always largely connected to 
each entrepreneur’s personal pursuits and/or experiences. 
Outside of the unique mechanisms by which these problems and/or experiences 
were influenced, there were differences in how the categorical groups of Black tech 
entrepreneurs described the impetuses for founding their companies. While all categorical 
groups largely expressed similar experiences, two of the three groups that were vastly 
different in their approaches were the self-reliant and reliant Black tech entrepreneurs. 
This analytic category is organized and interpreted by the approaches each group 
emphasized. 
Previous endeavor(s) fueling ideas. The self-reliant Black tech entrepreneurs 
emphasized previous endeavor(s) fueling their tech ideas. This might be due to the fact 
that the entrepreneurs have held years of experience in fields where their personal 
interests align with the opportunities they have taken. Additionally, these entrepreneurs 
indicated the skills they have attained through partnerships and endeavors with others and 
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the external connections their companies have made that have helped inform the 
entrepreneurs’ future endeavors. Entrepreneurs from this group also describe how their 
previous endeavors served to provide them with opportunities to create offshoot 
businesses. 
Cooper and Dunkelberg (1986) found in their research that previous experiences 
can inform subsequent entrepreneurial action based the following factors: (a) achieving 
supervisory experience, (b) the size of the incubator company the entrepreneur leaves to 
embark on the new endeavor, (c) the extent to which negative factors are associated with 
leaving the incubator, (d) the relationship between the new company and incubator, 
(e) whether they are partners, (f) the primary source of financing, and (g) if the 
entrepreneur moves during the time of becoming an owner. 
To some extent, the authors recommend that having served in a leadership or 
supervisory role affected the entrepreneurs’ desire to start a new company and influenced 
how the company was formed. They recommend that serving in a supervisory role can 
prepare the entrepreneurs for the pursuit of future endeavors and lead them to be more apt 
to fulfill leadership roles. Cooper and Dunkelberg (1986) additionally note that the 
entrepreneurs who started their own businesses linked to their self-interests were also 
inspired by previous experiences that contributed greatly to their desires to grow those 
companies in comparison to their counterparts. 
On the other hand, it was apparent that there were more indirect correlations 
between the reliant Black tech entrepreneurs and their previous endeavors and how those 
endeavors informed their current experiences. These entrepreneurs additionally exuded 
that, due to these indirect experiences, there were greater learning curves they endured as 
they grew on the tech entrepreneurial landscape. 
Finding/filling gaps in the market. The data on both the reliant and the self-
reliant Black tech entrepreneurs are consistent with literature across the entrepreneurial 
field. More specifically, Cohen and Winn (2007) support this analysis, illustrating that 
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there are four types of market imperfections—inefficient companies, externalities, flawed 
pricing mechanisms, and information asymmetries—occurring simultaneously that can 
contribute to the degradation of the environments we live in. However, these 
imperfections can contribute to providing significant opportunities for the creation of 
“radical technologies and innovative business models” (p. 29). 
The researcher additionally took a careful look at the external versus internal 
motivations that inspired the most different categorical groups of companies as supported 
by Cohen and Winn’s (2007) narrative of market imperfections or gaps leading to new 
entrepreneurial pursuits. The reliant entrepreneurs portrayed that their motivations came 
from external affirmations in their environments. Meanwhile, the self-reliant 
entrepreneurs shared that their motivations came from internal affirmations whereby they 
then desired to receive the support and backing of those in the market prior to pursuing 
their endeavors. 
Problems sparked ideas. The categorical fields for the reliant and self-reliant 
entrepreneurs differed in the ways in which the entrepreneurs described the lens through 
which problems sparked the entrepreneurs’ venture ideas. The reliant group of 
entrepreneurs described encounters with their peers that led them to found new 
companies. Meanwhile the self-reliant entrepreneurs were more likely to describe 
personal issues they encountered and/or needs brought about by personal experiences that 
larger populations could relate to. Ward (2004) supports the analysis that problems can 
spark ideas: “Successful ideas are often a balance between novelty and familiarity” 
(p. 173). The novel nature of an idea can be found in the new and unique way the idea 
captures the attention of consumers, while the idea’s familiarity can be understood 




Analytic Category 2 
Engaging in dialogue with others leads to relationships that facilitate 
learning and the acquisition of funding. 
A large majority of Black tech entrepreneurs in this study described dialogue with 
others as a primary method for learning and in the process of acquiring funding to grow 
their companies. However, each group varied in how they perceived dialogue with others 
was effective in helping them to grow their companies. This analytic categorical 
interpretation will focus on the methods by which dialogue with others supported each of 
the categorical groups. Overall, dialogue with others was perceived to influence informal 
interactions that facilitated the process of growing the entrepreneurs’ tech endeavors. 
Networking. The self-reliant Black tech entrepreneurs utilized networking as a 
method to establish connections with peers within the field with the desire to utilize those 
opportunities to share knowledge related to their endeavors and increase opportunities for 
external growth. These entrepreneurs saw these relationships as a means to expand the 
possibilities for their endeavors that derived from their internal companies’ creations. 
This aided in the process of the entrepreneurs refining existing projects. 
Corsaro, Ramos, Henneberg, and Naudé (2012) identified the similar value created 
by network configurations in their analysis of 46 high-technology entrepreneurial firms 
co-located in an innovative network. They posit that these relationships interact with one 
another through various actors that span their boundaries. Network configurations, the 
authors explain, are related to specific value consequences. Corsaro and colleagues 
connote that a change in one network configuration can impact the others, affecting the 
value outcomes generated. According to their analyses, this supports the self-reliant 
entrepreneurs’ pursuits of attaining access to additional resources to broaden the scope of 
their businesses’ activities. 
The balanced and reliant Black tech entrepreneurs utilized the networking process 
in the pursuit of learning and developing their companies. The entrepreneurs over these 
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companies valued opportunities to interact with parties within their networks who were 
able to expose them to greater knowledge and information. They often described 
networking with the hope of attaining new opportunities and broadening the horizons of 
their discoveries; these discoveries were inclusive of attaining opportunities for funding. 
Kim and Aldrich (2005) support this interpretation by describing that the growth of 
a company is related to the social networks created by the company’s entrepreneurs 
whereby sharing that cultivates and maintains valuable relationships through one’s social 
network requires skills that cannot be generated by habitual social behavior. These skills 
are recognized by an ability to see opportunities that persist within said social networks to 
bring forth chances for overall growth (Kim & Aldrich, 2005). 
Mentors, advisors, and/or investors. Mentors, advisors, and/or investors played a 
more external role in supporting entrepreneurs whose companies—a large majority of the 
self-reliant Black tech entrepreneurs—were farther along and/or led by entrepreneurs 
who worked on scaling their businesses prior to seeking “expert” knowledge and/or the 
others’ feedback. Meanwhile in relationships with the balanced tech entrepreneurs, 
mentors, advisors, and/or investors played a greater role in assisting in the refining and 
development processes of growing the companies. The reliant entrepreneurs chose to 
work with “expert” others in the developmental creation process of their endeavors; these 
entrepreneurs looked to counsel to attain knowledge on the tech process at each juncture 
of their endeavors. This was important for these entrepreneurs, as they were often new to 
the landscape and preferred that style of learning. The perceived access points at which 
entrepreneurs desired help can be perceived as mechanisms that aided in the varied 
learners discovering potential opportunities to launch and grow their companies. 
Friends, family, and/or colleagues. Friends, family, and/or colleagues played an 
important role in the lives of the tech entrepreneurs who had their families’ support. 
These individuals, who were often in closer proximity to the entrepreneurs’ lives, 
supported the entrepreneurs in both their work and personal endeavors, making the 
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experiences more sustainable for the entrepreneurs and often lightening the load as it 
pertained to other responsibilities the entrepreneurs had to fulfill. This enabled the 
entrepreneurs to remain steadfast in achieving their goals. This was more prevalent in the 
responses of both the balanced and reliant tech entrepreneurs. These entrepreneurs 
additionally supported their thoughts by sharing their cognizance of the support provided 
by internal networks other Black entrepreneurs may or may not have the benefit of access 
to. 
Authors Rogoff and Heck (2003) describe “family as the oxygen that feeds the fire 
of entrepreneurship” (p. 559). Meanwhile, Eddleston and Powell (2012) support this 
interpretation of the data in their description of the positive facets of family experiences, 
family-to-business enrichment, and support, which was nurtured by a survey of 258 
entrepreneurs’ satisfaction with work-family balance. More specifically, higher levels of 
instrumental family-to-business enrichment nurtured women’s satisfaction with family-
work balance, while receiving higher levels of instrumental support nurtured men’s 
satisfaction. 
Analytic Category 3 
Understanding that a positive self-concept aids in the process of growing a 
tech company and recognizing that misalignments between investors and 
entrepreneurs can impede that process. 
A majority of the participants in this study described a positive self-concept aiding 
in the process of growing their tech companies. Additionally, a large majority recognized 
that misalignments between investors and entrepreneurs could inhibit this process. 
However, due to the categorical and descriptive differences, there is variance in how the 
entrepreneurs described facilitating and inhibiting factors as they journeyed to launch and 
grow their companies. 
This analytic category’s interpretation will focus on each group’s perceptions of 
the primary facilitator and inhibitor as it pertains to launching and growing their 
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companies. Differences in these factors were determined by the entrepreneurs’ 
perceptions of engaging in building their companies and external environmental and 
systemic factors that affected the navigational process. 
Positive self-concept. In this study, the entrepreneurs described two key areas 
within having a positive self-concept that facilitated growth opportunities. These two 
areas were self-awareness and grit and perseverance. The researcher will interpret these 
areas pertaining to the analytic categories of entrepreneurs that largely expressed these 
approaches. 
Self-awareness. The group that more prominently described high levels of self-
awareness was the balanced tech entrepreneurs. Within this group, the entrepreneurs 
indicated the important value of believing in themselves and knowing who they were as 
individuals. The researcher believes that their businesses were greatly tied to their 
identities, thereby stimulating the entrepreneurs to further engage in their work. This 
resulted in their growth as individuals navigating unfamiliar and new territories. With this 
work and the great density in support from family, friends, and/or mentors closely 
connected as they engaged in greater self-discovery, their businesses grew to new levels. 
These sentiments were slightly different for the reliant and self-reliant Black tech 
entrepreneurs. A greater majority of the reliant tech entrepreneurs’ perspectives about 
self-awareness the researcher perceived as being connected to their skillsets and how 
those skillsets would inform the tech entrepreneurs’ businesses as they launched and 
grew. These entrepreneurs presented greater focus on their endeavors and the importance 
of filling gaps in order to increase opportunities for their endeavors to grow. Meanwhile 
with the self-reliant entrepreneurs, their focus on self-awareness rested on the 
marketability of their expansion as well as its relation to their personal aspirations. 
Grit and perseverance. Grit and perseverance were most important for the self-
reliant tech entrepreneurs. The researcher interprets this as being connected to the 
entrepreneurs’ existing beliefs in their abilities and their longing to continuously grow 
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their companies. This is credited to the entrepreneurs speaking greatly of the learning and 
development process. These entrepreneurs additionally expressed great lenience toward 
riding the waves of new discoveries by making pivots within the developmental process 
in order to sustain the grit necessary to persevere. This was important for the 
entrepreneurs within the tech landscape, as other competitors in the field were constantly 
growing and developing new companies and/or innovations. 
A small portion of the analytic categorical group of the reliant Black tech 
entrepreneurs additionally described grit and perseverance from the lens of their team 
members and families encouraging them to maintain the grit necessary to grow. The 
researcher noticed that this group additionally was somewhat comparatively similar to the 
group of balanced Black tech entrepreneurs, where their growth momentum and desire to 
present their businesses in a positive light were important for them to continually receive 
the social support necessary to develop their companies. The researcher interpreted this 
similarly to what one of the balanced tech entrepreneurs describes as “momentum” 
leading the way for new growth. 
Markman and Baron (2003) supported these interpretations by theorizing: “The 
closer the match between entrepreneurs’ personal characteristics and the requirements of 
being an entrepreneur the more successful they will be” (p. 281). The authors additionally 
illustrate that empirical evidence indicates that entrepreneurial success is strongly related 
to high self-efficacy and high human and social capital, which the entrepreneurs across 
the categorical groups exude. 
Misalignments between investors and entrepreneurs. In this study, two primary 
areas within misalignments between investors and entrepreneurs that Black tech 
entrepreneurs described inhibiting their growth opportunities were unmet preconceived 
standards and negative views of participants. The researcher will interpret these areas 
pertaining to the categorical groups that largely expressed these perceptions. 
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Unmet preconceived standards. A large majority of the reliant, self-reliant, and 
balanced participants spoke about the discrepancies in unmet preconceive standards. 
These standards were often described from the angle of the entrepreneurs’ exposure to 
personal and environmental circumstances that lent to their differences in levels of 
preparedness in navigating the tech landscape as compared to their counterparts. This led 
the Black tech entrepreneurs to engage in dialogues around unbending investor standards 
and how the circumstances interplay with their opportunities. 
The researcher has interpreted that a large majority of Black tech entrepreneurs 
describe systemic disparities such as familial inequality in wealth, social capital and 
support, and lack of access to primary resources that lead the structure and climate of 
their technological environments to look perceivably different from those of their 
counterparts. These incongruences are highlighted in literature on the disparities that 
often persist for Black entrepreneurs (Cheng, 2014; Crump, Singh, Wilbon, & Gibbs, 
2015; Mattox & Miller-Wesley, 2017). 
Negative views of participants. The self-reliant Black tech entrepreneurs described 
that investors projected negative perceptions onto them. The researcher interprets that 
these perceptions were often related to systemic disparities, racism, and/or implicit biases 
that others experienced and/or identified due to societal experiences. These views often 
came into play with the self-reliant Black tech entrepreneurs who pursued expansion or 
growth of their companies. 
In comparison, the reliant Black tech entrepreneurs described that they often placed 
limitations on themselves. The researcher additionally perceived the limitations these 
Black tech entrepreneurs placed on themselves as being related to: (a) projected 
limitations others placed on them including family, investors, and/or colleagues; (b) lack 




Similarly, the balanced Black tech entrepreneurs tended to describe both of the 
experiences the self-reliant and reliant entrepreneurs shared, leading the entrepreneurs of 
the balanced group to overlap by sharing a wide variety of both types of encounters. 
Summary of Interpretation 
Three groups that were qualitatively different from one another emerged in the 
study: the reliant, self-reliant, and balanced Black tech entrepreneurs who differed in their 
expressed perspectives and approaches as they endeavored to grow their companies. 
The Black tech entrepreneurs’ companies were inspired by occurrences or catalysts 
that encouraged them to create their companies. These catalysts ensued in the form of: 
previous endeavors, problems the entrepreneurs encountered, and/or gaps in their 
respective markets. These catalysts were influenced by tensions between existing and 
new realms of opportunities that created opportunities for new incremental innovations. 
The entrepreneurs were perceived to have grown their companies, or incremental 
innovations, through dialogue with others. 
Despite differences between the reliant, self-reliant, and balanced Black tech 
entrepreneurs, dialogue with others influenced the Black tech entrepreneurs’ 
opportunities to attain funding as it served as a mechanism through which the Black tech 
entrepreneurs most prevalently were able to learn and acquire new information. In the 
entrepreneurs’ pursuit to acquire new information and grow their businesses, the Black 
tech entrepreneurs were additionally influenced by positive perceptions of themselves 
that were often related to their interests and the connections of those interests to their tech 
endeavors. Additionally, the Black tech entrepreneurs’ perceptions around grit and 
perseverance were due to momentum created by their team members, families, 
colleagues, and friends. 
The most prominent inhibitor Black tech entrepreneurs spoke of was 
misalignments between investors. These misalignments were influenced by unmet 
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preconceived standards and negative perceptions of participants due to systemic 
disparities, implicit biases, racism, and/or stereotyping. Additionally, some entrepreneurs 
described limiting self-standards inspired by environmental factors and/or internalizing 
limiting beliefs through projective identification. 
Summary of Analysis, Synthesis, and Interpretation 
This study conveyed that Black tech entrepreneurs learned to launch and grow their 
companies largely through informal means of learning. It additionally revealed that Black 
tech entrepreneurs’ opportunities for launching and growing their companies are 
facilitated by having positive self-concepts and inhibited by misalignments between 
investors and entrepreneurs. Furthermore, those who were able to overcome these 
disparities and held positive self-concepts described their intentionality with creating 
alignments between their personal aspirations and interests with those of their tech 
companies. These entrepreneurs also described the villages that enabled their work to 
thrive, adding that the grit and persistence they utilized facilitated the momentum to keep 
going, in addition to the support of those villages. 
Revisit Assumptions 
As the researcher discussed in Chapter I, there were five key assumptions related to 
this study. These assumptions are revisited in light of the findings that were presented in 
Chapter IV and the analysis conducted in this chapter. 
The first assumption was that many Black tech entrepreneurs would perceive that 
there were few opportunities for learning how to attain economic and financial resources 
as Black tech entrepreneurs. This was partially accurate. A large majority of the Black 
tech entrepreneurs described how formal and online learning, accelerators, incubators, 
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and/or dialogue with others informed their learning opportunities. However, in the midst 
of learning about funding opportunities, a large number of entrepreneurs described 
misalignments leading to a lack of resources at their disposals. 
The second assumption was that Black tech entrepreneurs that aim to grow their 
businesses would thrive in independent self-directed learning environments that allow 
them to explore unique frames of learning and create their own distinctive paths. This is 
true for a large majority of the entrepreneurs, as dialogue with others is a self-directed 
task that is connected to the development of their tech companies and the desired 
outcomes for those endeavors. 
A third assumption the researcher held was that Black tech entrepreneurs would 
enjoy the collaborative process of building their businesses with like-minded individuals. 
This was true. For purposes of this study, the entrepreneurs described misalignments 
leading to difficulties to thrive, suggesting that alignments with investors and/or their 
respective teams can facilitate the process of growing their companies. 
The fourth assumption the researcher held was that Black tech entrepreneurs would 
find networking events and conferences to be an important component of the knowledge 
sharing process. This is true. The Black tech entrepreneurs described how networking in 
its various forms was a primary component of the learning process. Networking related 
closely to their opportunities to engage in dialogue with others that brought about 
learning. 
The fifth and final assumption held by the research was that Black tech 
entrepreneurs interviewed for this study would share the common theme of garnering 
funding that would enable their businesses to launch and grow. This was mostly true. A 
large majority of the tech entrepreneurs that were able to launch and grow their 
companies did so through means of acquiring funding, and a number were in pursuit of 
acquiring funding. However, a small subset of the Black tech entrepreneurial population 
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described funding their companies solely through personal and/or previous professional 
means. 
Contributions to the Literature 
The researcher endeavored to explore the creation of this study after learning of no 
academic literature on how Black tech entrepreneurs learn to launch and grow their 
businesses. The available literature on how Black tech entrepreneurs learn was limited to 
how Black entrepreneurs learn to grow their businesses (Bradford, 2014; Fesselmeyer & 
Seah, 2017; Michaelides, 2017; Tyler, 2017; Wingfield & Taylor, 2016) or how Black 
tech entrepreneurs learn to grow through HBCU business and engineering programs 
(Addae et al., 2014). It does not address actions specific to Black tech entrepreneurs 
engaging in the development of web- or app-based tech platforms and the facilitators 
and/or inhibitors that affected their opportunities for launching and growing their 
companies. 
In an effort to contribute to this literature gap, data yielded by this research study 
were confirmatory in nature. The data affirm qualities known about Black entrepreneurs’ 
opportunities to launch and scale and the social and financial capital necessary in order to 
thrive. The study additionally affirms the positive self-concept narratives that Black tech 
entrepreneurs describe have enabled them to flourish (Jones, 2017; Rhodes & Butler, 
2004) and the challenges pertinent on the Black entrepreneurial landscape (Black, 




CONCLUSIONS AND RECOMMENDATIONS 
Based on the findings of this study, the research will utilize this chapter to present 
conclusions and recommendations. 
Conclusions 
The researcher, based on the findings of this exploratory case study, presented the 
following three conclusions. 
Conclusion 1 
Previous experiences and current problems should be viewed as opportunities for 
new venture creation by Black tech entrepreneurs. Many Black tech entrepreneurs 
attribute their abilities to launch and grow their organizations to needs-based discoveries 
they have encountered personally, witnessed through their previous endeavors, and/or 
identified due to a target population’s experiences. Entrepreneurship, in turn, has created 
a bridge for Black tech entrepreneurs to exercise rhetorical agency or the agency of 
negotiating competing alternative realities. These competing realities allow entrepreneurs 
to find purpose in utilizing the freedom within the entrepreneurial landscape to navigate 
existing societal constructs that have historically placed limitations and/or ceilings on 




In order for Black tech entrepreneurs to acquire funding requires that they actively 
engage in sharing ideas and information with others. Black tech entrepreneurs who 
actively engage in the process of sharing information and resources with others increase 
their chances of learning new information that can assist in the process of refining their 
tech endeavors. Additionally, as Black tech entrepreneurs share information with existing 
and new counterparts, they are able to scale their social capital in many ways, increasing 
the support necessary to grow their companies. Receiving support has the opportunity to 
manifest in differing ways for the tech entrepreneurs that span beyond funding alone. 
Conclusion 3 
A positive self-concept is integral in growing a tech organization; additionally the 
alignment between the investor(s) and entrepreneur(s) is pertinent to arrive at successful 
outcomes. Black tech entrepreneurs identified the importance of an increased level of 
awareness in themselves and how their interests related to their organizations. They 
additionally expressed what they perceived as the important desire to give back to their 
communities in areas where their communities faced disparities. This provided the 
entrepreneurs with the grit, perseverance, and determination necessary to continuously 
grow and evolve over time. Coupled with their personal levels of self-awareness and 
perseverance, for those Black tech entrepreneurs who expressed interest in acquiring 
funding to scale their organizations, it was important to work with investors who believed 
in their entrepreneurial endeavors, were supportive of their journeys, and/or held 




The researcher offers recommendations for current tech entrepreneurs, those 
contemplating becoming tech entrepreneurs, and investors. She additionally provides 
recommendations for further research. 
Recommendations for Current Entrepreneurs 
The researcher provides four recommendations for current Black tech 
entrepreneurs: 
1. As our society becomes more technologically advanced, there will be a greater 
need for the inclusivity of diversity in thought that can strengthen opportunities for future 
generations. This will require a greater number of Black tech entrepreneurs to thrive in 
today’s economy. In order to do so, Black tech entrepreneurs should endeavor to utilize 
informal methods of learning, such as communications with investors, colleagues, family, 
and friends, to increase the social capital necessary to create opportunities for success. 
Black tech entrepreneurs can learn instrumentally from their peers’ experiences in ways 
that can shorten the time taken to launch and grow their businesses. 
2. Current Black tech entrepreneurs in aspirational spaces should continue to create 
ecosystems within their respective communities and share opportunities to access those 
ecosystems with others, as they can be effectual in creating mechanisms for future Black 
tech entrepreneurs to evolve and increase their representation in those spaces. 
3. As Black tech entrepreneurs launch and grow their companies, increased 
benefits can be found in flourishing tech entrepreneurs reinvesting in future tech 
entrepreneurs and/or participating in ecosystems that target increasing opportunities for 
underserved populations. An increase in diversity can create more holistic and inclusive 
representation in the field. 
4. With mentorship serving as a primary mechanism for how Black tech 
entrepreneurs learn in dialogue with others, current Black tech entrepreneurs can benefit 
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from the reciprocal relationship of sharing information with fellow tech entrepreneurs 
who have recently entered the field. 
Recommendations for Those Contemplating Becoming Black Tech Entrepreneurs 
The researcher shares three recommendations for those contemplating becoming 
Black tech entrepreneurs—those who aspire and/or those who have ideas that they are in 
the process of analyzing with related entrepreneurial endeavors: 
1. Those aspiring to become Black tech entrepreneurs should treasure their 
previous experiences and view those experiences, in addition to general problems, 
difficulties, and/or gaps in the market as opportunities to create tech endeavors. 
2. Learning through informal means is important for those contemplating Black 
tech entrepreneurship. Sharing and garnering feedback on one’s entrepreneurial idea(s) 
through dialogue with the prospective entrepreneur’s target market(s), family, friends, 
and/or colleagues can help strengthen the feasibility of the tech idea(s). 
3. Attending networking events, conferences, hack-a-thons, and pitch competitions, 
in addition to partaking in incubators and/or accelerators, can be great mechanisms for 
prospective Black tech entrepreneurs to learn of the feasibility of their ideas and gain 
mentorship from leading executives, advisors, and investors in the field. These 
relationships can be the best mechanisms for Black tech entrepreneurs to learn to 
navigate the tech entrepreneurial landscape. 
Recommendations for Investors 
The researcher shares four recommendations for investors in the tech 
entrepreneurial arena: 
1. There are often numerous standards investors use to explore opportunities to 
invest in tech companies. When investors who fund a diverse portfolio of companies 
determine the criteria for prospective companies to meet, investors should consider the 
differences in the industries of those companies and the differences in the social, cultural, 
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and environmental backgrounds of the entrepreneurs that create them. Preconceived 
standards investors utilize for investment can become increasingly adaptable to differing 
types of investment opportunities. 
2. It is of great importance that there be strong entrepreneurial, investor, and 
industry cohesion to ensure the success of each venture. Investors can continuously 
inform this cohesion by conducting background research and trying on differing 
perspectives to interpret prospective investments and understand the market(s) potential 
investees represent. This can better inform if the ventures are a good match.  
3. Investors can continue to increase opportunities for tech companies by serving as 
mentors to tech entrepreneurs and/or increasing opportunities to connect them with other 
investors in the industry who may form a greater fit with the initiatives the entrepreneurs 
are pursuing. 
4. More diversity-based investment funds and/or educational firms can increase 
opportunities for populations at the margin to learn and/or acquire funding to launch and 
grow their businesses. 
Recommendations for Further Research 
Research based on demographic information. Further research can be conducted 
based on demographic information: 
1. Further research should be conducted on the differences in the experiences of 
Black men and women tech founders. This research could explore the reality that fewer 
than 50 Black tech entrepreneurial women have attained funding of $1 million or more to 
scale and examine the differences in their abilities to thrive in the tech industry. 
2. A comparative study can bring light to the experiences of new Black tech 
entrepreneurs as compared to seasoned Black tech entrepreneurs. This study can examine 
the differences in the learning curves and access to resources of the tech entrepreneurs. 
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3. A larger longitudinal study should be conducted with Black tech entrepreneurs 
to see if greater similarities or differences persist on the tech landscape. 
4. An additionally study could explore socio-environmental and industry-specific 
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I. Identify Opportunities to Bring Ideas to Fruition 
• Catalyst Led to Idea  
i. Previous endeavor(s) fueled idea 
ii. Found/filled gap in market 
iii. Problem sparked idea 
• Create a Viable Product  
i. Consumer market research 
ii. Create pilot and/or beta 
iii. Set goals/plans 
• Build Team  
i. Find skilled co-founder 
ii. Team and/or market propel work 
iii. Build team cohesion 
• Build Credibility/Following  
i. Grow following  
ii. Gain credibility/rapport 
 
II. Actions Taken to Secure Funding 
• Seeking Counsel from “Expert” Others  
i. Networking 
ii. Mentor/Advisor/Investor 
iii. Benchmark against other organizations 
• Securing External Funding/Partnerships  
i. Pitch idea 
ii. Develop partnerships 
iii. Apply for grants 
• Generating Internal Funding  
i. Bootstrapping 
ii. Friends and/or family funding 
• Hosting Events and/or Conferences  
• Determining who will Secure Funding  
• Preferred Not to Raise Funding Externally  
  
III. How Black Tech Entrepreneurs Learn 
• Dialogue with Others   
i. Mentors, advisors, and/or investors 
ii. Friends, family, and/or colleagues 
• Observation   
i. Read books, audiobooks, and/or watch videos 
ii. Observation of others’ experiences 
iii. Observation by attending events 
  
212 
• Trial and Error  
• Attended Formal Program  
i. Join accelerators, incubators, and/or institutes 
ii. Educational School Setting 
• Experiential Learning   
i. Draw on past experiences 
• Reflection   
 
IV. Facilitators for Launching & Growing Tech Companies 
• Positive Self Concept  
i. Self-awareness 
ii. Grit & perseverance 
iii. Hard work ethic 
iv. Self-ambitions 
• Self-Motivation/Motivation from Others  
• Time Away from Tech Endeavor  
• Faith/Belief System 
Inhibitors for Launching & Growing Tech Companies 
• Misalignment: Investors and Entrepreneurs  
i. Pattern matching: unmet preconceived investor standards 
ii. Lack of belief in entrepreneurs’ abilities 
iii. Messaging/market hurdles 
iv. Sport of flipping companies 
• Lack of Access to Resources 
i. Lack of funding 
ii. Lack of privilege  
iii. Lack of education on the tech arena 
iv. Residing outside of major tech hubs 
• Lack of Ability to Grow Team/ Build Team Cohesion  
• Self Doubt  








I hope this finds you well. My name is Brittany S Chambers and I am a doctoral student at 
Teachers College Columbia University studying Organizational Leadership and Adult 
Learning. I am emailing as I am looking for potential participants for a research study 
on the experiences of Black tech entrepreneurs. 
 
To date, studies convey startling statistics about Black representation from in Science, 
Technology, Engineering, and Math (STEM) educational programs to Fortune 500 tech 
corporations and in entrepreneurial innovation. Literature from 2016 illustrates that fewer 
than 1% of Black tech entrepreneurs receive venture capital funding (Dorsey, 2016) and in 
2015 only 0.2% of venture capital funding went to women of color (Now This, 2017).  
 
These statistics became more salient to me in 2016 when I began developing the wireframe 
for an app I felt would incorporate creative ways for freelancers to share the breadth of 
their experiences with potential clients. As I began developing the app, I tried reaching out 
to members of my network and conducting research online when I noticed there was little 
information in literature on the experiences of successful Black tech entrepreneurs. 
 
This led to the development of my dissertation topic focusing on Black tech entrepreneurs’ 
perceptions of how they are able to launch and grow their businesses. My hope is that this 
research may contribute to rewriting statistical narratives that currently exist for Black tech 
entrepreneurs by assisting future Black tech entrepreneurial aspirants.  
 
If you are interested in participating in this study or know of someone who may be 
interested in participating I would be happy to connect. Additionally, please feel free to 
share this letter. I’m excited to conduct a study that will add the voices of Black tech 
entrepreneurs to academic literature. The study will: 1) be anonymous, 2) require 
roughly one-hour, and 3) be conducted remotely via videoconference.  
 
Thanks a ton for your support! In the following pages you will find a little more on the 
research topic and my background. I would be happy to speak further regarding the study 




Brittany S Chambers  
Adult Learning & Organizational Leadership Ed.D. Program 
Teachers College, Columbia University 
Email:   bsc2128@tc.columbia.edu  





How Black Tech Entrepreneurs Learn  
Introduction 
• African Americans in Tech: Black, Latino and Latina students earn nearly 20% 
of computer science degrees yet make up 9% of the tech industry and less than 
1% of tech company founders (Guynn, 2016) 
• Funding for Black Tech Founders: According to CB Insights’ data from 2010 
on VC investments in the U.S., only 1 percent of VC-funded startup founders are 
black, whereas black people make up over 11 percent of the U.S. population. 
Meanwhile, 87 percent of VC backed founders are white and 83 percent of all 
founding teams of these companies are all white (Thomas, 2015) 
• Fewer than 1% of tech companies with black founders receive venture capital 
funding (Dorsey, 2016). 
• Women of Color Tech Founders: The data on VC funding, specifically for 
women of color, is even more dismal and practically non-existent. As often as we 
are seeing conversations about the lack of diversity in tech, women of color often 
get left out of the conversation. Women of color experience the double oppression 
of gender and race, which presents a complex struggle (Thomas, 2015) 
• Women & African American Tech Founders: Silicon Valley is always on the 
lookout for the next great startup, but just as venture capitalists are 
overwhelmingly white and male, so too are the founders of startups that get 
funded. Among 71 of the top venture capital (VC) firms, 94 percent of investment 
team partners are male and 78 percent are white, according to data by The 
Information and Social Capital. Meanwhile, women-led U.S. tech startups in 2014 
saw just 8.3 percent of venture capital funding, according to Pitchbook. The 
numbers are worse for African-Americans, who account for just 1 percent of 
startup founders, according to a report by CB Insights in 2010, the last time this 




Little is known about why minority tech founders, who have developed innovative ideas 
and seek to market their ideas, are not represented in the technology industry in larger 
numbers. Comparatively, their counterparts of non-minority descent are noted to receive 
greater support, in the form of investments, to scale their organizations.  
 
This is a particularly relevant issue for Black Tech Entrepreneurs who account for fewer 
than 1% of tech companies that receive venture capital funding” (Dorsey, 2016). Overall, 
among 71% of the top venture capital firms, 94% of investment team partners are male 
and 78% are White, according to data by The Information and Social Capital. Meanwhile, 
women-led U.S. tech startups in 2014 saw just 8.3% of venture capital funding, according 
to Pitchbook (Rodriguez, 2015). Therefore, in order to shed light on this problem, further 
research is warranted to identify how some Black tech entrepreneurs are able to launch 









My name is Brittany S Chambers and I am a doctoral candidate in the Adult Learning and 
Organizational Leadership Ed.D. program at Teachers College, Columbia University. I 
am sending this email as an invitation to participate in a learning research study I am 
conducting. 
 
Thank you for expressing interest in participating in this study to share your 
perceptions on how you have been able to launch and grow your business as a Black 
tech entrepreneur.  
 
As an individual who has started developing the wireframe and pitch deck for an app I 
felt would incorporate creative ways for freelancers to share the breadth of their 
experiences with potential clients, I am aware of the many challenges facing Black tech 
entrepreneurs in an increasingly technological world. I hold the upmost respect for Black 
tech entrepreneurs paving a way for their organizations to contribute to society in unique 
ways. 
 
Therefore, my study aims to explore with a group of Black tech entrepreneurs, their 
perceptions on how they are able to launch and grow their businesses. 
 
Study participation involves the following: 
1. Fill out a consent form and agreeing to the study terms and conditions, which will 
include audio recording of the interview, and 
2. Complete of a demographic inventory survey (10-minutes approximately) 
3. Partake in a videoconference interview with the researcher for one hour; date and 
time will be determined. 
4. Complete a critical incident questionnaire (20-minutes approximately) 
 
Upon participation in the study, you will be provided with a research study findings 
summary. 
 
In order to qualify for the study, you must meet the following criteria:  
1. An individual who self-identifies as a tech entrepreneur. 
2. A tech entrepreneur who identifies as being Black or of African descent and has 
launched his/her organization in the United States initially; this individual 
classifies as being born or of descendants who were born in Africa. This does not 
preclude living or being born in or from other areas around the world. 
3. A Black tech entrepreneur who utilizes technological platforms as a conduit 
through which he/she offers his/her services, but may refer to themselves with a 
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title as a general entrepreneur, i.e. Black Entrepreneur, Mobile Entrepreneur, 
among others. 
4. A Black tech entrepreneur who currently has launched a tech organization and 
identifies as in the process of growing their business. The Black tech entrepreneur 
is welcome to have additional streams of revenue from more than one place of 
work, but the tech organization they have founded is considered currently active. 
5. A Black tech entrepreneur who is engaging in the process of launching and/or 
growing their business that began in the United States, but can be offered abroad 
or more prominently abroad. 
6. A tech company that has a web and/or app-based component. 
 
If this criteria does currently fit you and you are interested in participating please do not 
hesitate to provide your information in a reply to this email. Included in your reply, 
please provide your name, phone number, and preferred email address for me to follow 
up with you regarding further details. 
 
If this criterion does not currently fit you, but you may know of a potential candidate that 
it does fit, I would be grateful for your support in forwarding this email to the individual. 
 
Thanks a ton! Please find my contact information provided below. 
 
Brittany S Chambers, Doctoral Candidate 
Adult Learning and Organizational Leadership Ed.D. Program 
Teachers College, Columbia University 
Email:    bsc2128@tc.columbia.edu 









My name is Brittany S Chambers and I am a doctoral candidate in the Adult Learning and 
Organizational Leadership Ed.D. program at Teachers College, Columbia University. I 
am sending this email as an invitation to participate in a learning research study I am 
conducting. 
 
Thank you for expressing interest in participating in this study to share your 
perceptions on how you have been able to launch and grow your business as a Black 
tech entrepreneur.  
 
As an individual who has started developing the wireframe and pitch deck for an app I 
felt would incorporate creative ways for freelancers to share the breadth of their 
experiences with potential clients, I am aware of the many challenges facing Black tech 
entrepreneurs in an increasingly technological world. I hold the upmost respect for Black 
tech entrepreneurs paving a way for their organizations to contribute to society in unique 
ways. 
 
Therefore, my study aims to explore with a group of Black tech entrepreneurs, their 
perceptions on how they are able to launch and grow their businesses. 
 
Study participation involves the following: 
1. Fill out a consent form and agreeing to the study terms and conditions, which will 
include audio recording of the interview, and 
2. Complete of a demographic inventory survey (10-minutes approximately) 
3. Partake in an online focus group that is private and password protected with a 
group of participants in a live synchronous format eliciting text-based interaction 
(60-minutes approximately) 
4. Complete a critical incident questionnaire (20-minutes approximately) 
 
Upon participation in the study, you will be provided with a research study findings 
summary. 
 
In order to qualify for the study, you must meet the following criteria:  
1. An individual who self-identifies as a tech entrepreneur. 
2. A tech entrepreneur who identifies as being Black or of African descent and has 
launched his/her organization in the United States initially; this individual 
classifies as being born or of descendants who were born in Africa. This does not 
preclude living or being born in or from other areas around the world. 
3. A Black tech entrepreneur who utilizes technological platforms as a conduit 
through which he/she offers his/her services, but may refer to themselves with a 
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title as a general entrepreneur, i.e. Black Entrepreneur, Mobile Entrepreneur, 
among others. 
4. A Black tech entrepreneur who currently has launched a tech organization and 
identifies as in the process of growing their business. The Black tech entrepreneur 
is welcome to have additional streams of revenue from more than one place of 
work, but the tech organization they have founded is considered currently active. 
5. A Black tech entrepreneur who is engaging in the process of launching and/or 
growing their business that began in the United States, but can be offered abroad 
or more prominently abroad. 
6. A tech company that has a web and/or app-based component. 
 
If this criteria does currently fit you and you are interested in participating please do not 
hesitate to provide your information in a reply to this email. Included in your reply, 
please provide your name, phone number, and preferred email address for me to follow 
up with you regarding further details. 
 
If this criterion does not currently fit you, but you may know of a potential candidate that 
it does fit, I would be grateful for your support in forwarding this email to the individual. 
 
Thanks a ton! Please find my contact information provided below. 
 
Brittany S Chambers, Doctoral Candidate 
Adult Learning and Organizational Leadership Ed.D. Program 
Teachers College, Columbia University 
Email:    bsc2128@tc.columbia.edu 








Protocol Title: How Black Tech Entrepreneurs Learn 
Subtitle: Interview Consent 




You are being invited to participate in this research study called “How Black Tech 
Entrepreneurs Learn.” You may qualify to take part in this research study because you 
are: 
1. An individual who self-identifies as a tech entrepreneur. 
2. A tech entrepreneur who identifies as being Black or of African descent and has 
launched his/her organization in the United States initially; this individual 
classifies as being born or of descendants who were born in Africa. This does not 
preclude living or being born in or from other areas around the world. 
3. A Black tech entrepreneur who utilizes technological platforms as a conduit 
through which he/she offers his/her services, but may refer to themselves with a 
title as a general entrepreneur, i.e. Black Entrepreneur, Mobile Entrepreneur, 
among others. 
4. A Black tech entrepreneur who currently has launched a tech organization and 
identifies as in the process of growing their business. The Black tech entrepreneur 
is welcome to have additional streams of revenue from more than one place of 
work, but the tech organization they have founded is considered currently active. 
5. A Black tech entrepreneur who is engaging in the process of launching and/or 
growing their business that began in the United States, but can be offered abroad 
or more prominently abroad. 
6. A tech company that has a web and/or app-based component.  
Approximately twenty people will participate in this study and it will take 1-hour and 15 
minutes of your time to complete. 
 
WHY IS THIS STUDY BEING DONE?   
 
This study is being done to determine Black tech entrepreneurs’ perceptions on how they 
are able to launch and grow their businesses.    
 
WHAT WILL I BE ASKED TO DO IF I AGREE TO TAKE PART IN THIS 
STUDY? 
 
If you decide to participate, you will be interviewed by the principal investigator. During 
the interview you will be asked to discuss your experiences as a Black tech entrepreneur. 
This interview will be audio-recorded. After the audio-recording is written down 
(transcribed) the audio-recording will be deleted. If you do not wish to be audio-recorded, 
you will not be able to participate. The interview will take approximately forty-five 
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minutes. You will be given a pseudonym or false name/de-identified code in order to 
keep your identity confidential.  
 
Finally, you will be asked to fill out a questionnaire. This will take about fifteen minutes. 
All of these procedures will be done remotely via computer and online programs and 
emailed to the principal investigator to be stored in a confidential password-protected 
location.  
 
WHAT POSSIBLE RISKS OR DISCOMFORTS CAN I EXPECT FROM TAKING 
PART IN THIS STUDY?  
 
This is a minimal risk study, which means the harms or discomforts that you may 
experience are not greater than you would ordinarily encounter in daily life while taking 
routine physical or psychological examinations or tests. However, there are some risks to 
consider. You might feel uncomfortable in discussing problems that you experienced as a 
Black tech entrepreneur. However, you do not have to answer any questions or 
divulge anything you don’t want to talk about. You can stop participating in the 
study at any time without penalty. The principal investigator is taking precautions to 
keep your information confidential and prevent anyone from discovering or guessing 
your identity, such as using a pseudonym instead of your name and keeping all 
information on a password protected computer and locked in a file drawer. 
 
WHAT POSSIBLE BENEFITS CAN I EXPECT FROM TAKING PART IN THIS 
STUDY?  
 
There is no direct benefit for participating in this study. Participation may benefit the 
field of Black tech entrepreneurship to better understand how Black tech entrepreneurs 
cultivate and grow their businesses.  
 
WILL I BE PAID FOR BEING IN THIS STUDY?  
 
You will not be paid to participate. In addition, there are no costs to you for taking part in 
this study.  
 
WHEN IS THE STUDY OVER? CAN I LEAVE THE STUDY BEFORE IT ENDS?  
 
The study is over when you have completed the interview and filled out the 
questionnaire. However, you can leave the study at any time even if you haven’t finished.  
 
PROTECTION OF YOUR CONFIDENTIALITY 
 
The investigator will keep all written materials locked in a desk drawer in a locked office. 
Any electronic or digital information (including audio recordings) will be stored on a 
computer that is password protected. What is on the audio-recording will be written down 
and the audio-recording will then be destroyed. There will be no record matching your 
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real name with your pseudonym. All password-protected data will be kept for up to three 
years after the completion of the study. 
 
HOW WILL THE RESULTS BE USED?  
 
The results of this study will be published in journals and presented at academic 
conferences. Your name or any identifying information about you will not be published. 
This study is being conducted as part of the dissertation of the principal investigator.  
 
CONSENT FOR AUDIO RECORDING  
 
Audio recording is part of this research study. You can choose whether to give 
permission to be recorded. If you decide that you don’t wish to be recorded, you will not 
be able to participate in this research study. Once you chose to be recorded, please note 
that the audio recording will be transcribed by a third party transcriptionist who has been 
required to sign a strict confidentiality agreement. 
 
 








WHO MAY VIEW MY PARTICIPATION IN THIS STUDY 
 
___I consent to allow written, video and/or audio taped materials viewed at an  
 
educational setting or at a conference outside of Teachers College __________________ 
         Signature  
 
___I do not consent to allow written, video and/or audio taped materials viewed outside  
 




CONSENT FOR FUTURE CONTACT   
 
The investigator may wish to contact you in the future. Please initial the appropriate 
statements to indicate whether or not you give permission for future contact.  
 
I give permission to be contacted in the future for research purposes: 
 
   
Yes ________________________   No_______________________ 
           Initial                                                  Initial 
 
 
I give permission to be contacted in the future for information relating to this study:  
 
 
Yes ________________________   No_______________________ 
           Initial                                                  Initial 
 
 
WHO CAN ANSWER MY QUESTIONS ABOUT THIS STUDY? 
 
If you have any questions about taking part in this research study, you should contact the 
principal investigator, Brittany S Chambers, at 917-805-2889 or at 
bsc2128@tc.columbia.edu.  
 
If you have questions or concerns about your rights as a research subject, you should 
contact the Institutional Review Board (IRB) (the human research ethics committee) at 
212-678-4105 or email IRB@tc.edu. Or you can write to the IRB at Teachers College, 
Columbia University, 525 W. 120th Street, New York, NY 1002.  The IRB is the 








• I have read and discussed the informed consent with the researcher. I have had 
ample opportunity to ask questions about the purposes, procedures, risks and 
benefits regarding this research study.  
 
• I understand that my participation is voluntary. I may refuse to participate or 
withdraw participation at any time without penalty.  
 
• The researcher may withdraw me from the research at her professional discretion. 
If through discussion it is discovered that I do not meet the research study criteria. 
 
• If, during the course of the study, significant new information that has been 
developed becomes available which may relate to my willingness to continue to 
participate, the investigator will provide this information to me. 
 
• Any information derived from the research project that personally identifies me 
will not be voluntarily released or disclosed without my separate consent, except 
as specifically required by law. 
 
• I should receive a copy of the Research Description and this Participant’s Rights 
document. 
 
My signature means that I agree to participate in this study. 
 
 










Protocol Title: How Black Tech Entrepreneurs Learn 
Subtitle: Focus Group 




You are being invited to participate in this research study called “How Black Tech 
Entrepreneurs Learn.” You may qualify to take part in this research study because you 
are: 
1. An individual who self-identifies as a tech entrepreneur. 
2. A tech entrepreneur who identifies as being Black or of African descent and has 
launched his/her organization in the United States initially; this individual 
classifies as being born or of descendants who were born in Africa. This does not 
preclude living or being born in or from other areas around the world. 
3. A Black tech entrepreneur who utilizes technological platforms as a conduit 
through which he/she offers his/her services, but may refer to themselves with a 
title as a general entrepreneur, i.e. Black Entrepreneur, Mobile Entrepreneur, 
among others. 
4. A Black tech entrepreneur who currently has launched a tech organization and 
identifies as in the process of growing their business. The Black tech entrepreneur 
is welcome to have additional streams of revenue from more than one place of 
work, but the tech organization they have founded is considered currently active. 
5. A Black tech entrepreneur who is engaging in the process of launching and/or 
growing their business that began in the United States, but can be offered abroad 
or more prominently abroad. 
6. A tech company that has a web and/or app-based component.  
Approximately six people will participate in this study and it will take 1-hour and 15 
minutes of your time to complete. 
 
WHY IS THIS STUDY BEING DONE?   
 
This study is being done to determine Black tech entrepreneurs’ perceptions on how they 
are able to launch and grow their businesses.    
 
WHAT WILL I BE ASKED TO DO IF I AGREE TO TAKE PART IN THIS 
STUDY? 
 
If you decide to participate, you will be asked to participate in a focus group run on 
FocusGroupIt (www.focusgroupit.com) by the principal investigator where Black tech 
entrepreneurs like yourself will discuss their experiences in cultivating and growing their 
businesses in the tech arena. Through this website the researcher will conduct a private, 
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password protected online focus group for a group of participants in a live synchronous 
format with text-based interaction, similar to an online chat room. As participants you 
can choose to provide your first name to other participants or maintain anonymity in the 
group by selecting a screen name. You can upload a picture of either yourself or of 
anything. The avatar will be attached to your name or screen name.  
 
This interaction will not be audio-recorded, but a research assistant will be taking notes 
and the existing transcript of the exchange will be utilized by the researcher as a means 
for analyzing the data on behalf of the study. The transcript will not be used for anything 
other than this purpose and will be maintained in a password-protected location along 
with other data gathered for this study. Everyone will be asked not to discuss what is 
being spoken about outside of the group but it is impossible to guarantee complete 
confidentiality. This focus group will take about one hour. 
 
Finally, you will be asked to fill out a. This will take about fifteen minutes. This 
procedure will be done remotely via computer and online programs and emailed to the 
principal investigator to be stored in a confidential password-protected location.  
 
WHAT POSSIBLE RISKS OR DISCOMFORTS CAN I EXPECT FROM TAKING 
PART IN THIS STUDY?  
 
This is a minimal risk study, which means the harms or discomforts that you may 
experience are not greater than you would ordinarily encounter in daily life while taking 
routine physical or psychological examinations or tests. However, there are some risks to 
consider. You might feel uncomfortable in discussing problems that you experienced as a 
Black tech entrepreneur. However, you do not have to answer any questions or 
divulge anything you don’t want to talk about. You can stop participating in the 
study at any time without penalty. The principal investigator is taking precautions to 
keep your information confidential and prevent anyone from discovering or guessing 
your identity, such as using a pseudonym instead of your name and keeping all 
information on a password protected computer and locked in a file drawer. 
 
WHAT POSSIBLE BENEFITS CAN I EXPECT FROM TAKING PART IN THIS 
STUDY?  
 
There is no direct benefit for participating in this study. Participation may benefit the 
field of Black tech entrepreneurship to better understand how Black tech entrepreneurs 
cultivate and grow their businesses.  
 
WILL I BE PAID FOR BEING IN THIS STUDY?  
 
You will not be paid to participate. In addition, there are no costs to you for taking part in 




WHEN IS THE STUDY OVER? CAN I LEAVE THE STUDY BEFORE IT ENDS?  
 
The study is over when you have completed the focus group and filled out the 
questionnaire. However, you can leave the study at any time even if you haven’t finished.  
 
PROTECTION OF YOUR CONFIDENTIALITY 
 
The investigator will keep all written materials locked in a desk drawer in a locked office. 
Any electronic or digital information will be stored on a computer that is password 
protected. What is on the transcription records will be coded using pseudonyms. There 
will be no record matching your real name with your pseudonym. All password-protected 
data will be kept for up to three years after the completion of the study. 
 
HOW WILL THE RESULTS BE USED?  
 
The results of this study will be published in journals and presented at academic 
conferences. Your name or any identifying information about you will not be published. 
This study is being conducted as part of the dissertation of the principal investigator.  
 
WHO MAY VIEW MY PARTICIPATION IN THIS STUDY 
 
___I consent to allow written, video and/or audio taped materials viewed at an  
 
educational setting or at a conference outside of Teachers College __________________ 
         Signature  
 
___I do not consent to allow written, video and/or audio taped materials viewed outside  
 
of Teachers College Columbia University ______________________________________ 
Signature  
 
CONSENT FOR FUTURE CONTACT   
 
The investigator may wish to contact you in the future. Please initial the appropriate 
statements to indicate whether or not you give permission for future contact.  
 
I give permission to be contacted in the future for research purposes: 
 
   
Yes ________________________   No_______________________ 
           Initial                                                  Initial 
 
I give permission to be contacted in the future for information relating to this study:  
 
Yes ________________________   No_______________________ 
           Initial                                                  Initial 
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WHO CAN ANSWER MY QUESTIONS ABOUT THIS STUDY? 
 
If you have any questions about taking part in this research study, you should contact the 
principal investigator, Brittany S Chambers, at 917-805-2889 or at 
bsc2128@tc.columbia.edu.  
 
If you have questions or concerns about your rights as a research subject, you should 
contact the Institutional Review Board (IRB) (the human research ethics committee) at 
212-678-4105 or email IRB@tc.edu. Or you can write to the IRB at Teachers College, 
Columbia University, 525 W. 120th Street, New York, NY 1002.  The IRB is the 






• I have read and discussed the informed consent with the researcher. I have had 
ample opportunity to ask questions about the purposes, procedures, risks and 
benefits regarding this research study.  
 
• I understand that my participation is voluntary. I may refuse to participate or 
withdraw participation at any time without penalty.  
 
• The researcher may withdraw me from the research at her professional discretion. 
If through discussion it is discovered that I do not meet the research study criteria. 
 
• If, during the course of the study, significant new information that has been 
developed becomes available which may relate to my willingness to continue to 
participate, the investigator will provide this information to me. 
 
• Any information derived from the research project that personally identifies me 
will not be voluntarily released or disclosed without my separate consent, except 
as specifically required by law. 
 
• I should receive a copy of the Research Description and this Participant’s Rights 
document. 
 
My signature means that I agree to participate in this study. 
 
 








Participant Demographic Inventory 
 
Please answer each question by choosing the response that best describes you or writing 
in the correct information. All responses are strictly confidential. Individual responses 
will not be shared. 
 
1. My gender is:         _____ Female   _____ Male 
 
2. My age is:  _____ 20 – 24 years  _____ 36 – 40 years   
_____ 25 – 30 years  _____ 41 – 45 years 
_____ 31 – 35 years  _____ 46 – 50 years 
  _____ 51 or more years 
3. My race/ethnicity is: _____________________________________________ 
      Note: Feel free to identify more than one. 
 
4. City/Town and State of Residence: _________________________________ 
5. What is the highest level of education you have completed? 
£ High school diploma 
£ Associates degree 
£ Bachelors graduate 
£ Some graduate training beyond college 
£ Masters level graduate degree 
£ Advanced degree (e.g., Ph.D., J.D, Ed.D.) 
 
6. Are you a tech entrepreneur? [  ] Yes [  ] No         If so, for how many years? 
__________ 
 
7. Is your entrepreneurial product an: app, website, product, hybrid? Please 





8. Has your organization received support in any of these ways? 
___ Accelerators: provide capital/investor access, mentorship, and office space 
___ Seed Capital: initial capital used to start a business, often coming from the 
founders’ personal assets and friends and/or family 
___ Business angel investors: philanthropists interested in helping the next 
generation 
___ Crowd funding / Equity funding: sites like Kickstarter, Indiegogo, & 
SeedInvest 
___ Syndicated Investing: angel investors who partner on deals with each other 
___ Series A Funding: $2 to $15 million 
___ Series B Funding: $15+ to $100 Million 
___ Series C Funding or More: $100+ Million, IPO, Liquidity, and/or Acquisition 





Critical Incident Questionnaire 
 
Critical Incident Questions 
 
1. As you think of your experiences since becoming a tech entrepreneur to this day, 
can you identify one of your best and difficult experiences? 
 
2. For each experience, please describe: 
a. What happened? 
 
Best Experience:  
 
Worst Experience:  
 
3. When you think about these experiences in comparison to others, what made each 
one stand out? 
 
Best Experience: 
a. When did the experience occur? 
 
b. Where did the experience occur? 
 
c. What kinds of things did you recall that informed your decisions in this 
situation? 
 




a. When did the experience occur? 
 
b. Where did the experience occur? 
 
c. What kinds of things did you recall that informed your decisions in this 
situation? 
 








Probe 1: How did you realize that you wanted to become a tech entrepreneur? 
Probe 2: Prior to bringing your tech idea to fruition, what kind of positions did you  
    hold and for what lengths of time? 
Probe 3: How did you transition into developing your tech idea and why? 
 
I. How do Black tech entrepreneurs identify opportunities to bring their tech 
ideas to fruition? 
Probe 1: Describe the mechanisms you took to develop the initial idea for your  
    organization. 
Probe 2: Describe how you first stumbled upon or were led to the idea for your tech  
  company. 
i. Was there an issue you were trying to address that led you to the idea? 
Probe 3: What was the impetus that led you to work on bringing your tech idea to  
    fruition? 
 
II. What actions do Black tech entrepreneurs take to secure the funding needed to 
support their organizations? 
Probe 1: Did/will your tech endeavor require outside funding? If so, how? 
Probe 2: What has your experience been like on the journey to fund your  
    organization? 
Probe 3: How did you identify steps necessary to secure funding to start and/or grow  
    your business? 
 
III. What challenges do Black tech entrepreneurs face when growing their 
organizations? 
Probe 1: Where there any difficulties you experienced while growing your business? 
Probe 2: What are some of the stages of barriers you faced, starting from initially  
          developing and looking to grow your business? 
Probe 3: How has the experience been for you as a Black tech entrepreneur? 
 
IV. How do Black tech entrepreneurs learn? 
Probe 1: What kept you going during your journey? 
Probe 2: What helped you to continue to pursue your ideas in the midst of  
    difficulties? 
Probe 3: How did you learn to identify and grow through difficulty or triggering  
         situations? 
Probe 4: What kinds of activities (social and independent) supported learning to  






Focus Group Questions 
 
Please answer the following questions: 
 
1. What do you perceive are the actions Black tech entrepreneurs need to take in 

















Focus Group Guidelines for Participation 
 
Thank you for offering to partake in a focus group on the learning experiences of Black 
tech entrepreneurs! 
 
Ground Rules for Participation 
1. The focus group shall begin at 7:00 pm EST and will run for the duration of a 
60-minute period. You will have access to the site to register and share 
introductions with others at 7:00 pm EST. To be considerate of the time of 
each participant, at 7:15 pm, access to enter the focus group via a shared link 
will expire. 
2. During the focus group please do not share contact information with others. If 
interested following the discussion I can serve as a conduit to create the 
connections.  
3. Content shared within the focus group is not to be shared with others outside 
of the focus group. 
4. As the focus group moderator, I will facilitate the group’s questions and 
discussion. Please prepare to identify and navigate all prompts. If any 
questions arise while the focus group is in progress, please fell free to contact 
me through: email at bsc2128@tc.columbia.edu; through text message or 
phone call at (917) 805-2889. 
 
Instructions 
1. Fifteen minutes prior to the scheduled focus group time you will be sent an 
email with a link and password to enter the focus group. Click on this link and 
you will be invited to a page asking for you to register on FocusGroupIT.com. 
The website is prohibited from sharing your information with anyone. Please 
type your first name, and last name in the designated boxes. Add a profile 
picture—of yourself or anything of your choice. 
2. Once registered you will be prompted to enter the focus group password. The 
password is: BlackTech. Click “Join Group”. 
3. Upon entering the focus group you will see a question asking to introduce 
yourself to the group. To enter your response, click reply now. Once your 
response is posted, you will se responses from other participants. Do NOT 
check the box indicating that the answers are private. If you foresee a need to 
communicate privately with the moderator, please email, text, or call her. 
4. As participants’ responses pop up for the duration of the focus group, please 
respond to them by welcoming them to the group and/or commenting on any 
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information they share. To check your posted comments and reply to them 
please hover over and click to switch to the “Comments” tab. 
5. A short 10 minutes will be allowed for introductions, and then an 
announcement will be shared directing participants to move to the next 
question. Questions and comments to each of the questions can be found 
under the “Question” tab. 
6. After the initial introductions there will be 3 questions posed to the focus 
group for discussion around the Black tech entrepreneurs’ learning 
experiences. For each of the questions 15 minutes will be allowed for 
participants to: 
a. Post responses as fully and detailed as possible 
b. Review other participants’ responses 
c. Respond to participants and their responses. Here are some examples: 
o Respectfully agreeing or disagreeing, and sharing your 
reasoning. 
o Asking questions for clarification purposes or to identify why 
they may have provided a specific response. 
o Expound on additional ideas that came to mind as a result of 
others’ responses or as a reply an existing thought you had. 
7. For the duration of the focus group, discussion focused on the related 
questions is encouraged until the moderator informs participants that it is time 
to go to the Question tab to select the next question. 
8. After informing you that the focus group has come to an end, please click 
“Leave Group”. 
9. Following the focus group a brief critical incident questionnaire will be 
emailed to you. Please complete this questionnaire within 7 days of the focus 
group to conclude your participation in this study. 
 
Thank you for your participation. Your time is greatly appreciated!  
 
 
Brittany S Chambers, Doctoral Candidate 
Adult Learning and Organizational Leadership Ed.D. Program 
Teachers College, Columbia University 
Email:    bsc2128@tc.columbia.edu 







 Terrell Williams is a Black male between the ages of 36 and 40 years old that 
currently resides in New York and has graduated with a Masters degree. Terrell is 
happily married and has children. He entered the tech entrepreneurial world after an 
extensive background in real estate. Terrell self identifies as a tech entrepreneur that has 
been in the industry for four years. His tech entrepreneurial endeavor is a hybrid real 
estate based app and website.  
 Terrell has joined the tech industry after holding a nontechnical background, but 
embarking on a solution to a real estate problem that emerged for him through his daily 
practices. In order to grow his business, Terrell has aimed to self funded his endeavor. 
Terrell has focused his energies on hosting events and conferences to facilitate his 
organization’s growth.  
 
Ebony Smith 
 Ebony Smith is a Black female between the ages of 41 and 45 years old. She lives 
in Tennessee and has graduated with a Masters degree. She is also happily married and 
has a family. Ebony identifies herself as a tech entrepreneur. Her entrepreneurial product 
is a hybrid between a website and service based organization.  
Ebony holds an extensive background in the educational sector. Her experiences, 
in addition to her colleagues’ experiences navigating a lengthy educational process led 
her to create a product that would shorten the constraints placed on handling school 
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uncertainties. Ebony has expressed that key support mechanisms for growing her 
organization to address these uncertainties have come through participation in 
accelerators, and support from business angel investors and grassroots/social justice 
organization backing.  
 
Mark Wilson 
 For three years, Mark Wilson a 25 to 20 year old Black male who resides in New 
York has served as a part of the tech entrepreneurial space constructing and growing an 
organization in the neuroscience field. Mark set out to begin this endeavor due to an 
experience at his previous location of employment where in an investment meeting he 
noticed the gap between the current business’ functions and new mechanisms that would 
increase the feasibility of the data utilized for essential work processes. This led him to 
create a product that could be utilized by corporate organizations like his place of 
employment and extend to the every-day unique individual user. 
 During the journey Mark highlights that his uniqueness is what keeps him going. 
In his interview he emphasizes that:  
As long as you’re conforming to the system that net of shocking investors out 
of their seats becomes a lot less. So, you almost become the same as all of the 
entrepreneur that you’re idolizing… Until you do what I’m trying to do, which is 
challenge that, and challenge the stereotype. I wear shirts everywhere, I talk very 
fast, I use lots of science terms that people don’t understand.  
 
Mark attributes his success of garnering support from enrolling an accelerator program, 
raising seed capital, and receiving funding from business investors to the unique and 





 Noah Gunther is a Black Caribbean male between the ages of 36 and 40 years old 
who resides in the New York area. After years of working in the finance industry for a 
large Fortune 500 organization, Noah embarked on an agricultural project that was 
birthed out of a pain point he encountered five years earlier. During a non-profit initiative 
he decided to embark on, a large governmental contract fell through along with it’s 
financing opportunities that were set to proved massive opportunities for a subset of a 
marginalized population.  
In an effort to fulfill his desire to support these populations, Noah decided to take 
a different approach. Noah highlights his current unique endeavor as: 
I kind of see it as me being able to use my finance skills to leverage ministry 
to help people in need by taking knowledge that I have and making it a social 
impact profitable transaction for all parties. To create a marketplace that really 
works. 
 
His believe is that this endeavor will enable him to make agricultural change at scale on 
the continent of Africa. In order to support this endeavor, Noah first started by enrolling 
in an accelerator where he was provided with networking and educational development 
opportunities that enabled Noah to repurposed his mechanisms of pitching his 
organization. During this time Noah also put in personal seed capital and received 
support from friends and family to grow his endeavor. At present, Noah has raised Series 
B funding between the amount of $15 to $100 million to support the growth of his 
organization. To illustrate his eight years in the tech industry and the unique journey of 






 Camden Dean is a former investment banker that began a career in the tech space 
upon interactions during the tech boom in the early 1990’s with young gentlemen 
building new technology. At the time he recalls tinkering with different items as a kid and 
longing to enter the tech industry. After his first job opportunity working with 
entrepreneurs, Camden was interested in learning how to follow a similar path. In 1998, 
he started a venture and it was during a time where people thought his and others’ 
perceptions around the Internet were far reaching. It was during that time that his 
ambitions in the financial technology sector blossomed.  
 As an African American male between the ages of 41 and 45 years old with 
Masters level experience who resides in the Washington DC area, Camden has at present 
held six years in the tech space operating a hybrid app/product based platform that 
provides tools for crypto-currency. To date, Camden shares that he has self funded his 
organization and looks to continue growing the company by following a new wave of 
investment opportunities in bitcoin. 
 
Joe Newland 
 Ten years ago, Joe Newland an African American male between the ages of 31 
and 35 years old who resides in California became a tech entrepreneur. Joe was inspired 
to join the tech field years earlier in 1995 due to experiences in college in Michigan 
where he gained his first wide range exposure to a computer lab. After working in the lab 
on the Internet for some time, Joe recalls that on the Internet: “there was just a big white 
space for anything you want to create.” As an entrepreneur who originally sold products 
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physically, he learnt that he could grow his audience through larger means and began 
selling products online.  
 Years later during his entrepreneurial endeavors, he met his organization’s current 
cofounder in Los Angeles through a mutual friend. Joe shares that during this time, 
seeing a mutual colleague who was rapidly building a product while learning and 
growing a team to receive funding inspired him. Following the experience Joe 
respectively created 3 tech organizations in the media industry, which led him to his most 
recent entrepreneurial endeavor. His most recent endeavor grew out of his working 
relationships with major media organizations that shared they were using systems that 
had been in place since the early 1960’s. In order acquire the skills and means necessary 
to grow this present organization, Joe has received through engaging in an Accelerator, 
raising seed capital through personal assets and family and/or friends, and through 
funding with syndicated investors—angel investors who partnered together on his deal. 




 At age 10 Brooke Johnson first fell in love with technology and began to consume 
anything tech related well into her college years. Upon attending college she enrolled in 
programing classes and later underwent a switch in careers when she realized that her 
passion lay at the intersection between business and technology. During this point, she 
decided to enroll in information systems courses that later led her to pursue a career as an 
analyst and project manager of a software tech company. In addition to leading a career 
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in the software industry, Brooke would serve as a career coach. One day when Brooke 
posed a question to her following on social media she discovered a need her friends who 
were mothers expressed for a unique app that helped add ease to their daily routines.  
 One year after the encounter that Brooke labels happened by fortuitous yet 
masterful design, she has embarked on creating and garnering funding to grow the 
technological product based virtual reality app. In order to do so, Brook has gone through 
an accelerator, in addition to funding the app through seed means utilizing her personal 
funding and the funding of friends and family. As an African American female tech 
entrepreneur between the ages of 36 and 40 years old who resides in Maryland and has 
completed a Masters degree, Brooke has expressed enthusiasm in engaging in this 
process. She shared that motivation from pitching the idea as a subject matter expert has 
enabled her to realize the potential bringing her idea to fruition can have. 
 
Jason Patterson 
 Jason Patterson is a male Black tech entrepreneur between the ages of 25 and 30 
who resides in New York City. Jason has graduated with his Bachelors degree after 
which he went on to join the corporate sector at a major Fortune 500 organization. The 
idea for this tech entrepreneurial business was discovered when his business partner 
initially endeavored out on her own to create a space for the members of the Black 
community to discuss topics that were pertinent and important to them. In doing such the 
organization swiftly began to grow and she requested that Jason and his other fellow 
founders work fulltime to grow the organization. 
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Along the way Jason notes the experience as being a labor of love. In order to 
grow the organization, that has gained national and international coverage Jason 
references that the organization’s founders formed great friendships and also paid 
numerous dues in navigating the difficulty of entering the tech space. In addition to 
learning through these experiences Jason shares the great mental toll it can take on 
founders if they have difficulty reshaping their sense of self as they grow through the 
process. Jason also recommends that one of his greatest lessons has been to unlearn some 
of the things that other advisors in the space share. Additionally, he highlights that being 
aware of and more poignant with his “ask” has helped the organization garner the support 
it needs in certain spaces. 
 
Lawrence Campbell 
 In his early years in college, Lawrence developed a love and appreciation for tech 
entrepreneurship and wished to take computer science courses with the goal become a 
developer. After a career study technology had not worked out, Lawrence endeavored to 
pursue a college career in business. During this time he completed a Bachelors in 
Business, went on to complete a Masters Degree in Human Resources and join the non-
profit sector at a corporate American Fortune 100 organization. After a difficult journey 
navigating the corporate landscape and facing hitches in garnering a promotion, 
Lawrence was invited by a good college friend to gain stake in his first tech endeavor as a 
staffing agent.  
After working on the endeavor for some time and meddling over numerous 
business ideas, he recognized the need to service marginalized populations due to 
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encountering a personal mental health experience. Today, as an African American male 
between the ages of 36 and 40 years old who resides in New York City, Lawrence has 
grown to serve as a tech entrepreneur for twelve years and has advance his current app 
for a little under five years. Lawrence shares that the support of business angel investors 
has helped him grow his tech endeavor.  
 
Dave Augustus 
 Dave Augustus is an African American male between the ages of 36 and 40 years 
old who lives in the California area and holds a Masters level graduate degree. Dave 
identifies as a tech entrepreneur and has served in the industry for the past three years. He 
was introduced to the tech field after an encounter with a new friend in 2013 he made 
after an invitation from his mentor to visit the Silicon Valley area. During his visit he 
conducted research, planned and attended events, and engaged in a few volunteer 
opportunities. After keeping in touch for some time, the same friend reached out in need 
of business finance and marketing minded cofounder to complement building his 
organization. In  2015, they would begin to grow the early space social network startup 
geared to create a decentralize space that also encompasses the use of crypto-currency. 
 To fund the endeavor Dave references bootstrapping and garnering funding 
through personal and family/friend based savings. In Dave’s discussion, he highlights 
that funding:  
Doesn’t happen right away and a lot of people think the answer is to go to a 
top school.... Meet your alumni, your fellow alumni, do a startup, you know them, 
they’ll write you a check to get funding. Yes, that can help you, but that’s not 
going to ensure that you’re going to be successful and that may not even be 
adequate funding that you need. So it is a lot more to funding than people realize. 
There’s some folks out there that make it seem like they can just get funding, 
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sure. Or there’s some advantages in the marketplace that other ethnicities have 
that are not people of color, sure. But for us, we got to work. And I actually 
appreciate that work ethic to get funded.  
 
Dave credits his organization’s growth and success to the work ethic he and is team have 
put into the project. He also shares the importance of building a strong network that can 
take the project to greater heights.  
 
Xavier Lewis 
 Xavier Lewis identifies as an African American male between the ages of 25 to 
30 years old. He is married and lives in the state of Washington. Xavier has graduated 
with a Bachelor’s degree in engineering. He entered the tech world after an extensive 
career in the field. He has presently been in the tech world for 2 years.  
 Xavier’s app is a hybrid between an app, website, and product that addresses a 
need in the hospitality industry. This idea stemmed from Xavier’s personal experiences in 
the hospitality industry that led him to identify a solution to an existing issue. Xavier has 
identified that it has been important for him to focus on building an organization that has 
a solid product prior to seeking funding. Xavier acknowledges that developing strong 
relationships and learning from other organizations that have scaled has driven the 
growth of his organization. 
 
Terrance Hill 
 Terrance Hill began his journey as an entrepreneur two years ago as a male 
between the ages of 25 and 30 years old. He currently resides in Texas and acknowledges 
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his ethnicity as being of Black descent. Terence has graduated with an Associates degree 
from a college in the South and is pursuing a further degree higher education.  
 Terrance has identified that he is in the beginning pre-seed stages of growing his 
organization, where he will soon begin to seek the feedback and financial support of 
crowd funding and friend/family support. Terrance is in the process of engaging in an 
accelerator to refine and grow his knowledge of the tech industry. He candidly expresses 
his keen desire to learn through the tech entrepreneurial journey he has proudly embarked 
on. Terrance’s app is a hybrid web and app-based platform that aims to provide a cultural 
solution to a marginalized population’s needs. Terrance’s role in school has been a huge 
motivating factor that has enabled him to continue to remain steadfast with his 
entrepreneur endeavor. 
 
Jade Edwards  
 Jade Edwards is a Black woman over the age of 51 who resides in New York. She 
is fairly new to the tech entrepreneurial scene and has spent roughly 3 months in the field. 
Jade has graduated with an advanced level degree in health education. Her career in 
health education led to the creation of a product sold online via traditional web based 
platforms. In order to fund this idea Jade has received the support of seed capital. She is 
very excited about this endeavor as she highlights that she has “identified [a] niche and 
cornered it.” 
 Jade highlights that her desire to endeavor into the beauty industry as a tech 
entrepreneur stems from numerous things. She shared that, 
From my perspective, there’s so much that I’ve already experienced and that 
I bring, and my academic background, and knowing how to navigate building a 
  
246 
business for the third time, in the skin that I live in, is such a wonderful 
experience.  
 
Coupled with these experiences, Jade’s mission is to fulfill a social and technical 




 For the past five years, James Washington, a Caribbean and White male between 
the ages of 25 and 30 years old, has served as a financial technology (fintech) 
entrepreneur. James resides in a Californian town a little under a half an hour from the 
Silicon Valley area. He entered the fintech arena after an extensive background in higher 
education pursuing a Bachelors degree in computer engineering. James’ fintech product 
is a website that assists those in the financial industry. His product utilizes technology to 
scale key financial procedures and minimize the time it takes to complete essential tasks. 
  James’ business stemmed from some investigative research he conducted during 
his undergraduate career. In order to scale and grow his business James highlights that he 
and his cofounder received support through: (a) an accelerator, (b) seed capital, (c) crowd 
and equity funding, (d) syndicated investing, and (e) series A funding (or $2 to $15 
million in funding).  
 
Heaven Benjamin 
 Heaven Benjamin is a tech entrepreneur that has been widely acclaimed by 
numerous media circuits as an entrepreneur to watch. She has grown in the tech space for 
the past five years and is based in the Washington, DC area. Heaven identifies as a black 
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female tech entrepreneur between the ages of 31 and 35 who has graduated with a 
Bachelors degree and has played numerous roles both nationally and internationally in 
the governmental and financial world. Her previous roles led to the creation and growth 
of an app that provides a curriculum for learning constructive fiscal habits.  
 Heaven shared that one of the things that has enabled her to create and grow her 
organization has been her dedication to remaining authentic to her unique personal vision 
and goals. With ambition playing a major role in her success Heaven also acknowledges 
the skills of determination and perseverance as playing a large role in her endeavor to 
forge ahead with her organization. In addition to remaining authentic in pursuit of her 
aspirations and persisting with determination in the face of adversity, Heaven’s 
organization has received support by engaging in the accelerator process and through 
funding backed by business angel investors interested in supporting her initiatives.  
 
Adrian Harris 
 Adrian Harris is a software engineer who decided to enter the tech industry after 
an experience he had that left him looking for a resource he was unable to access. In his 
interview he recalled having the idea for this entrepreneurial endeavor while he was he 
was still completing his Masters degree. Although he had this idea, he shared that he had 
little knowledge of the tech landscape. Once he completed his Masters, he began working 
fulltime to help pay bills for his family and working on the idea in the evening hours he 
refers to as “founder hours.”  
Since beginning this entrepreneurial project, Adrian to date has noted being a 
Black male tech entrepreneur between the ages of 25 and 30 years old who resides in 
  
248 
California. In this role, for the past five years, his business aims to support the ticketing 
and virtual reality spaces through a combined app and website interface. Adrian 
highlights that one of his main lessons has been interpreting the process of making it in 
the tech entrepreneurial landscape. Another key element that Adrian highlights has been 
able to further his success is to look beyond barriers and capitalize on positively 
positioning his thoughts to see the lesson in each experience.  
 
David Andrews 
 David Andrews is a poet turned tech entrepreneur who entered the tech space four 
years ago. He identifies as a male of African and Native American descent between the 
ages of 25 to 30 years old who resides in Pennsylvania. David is a gentleman that has 
engaged in a wide spectrum of experiences which he has used to channel into his tech 
entrepreneurial website that caters to promoting the positivity within each unique viewer 
through an educational platform.  
 In his interview he highlights that on this journey many doubted his potential to 
create and sustain a living on merely motivational speaking alone. David, however, has 
made it his mission to challenge this notion by building a tech venture that reaches the 
homes of many nationally and internationally. To support his endeavor he has gone 
through an accelerator program that has provided capital/investor access, mentorship, and 
office space. As a tech entrepreneur Andre has highlighted grappling with homelessness 
and the difficulties of lacking familial support. He notes that his motivation has come 
through countless hours and moments looking at this reflection in the mirror and coming 




 Over the last year and a half Alexis has served as a tech entrepreneur who 
recently joined the tech entrepreneurial space, after having excelled in a career in 
business. Alexis’ career within business operations and finance led her to design a 
website platform around consumers’ discretionary spending habits.  
Alexis identifies having embarked on this idea as a Black/African American 
woman between the ages of 36 and 40 years old who resides in New York City and has 
graduated with a Masters level degree. Prior to receiving her Masters in Business 
Management, Alexis pursued an education in engineering. She emphasizes that a key 
component that has enabled her to embark on starting her business has been her unique 
experience with an issue in her current industry that others expressed experiencing. 
Additionally she describes pursuing the idea due to what she shares as the following: “I 
felt comfort pursuing it because I felt like I had a good foundation and just general 
business principles and also a network that could support me in the process.” To 
supplement her background in entrepreneurship, Alexis identifies having the strong 
support of her family that has helped her continue this journey. 
 
Bell James 
 Bell James is a Black woman between the age of 25 and 30 who resides in New 
Jersey. Bell has graduated with her Masters degree and decided to pursue a job 
opportunity in media that led to the creation of her tech organization. Her organization 
first started, after an encounter in a social group created for Black people in media. Upon 
discussing the group and its endeavors with the group creator, they teamed up to create an 
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app and website hybrid that uses algorithm based processes to bridge gaps in diverse 
media representation.  
 Bell has served as a tech entrepreneur developing this endeavor for 2 years and 
has raised initial seed capital from personal assets and friends and/or family to fund her 
and her co-founder’s endeavor. She has shared that it has been important for her and her 
team to continue working on this endeavor due to the consistent out pouring of support 
and numerous requests participants have made for the group to keep going. At present 
both Bell and her co-founder have persisted to work on the project in the evening hours 
as they both maintain fulltime employment. Bell shares her excitement for future growth 
of the organization as the app/website hybrid organization has just recently acquired their 
first large client. 
 
Dominick Knight 
 Dominick Knight is the cofounder of an algorithm-based app that grew out of 
consulting work that he and his founding partners have done for many years. Their 
endeavor operates in the entertainment and tech spaces creating opportunities for clients 
to receive feedback on their content and/or products. Dominick has operated in the tech 
space for four years as an African American male between the ages of 31 and 35 years of 
age who resides in Washington DC and has completed a Masters level degree.  
Prior to Dominick’s consulting turned app work, he served as a federal 
government employee for several years and also a leader in policy related fields. 
Dominick highlights that one of the major benefits of his experiences as: 
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We were in a really unique position having the consulting company and 
being able to reinvest revenue from there into the new business. That’s not 
something that a lot of black tech entrepreneurs can do. 
 
Having the opportunity to reinvest revenue from a previously existing organization 
helped Dominick and his team, create and grow their business. He also highlights market 
research and developing strong social and financial networks as key components in the 
growth of his organization. 
 
Trevor Vaughn 
 Trevor Vaughn is a Black male between the ages of 41 and 45 years old who 
resides in Tennessee. Trevor has graduated with a high school degree and has identified 
serving as a tech entrepreneur for eleven years. In his interview he highlights: 
I started out my career teaching myself how to write software in 2000, and 
got my first technology job as a software developer in 2001. Then did that for a 
couple more years in a couple different places, and then in 2003 I joined my first 
startup. 
 
Since joining his first startup, Trevor has created and departed from between four and 
five businesses at present. He also highlights his experiences as related to building upon 
his existing knowledge base. Trevor illustrates this as: 
The first seven years of my professional career, 2000-2007, was really just 
becoming very, very adept at building technology. I don’t write a lot of lines of 
code anymore, but I could lead a technology team if I needed to. So I’ve got a 
reasonable amount of mastery just through experience over that part of being a 
tech entrepreneur, and then I’ve spent the last 10 years focused more on the 
leadership piece, and maybe the operating and leading a business piece. Just that 
combined amount of time puts you in a position where you understand lots of 
things about business and technology and so you can think about how business 
models and technology can be applied to create value. 
 
Having gone through these vast experiences, he is currently developing an app is in the 
blockchain industry. His app aims to address dystopian functioning of the health care 
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industry. This idea stemmed from his four years working in the healthcare industry and 
monitoring a plethora of healthcare patterns. For this app he has raised support through 
seed capital stemming from his personal assets and/or family and friends, in addition to 
business angel investors.   
 
Ade Babette 
 In 2013, African American Brooklyn based male tech founder Ade Babette began 
his current startup after encountering a frequent issue many shared they had confronted in 
the housing industry. As vice president of his student body class, the experience became 
visible to him in student discussions where they would seek viable solutions housing 
discrepancies. Prior to embarking on this entrepreneurial endeavor, Ade shared that he 
was excited to join the entrepreneurial space due to experiences as a child and junior in 
high school.  
Early in his childhood, Ade notes hearing immigrant stories from his parents’ 
journey to America. Ade expresses that he grew up in a household where he shares that 
the: “immigrant journey as very entrepreneurial, just because you’re stepping out on a 
leap of faith. You’re hoping whatever works out, and you have the mindset it has to work 
out.” His entrepreneurial pursuit was reinvigorated prior to his undergraduate career in 
high school when he shares that he took an entrepreneurship course. Ade recaps wanting 
to study entrepreneurship, but never really knowing what it may turn out to be. He noted 
then enjoying the concept of being self-employed and continuously building something. 
Since first encountering the subject, Ade has been a tech entrepreneur for 6 years 
total; two years as founder of a branding agency and four and a half years as a tech 
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founder of a housing website. Within this time span, Ade has gone on to build his 
organization through the support of: (a) engaging in a accelerator program, (b) seed 
capital from his as well as friends and/or family’s personal assets, and (c) business angel 







Distribution Charts—Findings 1-4 
Distribution Chart—Finding 1 
 




Opportunities for Bringing Ideas to Fruition 
Catalyst Led to Idea Create a Viable Product Build Team Build Credibility/Following 
Terrell Williams X X X X 
Ebony Smith X X X X 
Mark Wilson X X  X 
Noah Gunther X X X X 
Camden Dean X X X X 
Joe Newland X X X X 
Brooke Johnson X X   
Jason Patterson X X X X 
Lawrence Campbell X X  X 
Dave Augustus X  X X 
Xavier Lewis X X X  
Terrance Hill X X X X 
Jade Edwards  X X X  
James Washington X X X  
Heaven Benjamin X X X  
Adrian Harris X X X X 
David Andrews X X  X 
Alexis Clark X X X  
Bell James X X X X 
Dominick Knight X X X X 
Trevor Vaughn X   X 
Ade Babette X X X X 
Total 22 20 17 16 
% 100% 91% 77% 73% 
MAJOR FINDING:  All participants (100%) described some form of catalyst as a means of bringing their tech ideas to fruition; while, other 
participants (91%) indicated creating a viable product represented opportunities to bring their ideas forward. 
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Distribution Chart—Finding 2 
 




Actions to Secure Funding 











Preferred Not to 
Raise External 
Funding  
Terrell Williams X X X X  X 
Ebony Smith X X X    
Mark Wilson X  X X   
Noah Gunther X X X   X 
Camden Dean X  X    
Joe Newland X  X    
Brooke Johnson X X     
Jason Patterson X X  X X  
Lawrence Campbell X X X   X 
Dave Augustus X X X  X  
Xavier Lewis X X     
Terrance Hill X X X    
Jade Edwards        
James Washington X X   X  
Heaven Benjamin X X     
Adrian Harris X X     
David Andrews X X     
Alexis Clark X X X    
Bell James X X  X   
Dominick Knight X X X    
Trevor Vaughn   X    
Ade Babette X X X    
Total 20 17 13 4 3 3 
% 91% 77% 59% 18% 14% 14% 
MAJOR FINDING:  An overwhelming majority of participants (91%) described seeking the counsel of “expert” others as a key action in 
securing funding to grow their companies.  
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Distribution Chart—Finding 3 
 




How Black Tech Entrepreneurs Learn 
Dialogue with Others Observation Trial and Error Attended Formal Program 
Experiential 
Learning Reflection 
Terrell Williams X X X  X X 
Ebony Smith X X X X X X 
Mark Wilson X X X X X  
Noah Gunther X X  X X  
Camden Dean   X    
Joe Newland X X X X   
Brooke Johnson X X     
Jason Patterson X X     
Lawrence Campbell X X X X   
Dave Augustus X X    X 
Xavier Lewis X  X    
Terrance Hill X  X X   
Jade Edwards  X X     
James Washington  X X X   
Heaven Benjamin X     X 
Adrian Harris  X X X X X 
David Andrews X  X X X  
Alexis Clark X  X X  X 
Bell James X X X X   
Dominick Knight X  X    
Trevor Vaughn  X   X  
Ade Babette X X     
Total 18 15 14 11 7 6 
% 82% 68% 64% 50% 32% 27% 
MAJOR FINDING:  A strong majority of participants (82%) described they learned to grow their businesses largely in informal ways through 
dialogue with others.  
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Distribution Chart—Finding 4 
 




Facilitators for Growing a Tech Organization 
Positive Self Concept Self-Motivation/ Motivation from Others 
Time Away from  
Tech Endeavor Faith/Belief System 
Terrell Williams X X   
Ebony Smith X X   
Mark Wilson X    
Noah Gunther X X  X 
Camden Dean X X   
Joe Newland X    
Brooke Johnson X X X  
Jason Patterson X    
Lawrence Campbell X  X  
Dave Augustus X    
Xavier Lewis X X X  
Terrance Hill    X 
Jade Edwards  X    
James Washington X X X  
Heaven Benjamin X X   
Adrian Harris X X X  
David Andrews X X  X 
Alexis Clark X X  X 
Bell James X    
Dominick Knight X    
Trevor Vaughn X    
Ade Babette X X X  
Total 21 12 6 4 







Inhibitors to Growing a Tech Organization 
Misalignment: Investors 
& Entrepreneurs 
Lack of Access to 
Resources 
Lack of Ability to  
Build Team Cohesion Self Doubt Discrimination 
Terrell Williams X X    
Ebony Smith X X  X X 
Mark Wilson X X  X X 
Noah Gunther X X X X  
Camden Dean X X X  X 
Joe Newland X X X  X 
Brooke Johnson X  X X  
Jason Patterson X X X X X 
Lawrence Campbell X  X X  
Dave Augustus X     
Xavier Lewis X X  X X 
Terrance Hill X     
Jade Edwards       
James Washington X X X  X 
Heaven Benjamin X X  X X 
Adrian Harris X X X  X 
David Andrews X X  X X 
Alexis Clark X X X   
Bell James X X  X  
Dominick Knight X X X X  
Trevor Vaughn X X X   
Ade Babette X X X   
Total 21 17 12 11 10 
% 95% 77% 55% 50% 45% 
 
MAJOR FINDING:  A strong majority of participants (95%) indicated that having a positive self-concept was a key facilitator in growing their 




Table of Demographic Group Variations 
 






2- 25 - 30 years 
1- 36 - 40 years 
1- 41 - 45 years 
 
Race/Ethnicity 
1- African American 
3- Black 
 
City and State of Residence 
1- Dallas, TX 
1- Elizabeth, NJ 
1- Nashville, Tennessee 
1- San Francisco, CA 
 
Level of Education 
1- Associates Level 
- Bachelors Level 
2- Masters Level 
 
Product Type 
1- App  
3- Hybrid  
Years as Tech Entrepreneur 
1- 1.5 years 
2- 2 years 
1- 3 years 
 
Types of Funding* 
2- Pre-seed  
1- Accelerator 
1- Angel Investor(s) 
1- Crowd/Equity Funding 
1- Grassroots/Social Justice Orgs 






2- 25 - 30 years 
2- 31 - 35 years 
2- 36 - 40 years 
2- 41 - 45 years 
 
Race/Ethnicity 
4- African American 




City and State of Residence 
1- Nashville, Tennessee 
3- New York, New York 
1- Oakland, CA 
1- Philadelphia, PA 
2- Washington, DC 
 
Level of Education 
1- High School Diploma 
3- Bachelors Level 
4- Masters Level 
 
Product Type 
1- App  
5- Hybrid  
Website 
Years as Tech Entrepreneur 
1- 3 years 
3- 4 years 
1- 6 years 
1- 10 years 
1- 11 years 
1- 12 years 
 
Types of Funding* 
2- Self Funded 
3- Pre-seed  
3- Accelerator 
2- Angel Investor(s) 
1- Syndicated Investing 






5- 25 - 30 years 
1- 31 - 35 years 
3- 36 - 40 years 
1- 51 or more years 
 
Race/Ethnicity 




1- White, Bahamian 
City and State of Residence 
5- New York, New York 
1- Sacramento, CA 
1- San Jose, CA 
1- Seattle, WA 
1- Silver Spring, MD 
1- Washington, DC 
 
Level of Education 
Associates Level 
Bachelors Level 
- Some graduate training beyond college 
Masters Level 
- Advanced Degree (e.g., Ph.D., J.D, Ed.D.) 
Product Type 
4- Hybrid  
2- Product  
4- Website 
Years as Tech Entrepreneur 
1- .4 years 
1- 1 year 
1- 1.5 years 
1- 2 years 
1- 3 years 
3- 5 years 
1- 6 years 
1- 8 years 
 
Types of Funding* 
6- Pre-seed  
- Incubator program 
- Business plan prize winner 
- Credit facility 
6- Accelerator 
4- Angel Investor(s) 
1- Syndicated Investing 
2- Series A 
1- Series B 
2- N/A 
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Bringing Ideas to Fruition: Previous Endeavor(s) Fueled Ideas 





I was a part of XYZ Collective and so they have a social 
innovation award and so they have this application then you 
could apply when like the idea was very early and so luckily that 
kind of had the idea and there’s an application deadline in 
December and so, um, that, that was really great because it gave 
me a space and the structure to apply and try to get some 
validation. 
Bell  
… It started as a group chat that my partner actually started. 
She’s from Tennessee. She was in public relations and honestly 
she just needed contacts at that point. I got looped in, now 
thinking about it in retrospect I think I had a couple ideas like it 
would be kinda cool if there was like a LinkedIn but had like a 
complex field, something that was just like cool. And so I was 
just brainstorming with my best friend about it and I was just 
like, honestly I just tabled it. Got looped into the group chat that 
my partner ended up starting and it started, we were in there with 





Prior to doing the consulting company, I co-founded another 
mobile app company called XYZ Target, and prior to that I 
worked in the US Senate and I did that for several years, and I 
did small business and technology policy, defense policy as well 
while I was there…Yeah, so, ABC Company is really something 
that grew out of the consulting work that we’ve been doing over 
the past few years... We have a range of clients, a lot of them are 
in the entertainment space, we also have folks that are in the tech 
space and a lot of companies or organizations that are creating 
new products or new content. 
Camden  
…Having been in the payments space, multiple times, and 
having architected platforms for that, I got... My brother-in-law 
actually introduced me to this thing called Bitcoin about two, 
three years ago. And from that I learned about the blockchain. 
And that’s where I wanted to... That was my entry point. 
Joe  
In the end, I found it to be something that I really enjoy doing 
and so, I’ve built three different companies in the video space. 
First one being UB, which a small cable company came across to 
acquire our technology. The second one, being XYZ Company, 
which is to be the first a la carte TV service, which was not able 
to capture the funding it should have been able to, which lead it 
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My background is in business… I have more of a business 
planning operations finance profile. I went to business school, I 
also have an undergraduate degree in engineering, but it’s not 
software engineering. My business is in a B to C vertical and 
even though my venture is not retail eCommerce, having worked 
in that space and kinda seen the shipped and where consumers 
were spending their discretionary income, that combined with 
my own frustration kinda helped me identify the market 
opportunity that I’m going after now…  
Brooke  
I fell in love with technology at age 10 and then I’ve done 
everything that I could…to know as much as could about 
technology and getting to college or graduating, and I decided 
that I didn’t want to be a programmer but I still wanted to be in 
the space so I took on information systems as a major and decide 
that my first job out of college I was major analyst for a software 
tech company…I travel around the United states and… I realize 
that you know why I like doing training and you know pulling 
together requirements…to be a project manager. So that’s when I 
left… September of 2017 and now I am just minding my own 
business. So now I am career coaching and also building a 
virtual reality app that has an IBM core. 
Xavier  
… Frustrated by the status quo. Both of us were commercial 
[housing] hosts, which is a really fancy way of saying 
professional hosts. We managed multiple properties within our 
two companies, mine XYZ Investment Group, and Regan’s ABC 
Acres. Both companies operated in the same space, but faced the 
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I started ABC Company in October of 2016. My husband who 
leads a school had a parent issue that had snowballed from 
something that was like, as I, as I kind of dug into it was sort of 
relatively minor but it had like grown into this big thing that was 
like stressful to him. 
Terrance  
Okay. Well, the tech side of it kind of came as a solution to a 
problem that I was trying to start to solve when I was at a 
predominantly white institution. I was at University, and I had 
helped start the Black Student Association, because there was so 
few black students I felt like we should come together, and kind 
of support each other, just to help us get through those four years 
that we’d be spending out there together, to help with the 





…After taking a trip to California with $100 in my pocket, 
experiencing JKL conference, experiencing hardship, struggle, 
couch surfing, having to depend on help for survival in the 
opportunities that I could provide for myself, I realized the only 
way we can achieve anything in this world with longevity is to 
love ourselves. 
Jason  
So some people, if you asked an alum 15 years behind me, it 
might be a little different because there weren’t as many 
buildings. So the buildings sometimes necessitate where people 
spend time, where they don’t. But in our iteration, it was a table. 
It was a really big table in the school, in one of the lunch halls 
called the University Center. That was where just all Black news 
happened, right? So you could find parties, people would cram 
for exams, people would go on first dates. Greeks from other 
campuses would throw party fliers on the table ‘cause they knew 
Black people would come by. It was like, “All right, we can’t 
promo this, the campus is too big. We’ll just leave it here and 
Black will post up. So it was... that’s kind of how it came about 
and Melanie was like, “Yeah, so what if we recreated that on the 
internet” and here we are. 
Lawrence  
There had to be a way that one, there was an easier way to find 
therapy as a person of color. My first experience with therapy 
was after losing my mother. I believed in the stigma, I didn’t 
approach therapy with an open, but until someone noticed, after 
my mother passed, that I wasn’t eating or sleeping well. That’s 
when they recommended therapy and I may have not went if 
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I started ABC Company my senior year when I was the VP of 
the student body. Students were having a lot of issues who came 
to housing and I thought, “What if you could review your 
property-owner?” And so that’s where we launched in beta, and 
I’ve been running it ever since. So been around four, four and a 
half years now. 
Adrian  
I had the idea of people just, easy way for people to find events 
locally in their communities easier, you can just buy tickets at a 
few swats, or they could basically see what’s going on at the 
event right then and there, so they can know what’s happening. I 
mean it was just an idea, but like I said, I had that passion for 
entrepreneurship. I’m like, “Why not me? Why not? Why can’t I 
just do it?” Already I was a software engineer, I had the skills to 
do it, and for the glory of entrepreneurship sort of led me there as 
well, because you could read all those articles about 
TechCrunch, and all these people, all the CEOs, and making big 
dollar deals. 
Heaven  
One day, I walked into the library and a group of people asked 
me to lead them in a XYZ Organization portfolio challenge. I did 
tell them, “I don’t know anything about the stock market, and 
I’ve never done a portfolio challenge.” They then said that: “We 
are confident that you could lead us.” They then showed me the 
stock market for the first time, where I did a 25-year regression 
analysis and came up with an algorithm for the stock market. I 
then decided there needed to be a game to allow people to live 
out their financial life without the risk of them losing their 
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There are other companies who send information to parents but 
never heard about anything that was getting information from 
parents. 
Terrance  
Really, honestly, it hit me when I was sitting in my apartment, 
and something came on, and it was talking about what it’s going 
to be like... It was an article... Well, I guess you’d say a report, on 
what people were saying... it would be like when Obama left 
office, and there were a lot of Black people ... I saw this, I was 
watching this, it was 2015, you know what I’m saying? I’m like, 
“What’s up? Why’s everybody so shook?” At that point in time, I 
had more faith in the American system, but these people are not 
so sure. Maybe if we’re going to lean on this system, we’re going 
to fall with this system maybe. Maybe, but if we have our own 
system… it’s all us. You know what I’m saying? Whether we 





It was at a more… elegant solution into the banking stack. And 
rather than having to recreate that, which is really expensive... 
Talk about institutions, I hate banks, everybody hates banks. And 
I was like, “There’s gotta be a better way.” And so hence got me 
down the path of the blockchain and cryptocurrency. 
Joe  
That’s how it happened. ABC Company just came about because 
I was talking to studios and they were telling me about how they 
used the same method since the 1960s and they work. That’s 
pretty much all you have to say to me and I’ll be like, “That’s 
wrong.”   
Trevor  
… Through that really looking at what the dysfunctions in the 
healthcare industry are. So the blockchain business that we’re 
launching is very much focused on addressing those dysfunctions. 
It’s a business that I don’t think could be run on any other type of 
technology that’s available today, so that’s why we’re doing it, 






That pretty much were the idea for the app came from and you 
know that’s why I am really pushing for it, with it so it seems like 
a lot of women that I have talked to about this, they re like, “ oh 
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…So when I think about the whole process of washing the 
sponge, and the running of the water, and just wasting the water, I 
don’t think it’s environmentally sustainable, just the whole 
product. The whole product, just the sponge. The sponge is 
costly, number one. Number two, it costs money to buy the 
detergent, but we already have these resources at home. It’s 
costing time. For me, it’s a wasteful product, and I was seeking 
ways to make it more sustainable. Essentially that’s the premise 
of the company. 
James  
You take something that worked somewhere else and you bring it 
to another place where other people have completely passed over 
it. It’s a very, very common thing. And I think it’s very 
successful, right? Because what you’ll see is, at least in my 
experience, is it’s not so much the idea as it is the execution of 
the idea. So a lot of people feel like they have to come up with 
this thing that’s the most novel thing in the world, but it’s not... 
It’s seldom the case. A lot of times, it’s just the execution of the 
idea. 
Noah  
… Once we can sign up those farmers to our digital wallet, we’ll 
reduce debts and robbing in the bush, because farmers get paid in 
physical cash. People know when they’re gonna get paid and they 
have killed farmers or stolen from them, and that’s your whole 





Dialogue with Others: Networking 





… I really had to learn how to network out here. I had to read a 
bunch of books, I went to different events, had to rebuild my 
network from the ground up and be built to a point where now if 
something wrong happens in my life, I have a few folks I know I 
can call. So I had to build up my network as well because social 
currency is everything especially in the startup world, especially 
being an entrepreneur... I’m open to listen to any and everybody 
that has intelligence and they know how to do things a certain 
way. I’m signed up to various email lists of various experts, 
whether they’re black or white. Does it help? Does it help to see 
someone that looks like you? Absolutely. But you should not 
stop because you don’t see someone that does not look like you. 
You have to have a open-minded approach to learn from various 
different sources to get to your goal. If we don’t do that as a 
people, we’re going to be stuck. 
Ebony  
So I think one of the ones is that networks matter… when you’re 
talking to either funders or like applying to these like 
accelerators or like do try to get a diversity of like values and so 
like going out to Silicon Valley and Afro-conference and talking 
to people who are like steeped in tech, that was like that was 





…talking to people, as many people that are relevant to the work 
that you’re doing at the time as possible, so early on when we’re 
doing market research, we talked to a bunch of people that would 
have expertise in this space. When we were building out the 
mobile app, etc. We talked to VCs and other people who had 
experience in this space. 
Jason  
I found ways to step outside of myself. I found outlets. I built 
really good relationships too. I think that was one of the things 
that was really... I just found as many senior black people as I 
could and based on who I was meeting... If there was a client we 
had, I’d probably have somebody Black inside that organization 
that knows me as a person. And that was something I did for 
myself because that’s how I’ve always sort of survived, was 
relational capital. That’s sort of helped me navigate some very 
hairy, scary situations. Being in New York, you kind of just run 
into by itself. I needed advocates somewhere. So I used 
whatever, some capital I had or executives I might’ve met and I 
just started piecing together this network. And when I looked up, 
I was just like… it’s actually pretty small. 
Lawrence  
I’ll explain how that experience was, that I walk into a room, I 
speak to investors and, you know, you get sometimes and can 
tell that you may be in a room due to a favor, or you may be in a 
room due to a contact or your network. 
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You have to network. It’s all about relationship building and 
what not. You can’t just say, “I have your business card, let me 
email you.” No, it’s more so, “What can I do for you? Can I help 
you? Can I introduce you to more people? What do you need to 
do to get you to your next steps in investment?”   
James  
Again, a lot of it is who you know and who you can get in 
contact with… We worked through prototype funds. We worked 
through the CREATE fund at the time. And from there, we 
started meeting people, and they introduced us to other investors. 
And we basically met our first set of angel investors and we did 
our very first round of real funding through a syndicate. 
Xavier  
 
The power of networking. You can’t be an introverted person. 
You have to continuously put yourself out there, and then also 
just developing a strong understanding of the race that you’re 
getting in and how to play the game. If you develop a better 
understanding of those rules, then your expectations will be set 
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So from there, he really kind of just sat us down and was like, 
okay, so what’s the problem, what’s the business? And we over 
here spit balling, just throwing things over on the wall and he’s 
just helping us organize this over into blocks. Even for right 
now, like it was just that support. Had we not had that 
conversation, granted all the things that he said to us we already 
knew. It’s not like we were like, oh my God, this is what we’re 
doing. It was just more so just like, we’ve been doing this. We 
just couldn’t get our s*%# together and actually just like 
articulate what it was that we just needed to actually do so. And 
honestly I don’t know if we would have gotten that same 
support, had he not had the experiences that he’s had as a 
professional and also just understanding, him just being very 
emotionally intelligent when it comes to that. He’s come from 
the startup world versus the corporate world. 
David  
So we went to the whole and contacted all the big investors 
because at the time, we did not know the whole process of 
building relationships, finding an investor is like dating all that 
stuff. We just contacted every investor we met or we thought and 
we thought we can just connect with them based on our 
educational prowess… I just find a few folks that I was 
interested in and I found a way to be a part of their circle, find a 
way to help them, find a way to contribute to what they’re doing 
and in turn, they’ll be more interested in me. So we started doing 
some of those things with some key folks. One was an angel 






So we’ve had some initial conversations and talked to several 
folks in the VC space but mostly to help us find product market 
fit and to help with business strategy versus you know explicitly 
pitching for some kind of financing immediately. 
Jason  Yeah, I think we had friends there before we had investors. So people saw us grow. 
Lawrence  
 
As I mentioned, my partner Jazz, he was my mentor in the sense 
of entrepreneurship. He learned from his dad and his businesses, 
and he was able to implement those things into our other 
business, the website business, and then while building that with 
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Fred and I would hop on the train, Tuesdays and Thursdays. We 
would go to his house and pitched him on financials, business 
presentation, we would do this for hours, get shredded for hours. 
Go home, come back and do it again. And we were doing this for 
months. But we also at the time, because we won that 
competition, we were working with ABC University inters there 
and they were hosting events out of ABC University. We were at 
ABC University on campus every day too, or many days as well, 
working with those interns. It was like a whirlwind of just 
activity, which was all-great because we get this rigorous kind of 
grooming… 
Alexis  
And then in subsequent programs that I’ve applied for, there’s a 
project entrepreneur for female founders that was started by the 
founders of Rent the Runway and some other programs. He’s 
reviewed materials for that, reviewed my deck and feedback and 
even for the pitch competition that I won, he had me come into 
his office and do a practice pitch with him five times… 
Heaven  
I would say to have different levels of mentors, from peer level 
to next- step level to goal level. What I mean by that, like 
somebody that’s on the same level as you, for you to be able to 
exchange notes; somebody that’s in the immediate next position 
that you’re trying to get to; and somebody that’s in the position 
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… One of my friends, she kept like, she works at ABC Firm and 
she kept being like: “hey, let’s talk about XYZ Company, lets 
talk about it.” And then she was like, she was just so 
encouraging and I was like: “hey, what haven’t I asked y’all?” 
Like you know, she was like: “you know, you should be like a 
friends and family.” And I was like: “well, what do you think is 
the appropriate amount?” I think that was part of my fear is like, 
I don’t want to offend my friends or family were asking for too 
much or too little, but I was concerned about asking for too 
much and so, you know, she was just like, it was just, I think 
that’s what I wanted. I just wanted everyone to come out and be 
like: “ask me for money.” 
Terrance  
… The president of our university, he loves the idea, so he’s be 
feeding us opportunities for everybody to get involved in 






And he was just like, “Don’t worry about that. I got it. As long 
as you can just clear this rent for me, we’ll be all right.” I just 
made sure I was always good on that… Yeah, it was really just 
it. He’s the only person that could and it’s even been hard for 
him. But that’s it; it’s just me and my brother. 
Lawrence  
I was blessed and fortunate enough to have one of my closest 
friends as my partner for my last startup, to be able to oversee 
and kind of have some insight and give input on the best 
approach I should take for programming and development and 
where to go. I didn’t necessarily need to get my product to where 





That’s the mindset, and what I didn’t even mention with the 
personal team is your family, right? Not everyone is blessed 
enough to have a supportive family but I have been blessed to 
have one. Folks that can help me when the money was low. 
Folks that can help me with covering the development costs 
when the money was low. Folks that, “Yo, I’m light and I’m not 
going to be able to get groceries.” “Oh, here’s $100, make sure 
you eat.” Like, you need that personal team that supports the 
vision, supports your journey. And the only way you can get 
them to get to that point is you proving to them that it’s worth 
investing in your future, right? You’re doing the work, they see 
you up late at night, them seeing the personal wins, them seeing 
you put together a team, them seeing the product get better. You 
have to give them the validation points to be like, “I want to keep 
supporting you,” too. It’s not just give, give, give and you just 
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I have very supportive family, ‘cause I know that can be a 
challenge where, especially when people’s parents are like “I 
don’t understand, you have this education, you can go get a 
corporate job that has benefits and why are you doing this?” And 
I think my father was more entrepreneurial and my mom, in part 
because of her experience with my dad and then also just from 
the history of me and knowing that I’m just gonna do what I 
wanna do, she’ll definitely ask me “Okay, so let’s make sure you 
have health insurance and then after that, do what you want.” 
Kind of thing, and she knows that from times in the past where 
I’ve decided that I wanna go do something that just seems way 
out of left field, I’ve always figured it out, so I think she kind of 
also helped me remember that when I don’t remember it for 
myself. 
Brooke  
Then one of my girlfriend who came to the event with me. You 
don’t need to beat yourself up. You did fine, she was like you 
just need to work on this and the next time you do this because 
you are doing this again. Like she was like my cheerleader in a 
sense was like cos you know what this kind of competition looks 
like you are going to come back more prepared for the next one. 
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Bell The thing about it is understanding what your purpose is and 
how to live intentionally, right? So for me, I’ve always just 
kind of been like I’m good at a lot of things. But then I’m like, 
what am I really doing? So then I think that with that, me 
understanding my purpose is very much so driven behind 
community. Building communities and rebranding... And I 
realized after that, I was just like I need to be in business, 
number one. Media marketing communications was just like 
my thing, like I really like love the idea of sending a message 
and it impacting everything. And for me this is all just part of 
a larger vision, right? 
Dave  
If they can’t connect with you, your startup doesn’t mean 
anything, so I also had to be the branding person. I had to 
leverage myself. I have to brand myself. I have to put myself 
out that so that means going to the events, be my own social 





I think you have to trust yourself. You have to believe in 
yourself. You have to believe in yourself before other people 
do…  think it also reveals a lot about who you are as a person. 
Are you gonna quit on yourself? Even though there were times 
that I wanted to quit, I just didn’t wanna quit on myself. That, 
kind of, propelled and pushed me forward. 
Joe  
In the end, I did everything I was supposed to do but I think 
the one part where I was not ready to be running a company 
was, I didn’t realize I’m the key. No-one else could do what I 
could do. No-one else can multi-task like I can multi-task. 
These are skills, this is the reason that I run companies…The 
only way to improve your skillset, is to be self-aware. 
Lawrence  
If I’m going to bet on anyone at any given day or any given 
time to succeed at anything I put my mind to, I’m going to bet 
on myself. That keeps me going no matter what, knowing that 
I’m going to find it within myself to achieve my goal that I’m 





The things that I’ve always been good at, and my team has 
always been good at, we just wrapped the company around 
that and let that be the driving vehicle and everyone’s like, 
“I’ve never seen anything like this.” And it’s like, great. Well 
that was always who we were, you know? That was also who 
XYZ Company is. So that’d be my one piece of advice, is let 
your light shine and build your company around your core 
skillset. Because that’s something that you can sustain, that 
you know you will always have. So why not let your company 
grow from there? 
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I just saw a need. I don’t do things that other people do. If I 
heard that somebody else in Nigeria was creating a game like 
XYZ Games, I wouldn’t even have bothered because I just 
don’t do things that exist already. For what? I want to go to 
that untapped land and have my own path, my own lane. Just 
the fun and even being able to do that keeps me going… But 




It’s understanding that I had to be a really good salesperson, 
which I wasn’t before. I had to understand that I am the brand. 
Then, I had to make sure that the way that I conveyed the 
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I was doing these meetups every single month right and the 
audience kept on being the same. So I remember that day I 
was like: I’m spending all this time and effort and like five 
people showed up and one of the guys who showed up was 
like:  “At what point you quit? At what point you say enough 
is enough.” And it’s funny because Brittany, at that time I had 
the opposite. I was like, whoa, what I’m doing is not wrong. 
It’s just the audiences wrong. So I’m not doing these meetups 
and charging people $10, I’m going to wait and restructure. 
And then the next one that I did, I charge $50 and I had Jon 
Seebles come speak. It was at a nicer venue. And I just 
transitioned. I’m no longer doing meetups, I’m doing 
conferences and thought leadership and boom. Right. So 
somebody else would have seen that and been like oh, I 
shouldn’t... No. It was just… it was the wrong audience. So 
for me it was transformational. 
Lawrence  
It’s simple. It’s the mindset that when you grow up in the 
projects in Brownsville, Brooklyn, you know, you get to a 
point in your life that no matter what curve balls are thrown 
your way, you always know it can be worse. Understanding 
that things can be worse or going through life… For example, 
having a childhood, growing up in Brooklyn, seeing things 
and growing through the world, or things ... Even an example 
of not even just a childhood of growing up in Brooklyn…  Just 
stay focused and keep going. You know, I think that it’s ... It 
is as black and white as it seems, but it’s not as black and 
white as it seems. 
Trevor  
I think it’s like anything, if you really want it, you’ll obsess 
about it, you’ll do everything that you can, and you won’t 
focus on the reasons why it’s not happening for you. You’ll 





But it’s just like I used that grit mentality from when I was 
playing football, the two-a-days, eating better, you’re working 
out every day, and stuff like that. It’s the same process, it’s 
getting better every day, you just gotta apply to tech. I use that 
to just keep me going, and that’s how I’m able to get from just 
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… Today I’m very calm and very still. You kinda have to have 
this mindset because if you react to every single negative, it 
does affect you, but at the same time, what I’ve learned over 
the process, is how do I regain my composure in a quicker and 
shorter time after rejections, so that I can focus on the 
opportunity then. I think that because every day there was an 
opportunity that we would shut down. And to focus on the 
opportunity, despite being the ... Also, we have the 
opportunity of shutting down, it gets debilitating after a while. 
I think that’s where the grit is earned. 
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I imagine it’s pretty different. I think it might be like, to my 
benefit, my benefiting, it’s going to make our company better 
for not being in Silicon Valley because I do think that actually 
one of the challenges again in like ed-tech is that it is very 
much so coming out of Silicon Valley, which is like not 
reflective of the rest of the country or how schools operator, 





There’s a different mentality on the other side of not being a 
black entrepreneur, which is like pull yourself up by your 
bootstraps. You do what you got to do, but when you’re 
talking about the trauma that black people go through, when 
you’re talking about the environments that we often have to 
come from ... I mean, there was a time where I was going to 
that co-working space from a space that had mice in the 
ceiling. I was having to figure out how to make $30 a day so 
that I could eat three times a day, at the very least 20 so I 
could eat something, and so walking into a room and talking 
to people, being insecure about maybe having the same 
clothes on, or people seeing you and like, “You don’t what?” 
So my lack of knowledge was perceived as something other 
than what it was, just like I chose it, like I chose my 
circumstances, like I chose to not know what I don’t know, 
and so I saw a lack of patience, I saw judgment. I still see 
judgment. I mean, I went to school for psychology. I can look 
at your face and see whether you trust me, whether you judge 
me, whether you’re lying to me, and it’s a gift that I admire 
having, but it’s not necessarily one that keeps me from being 
angry. I’ll put it that way. 
Joe  
There were hundreds of investments in media and 99% of 
them failed. It’s hard to get investment in media in general and 
then you have to take on the fact that, we don’t look like the 
typical founder. Then it becomes borderline impossible. 
Trevor  
… I will say, if you’re Black and what you have to bring to the 
table is that you’re an entrepreneur and you want to use tech, I 
think it’s considerably harder. Because now we’re just talking 
about how good of an entrepreneur are you, and if you don’t 
have any prior wins to prove how good you are, then you go 
into this really bad bucket of an unknown entity, unproven 
entity, and then not checking any of the boxes of the patterns 
I’m used to seeing, you know what I mean? And then it just 
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It really boils down to ego and self-reference criterion, 
because the self-reference criterion is presenting you with 
your inherent knowledge that milk goes with cereal. So when I 
tell you that water goes with cereal, you can’t accept that. 
James  
Especially at the earlier stages, because I think anything 
before Series A, it’s really about the team. It’s about how they 
perceive you. And then after that, you’re talking more about, 
oh, how is the product actually doing? What’s the risk factor 
here? How is the actual growth with the customers? Anything 
before that, it’s too early to tell. And so the investors, they 
look at you, they look at the person, whoever that face is, and 
that’s what they’re judging on. They may say ... I mean, 
there’s always going to be these specific, quantifiable things 
that they’re looking for, as well, but I think a big part of that 
final yes or no is going to be whether or not they like you. 
Xavier  
“You see how hard I work. I might not have everything right, 
but if you see how hard I work and how much I’ve grown in 
such a short time, why won’t you give me money?” And 
they’re not understanding that it doesn’t matter. If the bar is 
here and you are here, and you got up to here and you did it 
very quickly, you’re still not at the bar. And until you’re able 
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Black entrepreneurs, it’s just like the scale that we think that 
like a lot of times we just think smaller than um, I think the 
scale that a lot of the time like big investors are looking for or 
even that like… And so it was really talking to White men 
who are like, so like, are you thinking about being like, you 
know, half a billion or you know, like when they, that was 
kind of like, well my mind had not even like reached that 





So it was like the struggle I went through was getting people 
to see the value in my struggle, getting people to see the value 
in the fact that where I was coming from wasn’t a crutch. I’m 
not saying I struggled so give me this. I’m saying I am here 
and I’m present, and I may not know a lot, but look at what 
I’m willing to get through to get to it. 
Jason  
So we do this thing where we ascribe character traits to people 
that aren’t fair and it negates the complexity of who they are, 
not because they’re not strong but they also can be strong and 
surrender at the same time. I think we struggle with that 
duality and it messes with us ‘cause we’re like, “You’ve gotta 
be this or that” and you’re like, “I don’t.” “I actually behave 
this way in this environment, but when I come home, it’s 
different.” 
Terrell  
But at the time when he said that, he just bothered me because 
I was like, well, this is a situation where in his mind he’s 
already put all of us in the:  “Our dreams are limited and 
ambition should be limited based on our skillset. That’s how I 
interpreted what he was saying because that’s the only reason 
to say that to someone like: “You know I don’t want you to 
get your hopes up right. Let’s be realistic in terms of what you 
can accomplish.” And at the end of the talk he just ran out of 
there. Like he didn’t stay just because I know, I know some 
speakers don’t want to stay because get mobbed, but he was 
just as soon as he was done boom he was up. So that really 
bothered me because it made me think like, well that’s how 
they think. But at the same time was I like, honestly, I 
personally also think that the way the startup world is sold to 
people is not the right way. Everybody shouldn’t, doesn’t have 
to dream to build an Uber. If you just want to work for 
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I think that what we struggle with a lot of the time is being too 
humble. Almost to the point where we’re not letting our light 
shine, we’re kind of dimming it ourselves, because we’re 
afraid of the impact it’ll have on the people around us. 
Mark  
I come across a lot of investors who challenge my credentials, 
hard. It’s nothing less than other people know I am, but they 
challenge my credentials so hard, more so than I’ve seen. I’ve 
seen this for real, there are people with Ph.Ds. on my team 
who sometimes I will ask them to lead the introduction into 
places. Don’t have the capital, right? But when I start, “oh 
wait you where did you learn neuroscience, who long have 
you been programming, why did you do that, why did you do 
that?’ Like, that becomes a proclivity, limitation for any Black 
person getting into tech. 
Xavier  
They almost have the lowest expectations… They thought that 
I was going to be the worst, or one of the worst. And then they 
were surprised when they saw me pitch, and I was one of the 
best. 
 
  
